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Richard Fister, Secretary National 
Fire, Sees Changes Forced by 
Present Dynamic Economy 


NEEDS CREATIVE SELLING 


Direct Writers’ Huge Advertising, 
TV Programs; Self-Examination 
for Local Producers 



















Buffalo—In the past five years this 
country has experienced the most dy- 
namic growth in its history, all busi- 
nesses sharing in’ this expansion, with 
fire and casualty premiums for all classes 
of carriers reaching $10 billion—almost 
double the volume in 1949. 

“Already there is a widespread realiza- 
tion that our business and all other busi- 
nesses are finding. themselves in a major 
and far-reaching revolution—one that has 
just begun in our! business,” Richard E. 
Farrer, secretary of the National Fire 
Insurance Co., told the 7th Annual Buf- 
falo Insurance Day meeting this week. 


Preselling of Customer a New Pattern 


“As the marketing revolution extends 
itself,” continued Mr. Farrer, “we find 
more preselling of the consumer before 
he goes to the market to buy. More and 
more consumers have already-made up 
their minds on what they are going to 
buy and the price they are going to pay, 
so when they do deal with the retailer 
it is merely a matter of arranging for 
the terms of the sale. This type of sales 
effort, big business has found, makes 
selling more effective and efficient; and 
because of this, business can justify the 
rather sizeable investments in television 
and radio network time and programs— 
also the rather large expenditure for 
full-page, double-page and quadruple- 
page spreads in the nation’s most widely 
circulated magazines, plus frequent news- 
paper advertisements at local level. 

“We are living in the era of standard 
brands wherein large corporations attain 
institutional stature and become house- 
hold words—their products being na- 
tionally known everywhere. 


(Continued on Page 22) 
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The taboo of “13” dates back 
to the time when man first 
learned to count. Using 

his ten fingers, and 
counting each foot as 

a unit, he came up to the 
number twelve. Beyond 

that lay the awful 
unknown. ‘13! 


Nowadays, the unforeseen 
is not to be feared when 
you're protected by 
“L & L’s” new Compre- 
hensive Dwelling Policy. 
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A WELL-BALANCED COMPANY 


New Pension Trust Policy 
Offers Unusual Flexibility 


In this new policy you may have insurance protection 
and retirement income in any desired proportion. Each 
benefit stands separately although in the same policy. 


A “‘stop-and-go”’ feature makes this policy 
of particular interest to the buyer. 


The plan is provided at a very low cost. Cash value 
is 90% of reserve the first year; 95% the second; 
and 100% the third. Annual dividends. 


‘‘Redistribution’’ commission scale. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 








Actuaries Society 


Major Medical Expense, Grading 
of Premiums and Reserve Defi- 
ciencies Also Reviewed 


COSTS OF MAJOR MEDICAL 


Expense in Relation to Size of 
Policy; Ask Whether New 
Mortality Table Is Needed 


The Society of Actuaries had its East- 
ern Spring meeting at Hotel Commo- 
dore last week, 626 actuaries being in 
attendance. President Walter Klem, 
who is vice president and chief actuary, 
Equitable Society, presided at the first 
session. The following papers were pre- 
sented: 

Premiums for Major Medical Expense Insur- 
ance—Morton D: Miller, Equitable Society. 

New Possibilities in Graduation Kingsland 
Camp, Equitable Society. 

A Practical Method of Forecasting Gross 
Operating Expenses—J. Barrett Walker, Canada 
Life. 

Weighted Exposure Formulas — Alton O. 
Groth, Equitable of Iowa. 

1954 Amendments to the S. S. Act—Robert 
J. Myers, Social Security Admiuistration. 

Mortality Experience of Union Civil War 
Veterans—Mr. Myers and Louis O. Shudde, 
Social Security Administration. 


Reserve Standards and Deficiency 
Reserves 


Discussing reserve standards Pearce 
Shepherd, Prudential; E. A. Lew, Met- 
ropolitan; J. E. Hoskins, Travelers, and 
L. H. McVity, Equitable Society, all 
agreed there is no need for a new mor- 
tality table for reserve purposes. Mr. 
Shepherd said his studies indicated that 
lower reserves would result from a mod- 
ern table. 

Much opposition to present statutory 
requirements for premium deficiency re- 
serves was expressed, particularly by 
W. C. Brown, Colonial; George Davis, 
LIAA; J. E. Hoskins and G. L. Holmes, 
Manufacturers. Principal argument was 
that these requirements are not in the 
public interest as they do not permit 
premiums to find their natural level. Mr. 
3rown thought the requirement con- 
stituted discrimination against the small 
stock companies. Mr. Davis argued that 
deficiency reserves could not be justified 
either on practical or _ theoretical 
grounds. A. N. Guertin, ALC, reported 
that an industry committee is now con- 
sidering premium deficiency reserves. 
He thought the entire problem could be 
solved by adoption of a new mortality 
table reflecting the great improvement 
in mortality since C.S.0O. table was 
adopted. 

Continuing the discussion, G. H. 
Amerman, Continental American, sug- 


(Continued on Page 6) 
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On Marcu 22 or THs YEAR, Provident Mutual 
celebrated 90 years of continuous service to the 
American family. Its beginning in 1865 was a simple 
and unpretentious one. By the end of the first year 
there were 70 policies in force totaling $324,000. 
Today the Company is an association of 228,000 
policy owners whose life insurance is in excess of 
$1,618,000,000. In addition to this, the Company is 
responsible for the administration of funds totaling 
about $200,000,000 on behalf of more than 30,000 
people who receive regular payments from annuities 
or benefits under matured insurance policies. 
Benefits paid out to policy owners and their 


beneficiaries now amount to more than $40,000,000 a 





year. For the entire 90-year period that the company 
has been in business, these amounts, together with 
reserves and other funds now held for their benefit, 
total $1,750,000,000. This is $290,000,000 more than 
the total amount of premiums paid in to Provident 
Mutual during the same period. This amount repre- 
sents the excess of investment earnings over all 
operating expenses. 

The management of these sums—representing 
as they do the aspirations of so many individuals for 
family security and peace of mind—is a sacred trust 
that is being faithfully discharged by Provident 
Mutual with the aid, and through the cooperation, 


of its policy owners, its agents and its employees. 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY 


“of PHILADELPHIA 
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P. F. Clark Asks “Has Weekly 


Premium Outlived Usefulness?” 


It Educated Public to Thrift, Planted Life Insurance Seed, but 
Nation’s Growing Economy Stimulates Larger 
Protection for Individuals 


in the course of his address before 
the President’s Club of John Hancock 
district organization meeting in Atlantic 
City last week, President Paul F. Clark 
that weekly premium insurance 15 
gradually losing ground, largely because 
of the growth in size of American in- 
comes and the corresponding purchase 


of insurance for larger amounts. Based 
on his experience as an agent he had 
entered the field 40 years ago as an 
agent in Baltimore—he well knew ot 
the marvelous contribution weekly pre- 
mium insurance has made to the growth 
of life insurance in this country. He 
told of some of those contributions: 

“It taught thrift to the wage earner. 
It released him and his family from the 
embarrassing yoke of dependence on 
charity when tragedy struck. It planted 
the seed of life insurance in the minds 
of men and stimulated their desire to 
acquire greater protection over the 
years. But, we must pause now and ask 
ourselves frankly: “Has it largely served 
its purpose?” Does the need exist in 
the same measure as it did in another 
generation ?” 


Improved Picture of Wage Earner 


To all thinking men, the answers to 
these questions, Mr. Clark said, are 
fairly obvious. He told why, saying in 
part: 

“The steadily improving economic po- 
sition of the wage earners of America 
has, in large measure, unquestionably 
taken them beyond the point where 
weekly premium can adequately serve 
even their modest needs. Their sights 
have been lifted time and again, and we 
must lift ours to meet the challenge. 

“It is a particularly expensive form of 
protection to those who can afford to 
pay less frequently. In New York State, 
where we operate so extensively, the 
amount of weekly premium which can 
be purchased is restricted by law to 
$1,000. So, while I would be the first to 
admit that some market for weekly pre- 
mium will continue to exist, perhaps 
through the lifetime of many in this 
banquet room, if we are to sell what is 
best for our prospects, that market is 
narrowing, and will grow smaller. The 
time has come when, in my opinion, we 
must concentrate our efforts, on debit 
building, in the monthly debit Ordinary 
branch. I venture to say that no com- 
pany has better contracts in this branch 
serving an extensive market as you 
know these policies carry down to a 
minimum of $500. I think the future of 
all combination men, particularly the 
younger ones, is irretrievably identified 
with debit insurance paid less frequently 
than by the week. 


New Look in Selling 


_In discussing the future market Mr. 
Clark said that the successful life insur- 
ance man is one who is gifted with “side 
vision.” While attending to his own 
business the agent is able to see what is 
going on around him, not only what his 
competitors are doing, but also what 
changes are taking place in other indus- 
tries. He keeps an eye on the spending 
Plans of government and on trends in 
the economy as a whole. This is the 
Ney Look” in selling. 

‘The agent who observes only the tre- 
Mencous growth of life insurance in 
lorce can become smug,” said Mr. Clark. 
“But if he looks at the growth of other 
'orms of savings he will see that it has 
outstripped life insurance growth. The- 
merease in sale of goods and services, 


said 


home comforts and pleasures also dwarfs 
insurance percentages. But an encour- 
aging fact is that today there are 12 
times as many families with incomes of 
$3,000 or more than was the case in 1940. 
That means 12 times as many prospects 
for a minimum $3,000 select Ordinary 
policies than a little more than a decade 
ago. 

“Everything about our new program 
focuses on the upgrading of the sale, of 
meeting change head-on instead of wait- 
ing for its forces to inundate and de- 
stroy us if it be that we are not ready. 
We must be alert to new situations; 
willing to accept risks, but these risks 
are minimized if our plans are based 
on an analysis of all pertinent informa- 
tion available. Only by keeping well in- 
formed and abreast of all developments 
can the gains of stepping out into new 
fields be measured against the costs and 
risks, and wise decision reached. 


Must Be Trail-Blazers 


“To blaze a new trail is not a rash 
movement. An overwhelming reason for 
our growth is the fact that we have not 
been afraid to explore new fields. We 
have not feared change because we have 
been armed with knowledge and_ ex- 
perience. 

“I remember the roar of protests back 
in the ’20’s when I went on record as 





Bevis, Boston 


PAUL F. CLARK 


looks upon his obligation in much larger 
terms than those of satisfying his basic 
needs,” he said. “If we are to grasp the 
opportunities of the future we must 
grasp the facts of the future. These 
facts are competition, social change and 
purchase for use. In my opinion, the last 
of these is the most important. 

“Nothing in our complex civilization 
will ever change the basic need for life 
insurance in our American family life, 
but we are ignoring the facts of the 
present if we do not appreciate the fact 
that life insurance is no longer a Model 
T. A century ago it was built along 
strictly Model T lines. About all it did— 
or was expected to do—was to provide 
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Frank B. Maher, vice president of the John Hancock, in charge of its district 
agency organization, was chairman of the business sessions of that company’s 
President’s Club meeting held at Haddon Hall, Atlantic City, last week. An unusu- 
ally able presiding officer and speaker, on an insurance company convention pro- 
gram he does a remarkable job in describing the career of a speaker. His contacts 
with the district people have been unusually close over the years and he has aided 


hundreds of them on their way to success. 


The two principal outside speakers at the convention were Edwin C. McDonald, 
vice president of Group operations, the Metropolitan, and Harold C. Case, president, 
Boston University. Mr. McDonald told how and why Group insurance has grown 
to its present stature, explained its allied coverages and gave facts demonstrating 
that despite the large amount of Group being written this has not diminished the 
pool of prospects which have been and are available, to agents specializing in Ordi- 
nary insurance. Dr. Case illustrated links between life insurance and democracy. 

George B. Thompson, Jr., second vice president, presided at the session where 


awards were presented. 
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being in favor of a cooperative advertis- 
ing campaign by life companies. Now, 
the advertising of the Institute of Life 
Insurance is not only accepted, but ac- 
claimed by all. Many of you can re- 
member when the John Hancock was 
roundly scored for its participation with 
a labor union in writing the Ford Motor 
case. Now, most of you know that it is 
standard practice to negotiate with 
unions. in the writing of Group cover- 
ages. 

“Some in the industry also said the 
Armed Services case wouldn’t work. Its 
success is apparent.” 


Economic Figures of Interest to 
Salesmen 


Mr. Clark offered some interesting 
figures for a base in selling. There are 
12 times as many families with incomes 
of $3,000 or more than in 1940—27,500,000 
versus 2,500,000. Dollars for discretion- 
ary spending in hands of the mass of 
the people are five times greater than 
in 1940. He commented on the large 
number of post-war marriages, the great 
increase in the number of children. The 
developments in such fields as chemistry 
and electronics. 

“If we keep alert to changes we know 
that the new look in selling consists 
largely in selling up to a higher standard 
rather than down to a need... . If we 
follow the pattern of family purchasing 
habits we know that the 1955 provider 


transportation to the cemetery. In most 
of its advancements it has remained 
essentially a means of transportation for 
the widow from one type of dependence 
to another; for children a way to pass 
satisfactorily through childhood  pro- 
tected financially. Even for business, a 
means of carrying over a planned route 
without running out of gas or experienc- 
ing mechanical breakdown. 


Programming Motivations 


“Fundamentally, life insurance always 
will serve the financial needs of our 
policyholders, but I believe it will make 
its greatest progress at the hands of 
agents who think of it in terms of use, 
in addition to need.” 

Programming for appeal, as well as 
protection fits the sales procedures of to- 
day, and it is necessary if life insurance 
is to continue its fundamental role of 
providing for a continuance of the high- 
est standard of living in the world. This 
standard of living did not come about by 
accident, but through efforts of salesmen 
who carried to the American people 
something more than products and serv- 
ices for need. 

“We are in a transition era demon- 
strated by the fact that life insurance 
protection today is smaller in proportion 
to family income than it was a decade 
ago. This gap can be narrowed, and it 
will be by life insurance agents who 
meet competition of products whose ap- 





Must Discipline Lives, 
Says Head of College 


COMMENTS BY HAROLD L. CASE 
Boston University President Sees Insur- 
ance Ownership as Helping Country 
Preserve Its Heritages 


Ownership of life insurance policies, 
which makes for better citizenship and 
eases economic strains, also plays. an 
important role in perpetuating the free- 
dom of action and thought which Ameri- 
ecns have always cherished. 

That was one of the eulogies given to 
the institution of life insurance in a talk 
last week closing the convention in At- 
lantic City of the John Hancock’s Presi- 
dent’s Club by one of the most enthu- 
siastic admirers of insurance—Dr. Harold 
L. Case, president of Boston University. 
He is one of most eloquent and highly 
respected figures in the world of. edu- 
cation. 

It was the ownership by his father, a 
minister, of a double indemnity policy 
which constituted the family’s only es- 
tate after he was killed by a train. It 
enabled Dr. Case to get a college edu- 
cation and to follow the profession of 
teaching. 


Push Button Civilization 


“I don’t know the name of the agent 
who wrote the policy on the life of my 
father,” he told the John Hancock 
agents, “but I want to salute him 
spiritually.” 

In commenting on automatic civiliza- 


tion the speaker said it was often 
achieved at a loss of characteristics 
which dominated former generations. 


“We have push-button devices which we 
use without effort; streamlined washing 
machines and refrigerators, entertain- 
ment by sitting in a drawing room and 
turning on a knob, flights to foreign 
countries over night,” he said. “But 
precious traits are often endangered. 
They include some of our freedom of 
action and thought, and particularly im- 
portant, a discipline which should govern 
our lives. We must put the breaks on 
self-indulgence, must think more of our 
fellows, must not back away from sac- 
rifices. And one of the most important 
disciplines is to pattern our daily lives 
in the best interests of humanity at the 
cost of surrendering some current pleas- 
ures and luxuries which may seem more 
important at the moment. A sure way 
to accomplish this is through the assis- 
tance of you insurance agents who every 
day make it possible for so many of us 
to arrive at future security.” 

Dr. Case quoted Socrates as saying 
that the wise man will put his house 
in order and will have nothing to do 
with any other kind, 





peal is that of use as well as need.” 
Advertising Budget 

Discussing advertising Mr. Clark said 
when he came to the home office in 1938 
the John Hancock’s entire budget for 
advertising and all sales promotion was 
just under $250,000. In 1955 the Hancock 
will spend nearly $1,500,000 in advertising 
specifically designed to help agents make 
sales. 

Mr. Clark made some comments on 
the success of its head office building. 
In part he said: 

“Some looked critically at our efforts 
to combine home office operation under 
one roof at the very first opportunity. 
Following the close of World War II, 
a new home office was built. Had the 
company waited three or four years for 
an alleged declining economy the cost 
of construction might well have been as 
much as 30% higher than at the time 
the new building was launched. 

“We are moving along now with a 
program of centralizing our services at 
the local level,” he continued, “and 
eventually it is hoped that the service 
given by agents to policyholders will be 
as local as Main Street.” 
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Judge Elliott on Leadership Significance 


John Hancock’s Executive Vice President Says Its Radio- 
activity Sets Up a Chain of 
Widespread Reaction __ 


During his address before the district 
leaders of the John Hancock in Atlantic 
City last week Judge Byron K. Elliott, 
executive vice president of the company 
discussed the significance of leadership. 
It has within it a sort of radioactivity 
which sets up a chain of reaction reach- 
ing out to everyone within its range, he 
said. Few persons can be in its presence 
without being stirred to some additional 
accomplishments. It is the basis of prog- 
ress and growth. Commenting on value 
of convention attendance by leaders, he 
continued: 

“No one can fail to profit from the 
companionship of leaders,” he continued. 
“In the final analysis each man’s indi- 
vidual welfare is closely tied in with the 
success of the company of which he is 
a part. Ho contribute to the welfare of 
the group is an attribute of leadership— 
a privilege won by the successful man 
along with his own success. At such a 
meeting as this we listen to a great 
many sound words of good, practical 
down-to-earth advice. We hear first- 
hand from men whose success has been 
selling thé services we offer to individu- 
als and to organizations. To these men, 
we owe a debt of gratitude which may 
be repaid only by taking back and shar- 
ing with our associates at home the most 
useful information and ideas received 
here.” 

Business Insurance 


Turning to a discussion of the rapidly- 
expanding market forethe sale of busi- 
ness insurance, Mr. Elliott said, “No one 


knows better than you do the very last- 
ing effect on your income from larger 
policies, not only the present effect, 
but the income increases which can build 
up in the future. You will often meet 
business in the form of a corporation 
or partnership.” 

Referring to Chief Justice Marshall’s 
definition of a corporation as “an artifi- 
cial being, invisible, intangible and exist- 
ing only in contemplation of law,” Mr. 
Elliott added, “No salesman was_ ever 
able to sell anything to an artificial 
creature of law. Even though you may 
be selling business insurance for a busi- 
ness you are still selling to individuals. 
To be convincing, your words must 
create mental pictures of the personal 
problems involved. 

“Just as the most important thing in 
America is the family, the most impor- 
tant thing economically to the American 
family is American business. Our high 
standard of living rests wholly and di- 
rectly on the success and security of 
business. It cannot be secure unless 
business and its ownership are secure. 
Thus business insurance often becomes 
the most effective way possible to pro- 
tect the family. 

“Just as our own company can be 
thought of in terms of families who 
depend on it for a living and the families 
who depend on it for its services, so all 
business can be thought of. If you think 
of the businessman with whom you are 
talking as an individual responsible for 
the welfare of other individuals, you find 
that a new dimension has been added 
to the vision of his problems.” 


Paul E. Egan on Expanding 
Market For Married Women 


Paul E. Egan, superintendent of agen- 
cies, John Hancock, told the John Han- 
cock’s President’s Club of new sales aids 
of the company. Some of the Hancock’s 
new literature is especially geared for 
the women’s market which he called an 
expanding one; and which is not receiv- 
ing enough attention from many of the 
insurance agents in America. 

“There has not been enough promo- 
tional material especially designed to win 
the attention of married women,” he said. 
In this country today the number of 
married women is 37,000,000, with 23,000,- 
000 other women of marriageable age. 
Ownership of life insurance by women 
has now reached the $50 billion mark, 
but that is not enough adequate coverage. 


Mortgage Redemption 


The speaker also told of sales oppor- 
,tunities of the company’s Mortgage Re- 
‘demption policy designed to provide 
maximum protection. while children are 
young. One of the large fields for life 


insurance today is in the mortgage mar- 
ket. Approximately 90% of all homes 
are bought with help of mortgage loans. 
A house which cost $10,000 to build in 
1939 now costs more nearly $28,000. Con- 
sequently, people have larger mortgages 
and they run for more extended periods. 
As the extension of time rolls on many 
die before the mortgage is all paid up. 
Since today’s mortgages are amortized 
monthly a widow can expect on the aver- 
age to have a monthly payment due 
within two weeks of her husband’s death. 

“At age 40 every one out of every four 
home purchasers buying a home on a 
20-year mortgage plan, will die before 
payments on his home are complete,” 
was one of his comments. “Few realize 
that 50% of the purchase price of a home 
represents interest charges alone. For 
example, the installment payments on a 
$10,000, 44%4%, 20-year mortgage take 
$15,182. Interest charges of $5,182 must 
be met in addition to the $10,000 mort- 
gage amount. This mortgage charge 


Using Pictures While 
Visiting Prospects 

GUNN SHOWS NEW SALES KIT 

Tells 





Hancock District Leaders of 
Quickest Way to Dramatize 
Need Situations 





Edwin P. Gunn, CLU, John Hancock 
director of field training, in talking to 
that company’s President’s Club meet- 
ing in Atlantic City last week demon- 
strated with pictures the importance of 
interpretation sales ideas through illus- 
trations. 

“By using pictures in our sales pro- 
ceedings,” he said, “we save words, por- 
tray ideas quickly and easily, dramatize 
situations, can shock or disturb and thus 
instantly crystallize the ideas we want 
to convey. Just a picture alone should 
not be used. Words must accompany it, 
especially words in the company’s ad- 
vertisements. But they should be as few 
words as possible, and must provide for 
the agent a simple and easily mastered 
sales track. These are the principal ad- 
vantages in -visual selling from stand- 
point of the salesman: The prospect will 
look when he won’t generally listen. 
The agent overcomes such distracting 
thoughts as his immediate problems or 
interests and directs them toward fu- 
ture considerations.” 


Talks of Showmanship 


Showmanship in the salesman is de- 
veloped. “A visual helps you put over a 
good performance,” said Mr. Gunn. “If 
trained actors must consistently drill in 
order to get their lines over to a re- 
ceptive audience, why should a salesman 
think he can convince unwilling listeners 
without practice or plan?” 


Business Insurance New Sales Kit 
Mr. Gunn said that the John Han- 
cock has developed a visual selling kit 


as applied to business insurance. This 
sales kit, he said, will bring about these 





alone would be a staggering sum to the 
widow.” 


What Sinmenee Can Do 


Among the plans he discussed was one 
providing $2,000 ready cash for final ex- 
penses; an emergency fund of $3,000 es- 
tablished for unusual expenses during the 
years ahead. In critical years while chil- 
dren are growing up the widow will re- 
ceive a monthly income of $160 payable 
for 15 years. This, with S. S., will pro- 
vide adequate income for the family. 
During the income period a remembrance 
fund is included. Every year, and in time 
for Christmas, too, the family will re- 
ceive a check for $135. At the end of 
the income period there will be a check 
for $5,000 to provide the mother with 
independence that only money can buy. 
If there be no withdrawals during the 


income period the check payable at end: 


of 15 will total 
$12,450. 

“As long as people die, as long as men 
work because the instinct to buy is 
strong; as long as premium dollars paid 
by millions of people provide babies with 
an even chance of life; pay off mortgages 
on homes; provide income for widows; 
clothe our children and keep on doing 
it even after we have died—just as long 
as life insurance does these things it wil! 
remain unchallenged,” he said. 


years approximately 


accomplishments. The agent will 
started quicker; it “gives the prospeq 
something to do”. as he looks whi, 
the agent talks; it enables the agent ; 
note the prospect’s' reactions; it makes, 
planned presentation immediately ayaj. 
able, giving the agent a logical, ¢le, 
track on which to run; it keeps th 
presentation simple and clear; and ; 
gets action inspired by emotion. 1 

“We all act on emotions, not on ¢j 
reason,” the speaker continued. “Re. 
son proves life insurance is good jy 
principle; love or fear or hope make 
us act to buy it. A visual presentatig 
loses most of its value as a sales tog) 
unless it provides truly emotional pic. 
tures. Nothing else is so essential, Mp. 
tivation is the heart of the sale. It ; 
also the toughest task of the salesmay 
if not equipped with pictures which mp. 
tivate adroitly and powerfully.” 

In addition to the sales kit, Joh 
Hancock agents are being provided i 
a relatively brief but complete many, 
on business insurance. In it is. jp. 
cluded material in the sales opportuni. 
ties, ie, the market, how to Prospec; 
it, the need for future business ingy. 
ance. Then there are small sections. 
on the partner, the stockholder, on th 
small, closely held corporation, the sok 
proprietor and the key man. A descrip. 
tion of the type of business, its need 
and problems, and solutions through the 
buy and sell agreement, backed up by 
life insurance. There is also materi: 
on underwriting; what app to use; wh 
is to apply for it and to ows it: wh 
is to be beneficiary and so on. Simple 
approaches are also given. 





Costin Training Supervisor 
John Hancock Mutual Life has a- 
pointed Paul L. Costin regional super 
visor of field training in the Southeas: 
ern territory. 

Mr. Costin has been associated with 
the John Hancock’s Rutland, Vermon 
district office since 1947, and was a 
pointed assistant district manager ther 
in 1951. In 1954 he held tenth position 
in the John Hancock’s President’s Club 





WALTER T. O’DONOHUE DEAD 
For 





Some Years was Prominent it 

Old Association of Life Insurance 
Officers 

Walter T. O’Donohue, 65, at one tim 
one of best known figures in old Ass 
ciation of Life Agency Officers, died it 
Connecticut on March 21. He retire 
from the life insurance field several yeas 
ago. 

For two decades he was. associate 
with Jefferson Standard Life and the 
become vice president of Pilot Life ' 
1931. Then for five years he was wi 
Manhattan Life. He rejoined Jeffers 
Standard and was engaged in field won 
for it on the West Coast until 1938. 4’ 
time of his retirement he was with Re 
serve Loan Life. 

Surviving are his widow, a daughit’ 
and two grandchildren. 





“TOLEDO ASSN. SPEAKER. 
Harry N. Phillips of Detroit, regiot 
Group manager for Sun Life Assurant 
of Canada, addressed a recent lunchet® 
meeting of the Toledo Life Unter 
writers Association. His subject ™ 
“Sales Opportunities Unlimited.” 
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Agents Should Sell Company, President Palmer 
Tells Mutual Benefit Life General Agents 


Belleair, Fla.—A_ strong, affirmative 
conviction, not only about American in- 
dustry but especially about one’s own 
company product, has been one of the 
greatest merchandising factors of our 
enterprise system, Bruce _Palmer, 
president of Mutual Benefit Life, told 
the General Agents Association of Mu- 
tual Benefit Life, meeting here at the 
Belleview Biltmore Hotel March 21 - 23, 
also attended by several home office offi- 
ials. 
: “Convictions about one’s company are 
a merchandisable and salable element,” 
said Mr. Palmer. “Our company has sold 
millions of dollars of life insurance on 
the basis of the conviction of our agents 
that they were selling the best product 
available. 

“In life insurance you sell ideas and 
ideals, and you must have strong con- 
victions about these, too. The agent who 
is best able to merchandise ideas and 
ideals with strong feeling is the agent 
who becomes successful.” 

Mr. Palmer recalled that the early 
founders and managers of the Mutual 
Jenefit Life had a great conviction about 
integrity in management. They believed, 
he said, in equity in all dealings with the 
policyholders. They believed in mutu- 
ality; they believed in retroaction; they 
insisted on a good performance in all 
of these areas. 


Guiding Concepts of Company 


“Our company has been guided and 
will continue to be guided by three major 
concepts,” Mr. Palmer said. “They are: 
what is good for the policyholders, what 
is good for the agents, and what is 
good for our company and_ the life 
insurance business. 

“Our company does not intend to depart 
from the tried and true principles and 
traditions which have guided it for 110 
years. But, at the same time, we intend 
through imagination and creativeness to 
progress within the framework of our 
traditional concepts.” 

In discussing management plans for 
the continued progress of the company, 
Mr. Palmer declared that both the gen- 
eral agents and the home office manage- 
ment team have an obligation to ap- 
proach the challenge of this era “with 
open minds.” 

Turning to a review of the Mutual 
Benefit’s progress during the last decade, 
Mr. Palmer pointed out that the com- 
pany’s insurance in force has increased 





Mutual Benefit Life 
Agencies Win Duel Award 


Seven Mutual Benefit Life agencies 
Were singled out for recognition at a gen- 
eral agents luncheon on March 21 at 
Belleair, Fla., for their top performance 
during the company’s October 1954 sales 
campaign, The Duel. 

The Cleveland, Manchester and Jack- 
son agencies were winners of the awards 
offered by Chairman of the Board W. 
Paul Stillman for quality business writ- 
ten during The Duel. Awards were 
Presented to Cleveland General Agent 
Laurance W. McDougall, CLU, Man- 
chester, General Agent Lyford B. Mac 
Ewen — Jackson General Agent Hal 

ale, 

Awards were also presented to the 
agencies which submitted the highest 
Percentage of business over their quotas 
during The Duel: in group I, the Murrell 
Brothers agency in San Francisco; in 
group I], the W. Oliver Cass agency in 
Indianapolis ; in group III, the Kenneth 

- Lord, Jr, agency in Maine. 

The Cleveland agency received an 
award for submitting the highest volume 
of business during the sales campaign. 


56% and assets 66% during the period 
1944-1954. He congratulated the general 
agents on their part in boosting sales 
125% during this period. 

In concluding his message to the field, 
the president reaffirmed his belief in the 
general agency system. He also pointed 
out that the company and field had an 
obligation to make the system work even 
more successfully in the future than in 
the past. 


Hold Three Panels 


The annual General Agents Associa- 
tion meeting also was highlighted by 
three outstanding panels. With Charles 
Heitzeberg, CLU, second vice president 
and directors of agencies, as chairman, 
the agency department members report- 
ed on new developments designed to 
assist the field. Members of the panel 
were Jack R. deWard, George B. Gor- 
don, Gordon Hull, Thomas J. Munn, H. 
Douglas Palmer and H. Preston Smith, 
all officers in the agency department. 

Francis L. Merritt, CLU, director of 


training, conducted a valuable session 
on selection service. Serving with him 
on the panel were three general agents 
—William T. Earls, CLU, Cincinnati; 
John A. Erskine, CLU, Pittsburgh; and 
Paul L. Guibord, Newark. 

Participants in other panels included 
general agents W. Oliver Cass, Indian- 
apolis; Paul W. Cook, CLU, Chicago; 
Raleigh R. Stotz, CLU, Grand Rapids; 
Clay W. Hamlin, Jr., Buffalo; Meade J. 
McMillen, CLU, Richmond; Earl G. 
Robbins, Lexington. 

Chairmen who presided at the various 
sessions were Robert H. Stevens and 
W. E. Hintz, both home office agency 
officers. 

The closing summary of the meeting 
was presented by Richard FE. Pille, vice 
president in charge of agencies. Mr. 
Pille reported recruiting results to the 
general agents and emphasized to them 
the value of continued recruiting. He 
told the general agents that they were 
the key to the success in increasing 
production. 


M. A. Vieser Sees No Deflation Spiral 


Belleair, Fla—‘“There is nothing that 
indicates that our country will disinte- 
grate into a spiral of deflation,’ said 
Milford A. Vieser, financial vice presi- 
dent of Mutual Benefit Life, in his talk 
before the company’s general agents this 
week. “Many new philosophies have 
developed to level off the peaks of boom 
and speculation and fill in the valleys 
of recession. While government and 
business intervention and skillful mone- 
tary manipulation may not be economic 
cure-alls, the big fact about this big 
country is its big future.” 

Discussing the role of the life insur- 
ance industry in the nation’s economy, 
Mr. Vieser stated, “Life insurance is a 
two-way street. The dollars of savings 
march down that street to our company, 
and in so doing provide security for 
families all over the nation. In turn, 
dollars of savings then march up the 
street and into the doors of business, 
agriculture and government.” 

The investment officer informed the 
group that the year 1954 was one of 
great change in the financial phases of 
the company’s operation. Resources 
reached the all-time high of $1,559,000,- 
000, an increase of $70,000,000 over the 
previous year. During the year Mutual 
Benefit holdings in Government Bonds 
were reduced by $78,000,000, a reduction 
of from 16% to 10% of assets, a con- 
tinuation of company policy of reducing 
holding in U.S. Government securities— 
which amounted to 47% of assets at the 
end of World War II—in favor of mort- 
gage loans and the more profitable is- 
sues of private enterprise. Company 
holdings of bonds of sound, well-man- 
aged industrial companies steadily in- 
creased during the year. 

The significant change, however, in 
securities was the increase in preferred 
stock holdings which now amount to 
$50,000,000, up almost $30,000,000 over the 
previous year, and represent over 3% 
of Mutual Benefit assets. These are 
generally preferred stocks of the sound- 
est public utililties and companies in our 
country. Mortgage loans on farm prop- 
erties continue to be an important in- 
vestment avenue and now amount to 
$$115,000,000, or 7% of assets. 

The company continued to secure new 
city mortgage loans and real estate, and 


ended the year with a city investment 
account of $463,000,000, or 30% of assets. 
Of this, $220,000,000 are loans insured 
or guaranteed by the Government. Last 
year the company acquired $245,000,000 
in new investments. Almost $5,000,000 a 
week. This is an increase of over $100,- 
000,000 as compared to 1953. The 1954 
investments were 3% times the year’s 
increase in growth. 

“What has this tremendous shift in 
our portfolio accomplished?” said Mr. 
Vieser. 

“The end result of our investment ac- 
tivities is to secure an increase in our 
net yield consistent with safety. We are 
acutely aware of our role in the critical 
battle of net cost and realize our respon- 
sibility to our general agents who must 
sell our product. The rate which was 
3.30 in 1953, rose to 3.44 in 1954, a net 
increase of 14 points.” 

Mr. Vieser described the national 
economy: “We are in a period of tre- 
mendous population growth (4 million 
babies last year), when scientific inno- 
vations and invention in industry, agri- 
culture, metallurgy, and medicine are 
being mobilized in to an amazing pro- 
ductive process. Scientific research now 
liberally financed by both government 
and business, and staffed by the best 
and most imaginative scientists in the 
world, has an incredibly long list of 
new products and new ways of producing 
more cheaply for our ever-widening mar- 
kets. 

“The changes now under way which 
may some day be called the atomic revo- 
lution, will have as great an impact on 
our people as the industrial revolution 
had in increasing our standards of liv- 
ing, our leisure, our life span. The 
changes under way in productive tech- 
nology promise to provide a_ powerful 
basis for the continued and sound growth 
of our nation and of our company.” 


Wm. T. Earls Agency Wins 


New Organization Award 
Belleair, Fla—William T. Earls Agen- 
cy, Cincinnati, is winner of the New 
Organization Award, of Mutual Benefit 
Life. The award was presented by Com- 
pany President H. Bruce Palmer to Mr. 
Earls at the annual meeting of Mutual 
Benefit general agents. Last year the 
agency was runner-up for the award 








Paul Guibord Associates 
President’s Trophy Winner 


H. Bruce Palmer (left) and P. L. Guibord 


Belleair, Fla—Paul L. Guibord & As- 
sociates, New Jersey agency of Mutual 
Benefit Life is winner of the top Presi- 
dent’s Trophy, the 110-year-old life in- 
surance company announced. 

The award was presented by Company 
President H. Bruce Palmer to Mr. Gui- 
bord at the annual meeting of Mutual 
Benefit general agents. Another award, 
for recruiting new agents, was presented 
to Mr. Guibord by Milwaukee General 
Agent Paul J. Quillin, CLU, chairman of 
the General Agents Recruiting Commit- 
tee. 

The President’s Trophy is presented to 
the company’s best all-round agency 
and it is based on the quality and 
amount of new insurance sales, success 
in recruiting and training new agents, 
and maintaining a high level of insur- 
ance sales among established agents. 

The Guibord agency is headquartered 
at 54 Park Place, Newark, and has dis- 
trict offices in Trenton, Plainfield and 
Hackensack. These offices serve policy- 
holders who own over $151 million of 
Mutual Benefit life insurance. Last year 
residents of New Jersey secured over 
$9 million of new Mutual Benefit life 
insurance protection through the Gui- 
bord organization. 

Mr. Guibord began his life insurance 
career in 1936 after graduation from 
Dartmouth College. After experience as 
as agent, supervisor, general agent and 
home office staff member, he joined the 
Mutual Benefit in 1953 as general agent 
of the New Jersey agency. 

Mr. Guibord was active in sports at 
college. He was captain of Dartmouth’s 
tennis and hockey teams, New England 
tennis champion for seven years and 
Rochester champion for three years. In 
addition, he was elected to the U.S. 
Olympic hockey team, was director of 
the Touchdown and Tennis Clubs of 
Rochester as well as president of the 
Dartmouth Club there. 





which is based on outstanding recruit- 
ing and development of new men. 

The agency has led all other Mutual 
Benefit agencies in volume of insurance 
sales each year since Mr. Earls became 
general agent in 1951. Last year mem- 
bers of the agency sold over $15 mil- 
lion of life insurance, the largest year 
in the history of the agency. 
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W.F.Ward Tells Underwriting Changes 


Belleair, Fla—General agents of Mu- 
tual Benefit Life were brought up to 
date on company underwriting develop- 
fents by Vice President William F. 
Ward who spoke to the group at their 
annual meeting. =e 

“During 1954,” said Mr. Ward, “a ma- 
jor change was introduced when we 
increased to $400,000 our limits for insur- 
ance on single lives for both standard 
and special insurance. 

“It is interesting to note that a sub- 
stantial amount of additional insurance 
was paid for during 1954 as a result of 
this increase in limits.” 

The general agents also were informed 
that the company’s liberalized military 
underwriting rules, which went into ef- 
fect in July, 1954, resulted in a signifi- 
cant increase for the last half of the year. 
Mr. Ward said, “We would all like to 
see the need for any special restriction 
in this field abolished, but so long as 
world conditions continue in their pres- 
ent uncertain state our policy must be 
flexible and held ready to quickly rec- 
ognize new changes.” 

He continued, “It is clear that the 
extra hazard involved in piloting planes 
has been steadily improving in recent 
years and there is sound reason now 
for reducing aviation premiums even 
before actual experience has been ac- 
cumulated to support the lower rates,” 
said Mr. Ward. The changes concern 
military pilots and crew members, flight 
surgeons, commercial pilots and crew 
members of scheduled, nonscheduled and 


business planes, and civilian pilots with 
over 100 hours experience. 

He also reported that the company 
has extended the nonmedical privilege 
to “first-line” brokers and_ part-time 
agents who meet certain qualifications. 
The company defines a “first-line” bro- 
ker as one who submits? all of his life 
insurance to Mutual Benefit and is not 
a full-time agent of another company. 

Said Mr. Ward, “The satisfactory 
experience of our nonmedical business 
depends upon you and your men for 
the proper field underwriting. We are 
relying on you to see that the non- 
medical application is conscientiously 
completed and that we get the full 
unbiased information asked for. The 
questions in the nonmedical application 
must serve to give us the same infor- 
mation which we ordinarily obtain 
through a medical examination. We can- 
not, of course, obtain the same objec- 
tive medical information as furnished by 
a doctor’s examination, but we must 
receive the full facts as believed by the 
applicant. 

“Nonmedical underwriting can only be 
satisfactory so long as the additional 
mortality to be expected without a de- 
tailed medical examination is at least 
offset by the savings in examiners’ fees. 
The past industry experience in the 
higher amount ranges and higher ages 
particularly has shown that this is not 
always so and that heavy losses can be 
experienced. It is our hope that we can 
extend the nonmedical privilege as a 
convenience to you men in the field 
without impairing our over-all experi- 
ence. The results are in large part in 
your hands.” 





Magovern Gives Changes 


In New Revenue Code 


Belleair, Fla—There isn’t any clever 
sales device or “unusual gimmick” in the 
new Internal Revenue Code, John J. 
Magovern, Jr., vice president and coun- 
sel, told the annual meeting of Mutual 
Benefit Life’s General Agents Associa- 
tion. Mr. Magovern added, however, that 
to get the real benefit from the new 
code it is necessary to look at it with 
a different perspective than the purely 
sales approach. The one who looks to it 
for guidance in the planning of life in- 
surance needs, the one who will recog- 
nize it as an attempt to establish a 
rationale for taxation will find it a 
valuable asset and a great sales assistant. 

“Let me explain. The heart of our 
business is to be found in planning for 
the future. Our product requires the 
future delivery of dollars. In order that 
our planning will have real meaning, 
we must have some concept of what is 
to happen to those dollars when they 
are received; to what imposts or taxes 
will they be subject so that an insured 
may determine, at least approximately, 
what will be available for use by him- 
self or his beneficiaries. The greater the 
certainty, the more exact can be our 
plarthing—the more beneficial our serv- 
ices and the more useful our product. 

“The Internal Revenue Code of 1954 
has established some very specific guid- 
posts which were not heretofore avail- 
able. Take a quick look: 

“The question of just what would or 
would not constitute an indirect payment 
of premiums by an insured has been 
resolved by the abolishment of that test 
for taxation. 

“The difficulties of determining whether 
or not the transfer of a policy comes 
within the ‘transfer for value’ rule or 
whether it is exempted as part of a 
corporate organization or a tax-free re- 
organization have been replaced by a 
simple rule of exemption. 

“The imponderables. which accompa- 
nied the transfer of insurance to a minor 


have been clarified by specific require- 
ments. 

“The use of stock redemption plans 
to pay death taxes and administration 
expenses has been enlarged. 

“The confusion which existed with re- 
spect to the taxability of exchanges of 
insurance policies and annuity contracts 
has been settled by categorical defini- 
tions. 

“And looking back a bit, we find con- 
tinued the specific three-year limitation 
on transfers in contemplation of death 
which has done so much to make plan- 
ning more certain. 

“You will observe that these com- 
ments relate to provisions dealing with 
life insurance and annuities. My entire 
talk should be viewed from that stand- 
point only.” 

The speaker then turned to a discus- 
sion of a few provisions of the new 
code which are either misunderstood or 
are being made difficult because of the 
failure on the part of some to look at 
the basic principles of law. Among these 
he listed the elimination of the premium 
payment test in determining the taxa- 
bility of life insurance in the estate of a 
decedent. 

Mr. Magovern reminded the listeners 
that they must not forget that a tax 
law is designed to impose taxes, not to 
eliminate taxation. 





General Agents Assn. 
Elects 1955-56 Officers 


The General Agents Association. of 
Mutual Benefit Life, Newark, elected 
officers for 1955-56 at the annual meeting 
of general agents which was held at 
Belleair, Fla., from March 20-23. 

Alfred J. Lewallen, CLU, Miami gen- 
eral agent, was elected president; M. 
James Houlihan, Saginaw general agent, 
was elected vice president; and Hollis 
L. Woods was elected secretary-treasurer 
and director. Other directors elected 
were: Benjamin D. Salinger, CLU, New 
York City general agent; and Hal W. 
Dale, general agent at Jackson, Miss. 


Mutual Benefit Awards 
To Outstanding Agencies 


Mutual Benefit Life general agents 
whose agencies achieved outstanding 
records during 1954 in new organiza- 
tion results, persistency of business and 
all-round agency performance were pre- 
sented with awards at the annual meet- 
ing of general agents in Belleair, Fla., 
March 20-23. 

The President’s Trophy was presented 
to Paul L. Guibord, general agent in 
New Jersey, by company president, H. 
Bruce Palmer. The trophy was pre- 
sented to Mr. Guibord as general agent 
of the Mutual Benefit’s best all-round 
agency, and it is based on the quality 
and amount of new insurance written, 
success in recruiting and training new 
men, and maintaining production among 
established agents. 

Runners-up for the President’s Trophy 
were the Clay W. Hamlin, Jr., agency in 
Buffalo and the Raleigh R. Stotz agency 
in Grand Rapids. 

The New Organization Award for re- 
cruiting and development of new men 
was presented to William T. Earls, CLU, 
general agent at Cincinnati, by Vice 
President in Charge of Agencies 
Richard E. Pille. Runners-up were the 
Laurance W. McDougall agency in 
Cleveland, the C. Carney Smith agency 
in Washington, D. C., and the Murrell 
Brothers agency in San Francisco. 

Quality business was recognized by 
the presentation of the Jones and Trim- 
ble Awards for persistency of business. 
The Toledo agency, headed by Gilbert 
F. Dittmer, CLU, won the James R. 
Trimble Award. The Providence agency, 
headed by Robert E. Olmsted, CLU, re- 
ceived the Harry W. Jones Award and 
was runner-up for the Trimble Award. 
The C. Carroll Otto agency in Detroit 
was runner-up for the Jones Award. 

Edward L. Reiley, CLU, Philadelphia 
general agent, received the award for 
the best agency bulletin. Director of 
Sales Services Gordon Hull made the 
presentation, 


Society of Actuaries 


(Continued from Page 1) 


gested that the test for deficiency re- 
serves be made on the C.S.O. table with- 
out built-in loading. Ralph H. Keffer, 
Aetna Life, gave the traditional reasons 
for the deficiency reserve requirement 
and indicated that the solution should be 
a change in the reserve basis and not 
elimination of the deficiency reserve re- 
quirement. Mr. Hoskins felt that there 
would be no objection to the require- 
ment if the company was allowed the 
use of the highest rate of interest per- 
mitted in the statute to determine net 
premiums for comparison with the gross 
premiums. 

Expense Relation to Size of Policy 

Opening the discussion on Expense in 
Relation to Size of Policy, J. A. Camp- 
bell, London Life Insurance Company, 
said that his company had introduced a 
new scale of premium rates in 1955 in- 
volving a grading of premiums by 
amount groups. The highest amount 
group is $10,000 and over, the second is 
$5,000-$9,999 and the third is $2,000- 
$2,999. There are also graded premiums 
for the exact amounts of $1,500, $1,000 
and $500. The company’s first preferred 
policy was issued in 1922 on a whole life 
plan with a minimum amount of $5,000 
with a corresponding standard policy on 
the Endowment at 85 plan, a plan differ- 
ence which seemed to be required be- 
cause of the then existing laws. An in- 
vestigation of several years’ expense ex- 
perience enabled the company to ascer- 
tain the expenses which varied directly 
with the number of policies and in the 
new series of rates a premium differen- 
tial of 50¢ per $1,000 between a $10,000 
and $5,000; $1.75 per $1,000 between 
$10,000 and $2,000; and $3.50 per $1,000 
between $10,000 and $1,000 has been 
adopted. Dividends for all policies are 
calculated on the basis of the $10,000 


Henry N. Smith Reappointed 


Counsel Insurance Dept. 


Superintendent of Insurance Leffer 
Holz announced the appointment of 
Henry N. Smith as counsel to the Ney 
York State Insurance Department t, 
serve in the New York City office. 

Mr. Smith is a career employe having 
joined the State Insurance Departmen; 
in. November, 1931. He has served the 
Department as a law investigator, exam- 
iner, senior attorney and associate attor. 
ney. Most recently he has been chief of 
the Department’s Legal Bureau. 

Mr. Smith was graduated from Colum. 
bia University and St. John’s University 
School of Law and was admitted to the 
Bar in 1936. He also studied accounting 
at the College of the City of New York, 


A member of the economics faculty of 
Queens College, School of General Stud- 
ies, he is also a trustee of Long’ Island 
University and is chairman of the Board 
of Directors of the New York State 
Employes’ Federal Credit Union. 





premiums. Mr. Campbell pointed out the 
desirability of calculating the premiums 
on the basis of the minimum amount in 
the series because of the high proportion 
of policies written for the minimum 
amount. Mr. Campbell felt that a policy 
fee system whereby per policy expenses 
are assessed to the individual policy- 
holder would not be practical. 

G. Fassel, Northwestern Mutual, 
said that “size has been recognized in 
business transactions from time imme- 
morial” and it is surprising that the life 
insurance industry has been so long in 
recognizing it. Mr. Fassel said that 
there are two methods of assessing per 
policy expenses according to size. He 
felt that the policy fee method has 
drawbacks and he preferred the “British 
System” or “Quantity Discount” where 
the premium per $1,000 decreases as the 
policy size increases. Such a method has 
been used by many British and Euro- 
pean countries for many years. 

T. Phillips, New York Life, ex- 
pressed some surprise at the apparent 
sudden interest in the subject because 
for many years companies have been 
issuing special policies with varying 
minimum amounts to allocate more 
equitably per policy expenses. When it’ 
has been said that such policies dis- 
criminate against the buyer of $1,000 
policies, Mr. Phillips pointed out that to 
ignore the fact that certain expenses de- 
pend only on the number of policies can 
be regarded as discrimination against 
the buyers of policies for larger amounts. 
He felt that the use of a policy fee to 
recognize certain per policy expenses 
would not be suitable and that the use 
of special policies solves the problem. 

J. T. Birkenshaw, Confederation Life 
Association, said that his company has a 
special low-rate non-par policy with a 
$25,000 minimum. For policies under 
$2,500 the Company charges an extra of 
$3 per policy. While this $3 extra was 
not popular with the field force origi- 
nally, it made it possible for the pre- 
mium rates for larger policies to be more 
competitive and resulted in the repre- 
sentatives “raising their sights” to larger 
policies. 

D. M. Ellis, Canada Life, warned that 
there was a tendency to overestimate 
the effects of small average policies un- 
less a complete breakdown of expense 
analysis was available. 

Arthur Pedoe, Prudential of England, 
felt that some of our newspaper acver- 
tisements and articles in the press 
tended to give the public the wrong im- 
pression on the subject of policy ex 
penses and the methods used to reflect 
them in premium rates. 

H. F. Rood, Lincoln National, men- 
tioned the tendency to ask United States 
supervisory authorities to solve many 0! 
our problems when in fact they should 
be solved by the actuaries themse'ves. 
(Editor’s Note: More summaries © 
talks at Society of Actuaries meetins 
will be run next week.) 









Wol 
nui 
Ter. 
ame 
pro 
fer 


am 
nie: 
hol 
dur 

T 
trit 
wit 
vea 
gat 











1, 1955 


—=:!{ 


inte 
Dept. 
Leffert 
lent of 
he New 
1e€nt to 
fice, 

having 
artment 
ved the 
, ©Xam- 
e attor- 
thief of 


Colum. 
iversity 

to the 
DuNting 
7 York. 
ulty of 
1 Stud- 
Island 

Board 

State 


ee 


ut the 
‘miums 
yunt in 
ortion 
nimum 

policy 
penses 
policy- 


[utual, 
zed in 


1 has 
sritish 
where 
as the 
od has 
Euro- 


> eX 
parent 
CAUSE 
been 
irying 
more 
len it’ 
; dis- 
$1,000 
lat to 
»s de- 
Ss can 
rainst 
punts. 
ee to 
enses 
e use 


em. 
Life 
has a 
ith a 
inder 
ra of 
was 
rigi- 
pre- 
more 
epre- 
urger 


that 
mate 
; un- 
vense 







April 1, 1955 








Page 7 








yid-Age Assistance to 
OASI Benefit’s Shift 


REND SHOWN BY R. J. MYERS 





Paper Read Before Actuaries; J. Barrett 
Walker on Gross Operating Earn- 
ings of Companies 





Care of the aged in this country is 
rapidly shifting from the Old-Age As- 
sistance program to the Old Age and 
Survivorship Insurance program of the 
Social Security Act, according to Robert 
J. Myers, chief actuary of the Social 
Security Administration. 

In a paper presented at the Eastern 
spring meeting of Society of Actuaries at 
Commodore Hotel, New York, Mr. Myers 
said that in 1954, 18% of the aged were 
receiving old age assistance and 38% 
were receiving OASI benefits, whereas in 
1950, 23% had been receiving old age 
assistance and only 17% OAST benefits. 

In September, 1954, there were 6,700,000 
beneficiaries on the rolls of the old age 
and survivors insurance system, at an 
annual rate of $3,900,000,000 in benefits, 
compared with 3,000,000 beneficiaries and 
$70,000,000 in benefits in 1950, 

In reviewing the changes in the Social 
Security Act from the 1954 amendments 
Mr. Myers described studies of cost esti- 
mates under the new program. Under 
the previous program, the level-premium 
cost estimate, based on the intermediate 
cost estimate, was about 0.6% of payroll 
higher than the level-premium equiva- 
lent of the scheduled taxes, but as of 
the beginning of 1955, the insufficiency 
amounted to about 0.4%. The tax change 
more than offset the broader coverage 
cost. 

Union Civil War Veterans 
Mortality Study 


In another paper on “Mortality Ex- 
perience of Union Civil War Veterans,” 
presented jointly by Mr. Myers and 
Louis O. Shudde, actuary with the So- 
cial Security Administration, the experi- 
ence between July 1, 1945 and June 30, 
1954, was reviewed. At present only one 
of these veterans is still alive so that 
it is, in effect, a closed group. The re- 
sulting mortality rates, after being gradu- 
ated, rose from about 300 per 1,000 at 
age 96 to almost 500 per 1,000 at age 105. 
This experience was used to terminate 
the latest official United States Life 
Tables, for 1949-51. 

A practical method of forecasting a 
life insurance company’s gross operating 
earnings for the current year was de- 
scribed in a paper by J. Barrett Walker, 
assistant actuary, Canada Life, Toronto. 
He pointed out that there has been some 
controversy as to the value of such fore- 
casts, but they can be useful in four 
areas: (1) in planning dividend changes; 
(2) in planning and budgeting for agency 
expansion; (3) in determining amounts 
that are likely to be available for special 
reserves; and (4) in using the estimates 
as a yardstick through the year to 
measure actual mortality, interest and 
expenses, 





VARIABLE ANNUITY BILLS 





Amendments Being Drafted in N. J. 
Lesislature; Proposed Changes Ex- 
vected To Be Offered Soon 


New Jersey stock companies, as well 
as mutual life insurance companies, 
Would be included in the variable an- 


nuity bills now pending in the New 
Jersey State Legislature under terms of 
amendments now being drafted. The 
Proposed changes are expected to be of- 
fered in the near future. 

The amendments would also limit the 
amount of dividends the stock compa- 
Mes might distribute to their share- 
tolders from variable contract accounts 
during a single year. 

J's would provide that the total dis- 
tribution “when added to amounts so 
Withirawn as to the four preceding 
years, does not exceed 3% of the aggre- 
Sate of gross investment earnings and 


the net of profits and losses of such 
account for five such calendar years.” 

The original annuity legislation, em- 
braced in three bills, was introduced by 
Assemblyman William O. Barnes, Jr. 
The measures, which have the approval 
of the Department of Banking and In- 
surance, are now in the Assembly’s busi- 
ness affairs committee. 

The legislation followed a long study 
by The Prudential of the variable an- 
nuity field. This indicated a widespread 
public need by retired persons and 
others for a flexible income based on 
variations in the cost of living. 


LESLIE R. BROWN DEAD 

Leslie R. Brown, 48, manager of the 
Toronto West branch of Canada Life, 
died recently. Born in Brantford, he 
became associated with his firm 27 years 
ago in an office there and after service 
as a cashier in Kitchener, he transferred 
to Hamilton where he became secretary 
in the Central Ontario branch office in 
1938. 

Becoming a full-time representative in 
1942, he was appointed branch super- 
visor and then assistant to the manager, 
Vernon C. Hale, in 1950. In 1953 he be- 
came head of the branch in Port Credit. 


Joseph E. Boettner Named 
Philadelphia Life Director 


William Elliott, president, Philadel- 
phia Life, has announced that Joseph E. 
Boettner, CLU, vice president, has been 
elected a director of the company. Thé 
announcement was made at the conclu- 
sion of the regular monthly meeting of 
the board of directors on March 21. 

Mr. Boettner joined Philadelphia Life 
in April, 1951, as superintendent of 
agencies and was named vice president 
in February of this year. 





Cymatelatins 


TO FIVE WINNERS? 


Chicago’s James F. Ramsey entered 
the business as an agent with Connec- 
ticut Mutual in 1933. Then, following 
service elsewhere in field and home 
office work, he rejoined the Company 
in 1945 as general agent in Chicago. 





Each year Connecticut Mutual’s 
President recognizes, with special 
awards, the five general agencies 
which made the best records in 
sound agency building and devel- 
opment among the Company’s 80 
agencies. 

The 1954 winners were The 
Ramsey Agency, Chicago; The 
Williamson Agency, Denver; The 
Melzar C. Jones Agency, Los 
Angeles; The Josephson Agency, 
New York; and The Rosenfelt 
Agency, Toledo. 

They did a top-flight job and 
the entire Connecticut Mutual or- 
ganization, both at the Home Of- 
fice and in the field, joins in 
congratulating them. 





Los Angeles’ Melzar C. Jones has 
been in life insurance since 1935 and 
joined the Connecticut Mutual in 
1942 as brokerage manager. In 1945 
he was appointed assistant general 
agent and in 1946 general agent. 
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New York's Halsey D. Josephson has 
been in the life insurance business 
since 1930. He has been an agent, 
supervisor and general agent. He | 
came to the Connecticut Mutual as 
general agent in New York in 1949. 














Denver’s Norris E. Williamson started 
his insurance career in 1926 as an 
agent with Connecticut Mutual. He 
later became an agency supervisor 
in Chicago and in 1943 was named 
general agent in Denver. 








Toledo's Floyd A. Rosenfelt entered 
the life insurance business in 1930 as 
an agent. After a career as supervisor 
and a manager, he joined the Con- 
necticut Mutual as general agent in 
Toledo in 1944. 


», The Connecticut Mutual 


YIM LIFE INSURANCE COMPANY - HARTFORD 
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Left to right: 


Henry Levine, general agent of Wash- 
ington National in Newark, N. J., and 
15 of his agents were tendered a lunch- 
eon recently by the company in recogni- 
their 1954 accomplishment in 
winning the leaders trophy for second 
place in life production among all Or- 
dinary agencies of the company. At the 
same time Samuel F. Minkowitz, leading 
producer of the Levine agency, also won 
trophies for his sales prowess last year. 

Mr. Minkowitz, located in 
Roselle, N. J., won first place in life pro- 
duction and first place in combined life 
and A. & H. volume, and second place 

1 A. & H. production among all agents 
of Washington National. Both he and 
Mr. Levine received the personal con- 
gratulations of Kenneth Mullins, vice 
president, and Robert Mueller, agency 
supervisor, who were the home office 
speakers at the luncheon. 

General Agent Levine is widely known 
as one of the company’s top ranking 
agency leaders and for a number of 
years past his agency has held second 
place countrywide in Ordinary life sales. 
He is a past chairman of the Leading 
Producers Round Table of International 
Association of A. & H. Underwriters, 
past president of New Jersey A. H. As- 
sociation, and is currently president of 


tion of 


who is 





NEW SMALL LOAN LAW 





New Mexico Specifically Prohibits Credit 
Life Insurance if Borrower Pays 
Additional Charge 

A new small loan law has been enacted 
in New Mexico which specifically pro- 
hibits credit life insurance for which an 
additional charge is made to the bor- 
rower. This is in conformity with a 
recommendation of Lilburn C. Homan, 
special small loan investigator. He voiced 
the opinion that a charge of any nature 
made in connection with a small loan 
that is in fact in oe to the limiting 
maximum of the law, and which returns 
dfrectly or indirectly a pecuniary reward 
to the lender, would be contrary to the 
intent of the legislature and the philoso- 
phy of the small loan statute. 





Bankers February Sales Up 

New business issued and paid-for in 
3ankers Life of Des Moines for the 
month of February totaled $15,303,883, 
an increase of more than 10% over the 
same month last year. Of this total 
$10,963,464 was Ordinary insurance. 
Group insurance for February totaled 
$4,340,419 

Total insurance in force in Bankers 
Life had reached a new high by the end 
of February of $2,244,796,508. Of this 
total $1,514,263,442 was Ordinary and 
$730,533,066 was Group. 


Kenneth Mullins, Samuel F. Minkowitz, Henry Levine 
and Robert Mueller 


Washington National’s General Agents 
Association which will hold its 1955 
meeting, April 25-26, at St. Moritz Hotel, 
New York City. 











FOR AGENCY DEPARTMENT STAFF 


A mutual life insurance company located in New England 
seeks the services of a man to assist with agent training and 
preparation of training material and sales aids. Please state de- 
tails of all previous business experience, personal history and salary 
required. Our staff knows of this ad. Write: Box 2278, The 
Eastern Underwriter, 93-99 Nassau Street, New York 38, N. Y. 


April 1, 1955 











Philadelphia Life Continues 
Its 1954 Pace; Feb. Up 49% 


The Philadelphia Life is continuing its 
pace of 1954 during which all production 
records were shattered. 

In February, for the 35th consecutive 
month, the company attained its 10% 
growth objective when a 49% increase 
in new, paid business was recorded, 
compared to February, 1954. 

In a year to date comparison, the com- 
pany has fared even better, with a 58% 
increase in new, paid business. 





to be held during April 

and May at Del Monte 
Lodge, the Broadmoor, 
and Skytop Lodge, will 
witness the biennial sec- 
tional reunions of the 
Company's Career Life : 
Underwriters . . . real / 
opportunities for serious’ 

instruction, constructive } 


review and rare aoud \, MK 


fellowship. 
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Colonial Names Augustine 


Supervisor, Mortgage Loans 


Roger A. Winters 
A. AUGUSTINE 


Appointment of O. A. Augustine as 
supervisor of mortgage loans for (Co- 
lonial Life was announced by Vice Presi- 
dent and Treasurer Richard D. Nelson. 

Mr. Augustine became associated with 
Colonial Life in 1939 as an agent with 
the Brooklyn branch office. In 1941 he 
was transferred to the mortgage loan 
department at the home office. Later he 
was promoted as managing agent of thie 
real estate department and in 1944 be- 
came chief appraiser. 

Mr. Augustine is a native New Yorker 
and was graduated from Stuyvesant 
High School. He is an alumnus of Rut- 
gers University School of Business A¢- 
ministration where he majored in real 
estate management and appraising. 

Well known in real estate activities, 
he is a member of the Newark Real 
Estate Board and the North Jersey So- 
ciety of Residential Appraisers. He is 
also active in the Mortgage Bankers 
Association and the Real Estate Board 
of the Oranges and Maplewood. 





Bankers Nat’! Embarks on 


Adv. Campaign in “Fortune” 


Bankers National Life of Montelair 
N. J., has announced its entrance into @ 
national advertising campaign for the 
current year. The media for the cam 
paign is “Fortune” magazine with the 
first advertisement appearing in its Apt! 
issue. 

This advertisement is a four-color two- 
page spread announcing the opening of 
the new million dollar home office build- 
ing and the introduction of the con 
pany’s new low cost $25,000 minimum 
whole life policy “The Champion.” 

There will be three follow-up two-colo! 
advertisements on “The 


single page 
Champion” policy during the year ! 
“Fortune,” and the same motif will be 


followed in the bulk of the company’s 
trade press advertising. 
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Massachusetts Mutual 
Group Sales Conference 


FOUR DAYS AT HOME OFFICE 
President L. J. Kalmbach Reports on 
Group Progress; Series of Roun 
Table Discussions Held 





Massachusetts Mutual’s fifth annual 
; Group sales conference was held re- 
cently at the home office in Springfield, 
Mass. The four-day gathering was offi- 
cially opened by President Leland J. 
Kalmbach, who addressed the field rep- 





“ws 





— : : 

resentatives, senior officers of the com- 

pany, and Group department officials at 
_ a dinner meeting. 

Loans In discussing the company’s Group 


insurance operations, the president said 
that last year Group premium income 
amounted to $24 million, which was 
‘2 approximately one-fifth of the company’s 

«premium income for Ordinary insurance. 
i In 1954, Group benefit payments to 
policyholders and their beneficiaries to- 
taled $8.7 million, and at the end of the 
year the company had over $567 million 
of group insurance in force with assets 
of $61.8 million, which Mr. Kalmbach 
said was, by itself, comparable to the 
entire assets of many companies. 

Mr. Kalmbach stated that he felt the 
company was in a good competitive po- 
sition, and he praised the Group depart- 
ment for its excellent progress in the 
relatively short period of nine years 
that it has operated. He said that Group 
sales for the first two months of 1955 
were ahead of the comparable period a 
year ago and that he was optimistic that 
the high volume of new business would 
continue throughout the year. 

Emphasis of the conference was placed 
on sales, and the agenda included dis- 
cussions on sales methods and success- 
ful sales techniques. Selected field rep- 
resentatives gave brief presentations of 
sales methods which have proven suc- 
cessful for them, and several skits illus- 
trated specific approaches to frequently 
encountered sales problems. Jack 
Lacey’s film, “Creative Selling,” was 
shown and was the basis for the de- 








‘inters 


ine as 


» mf velopment of a number of conference 
: , discussions. 
vetson. Round-table meetings were also held 
d with on some of the other important facets 
ML he of the Group insurance field, such as 
is underwriting, administration, claims, and 
> loan actuarial matters. Members of the Group 
ter he department administrative staff partici- 
of the pated in these sessions as well as ad- 
4 be: dressing the conferees on their respective 
specialties. The “Group Man of the 
‘orker Year” plaque was awarded to Rauland 
vesant C. Fischer of Chicago, who was consid- 
F Rut- ered to have done the best all-around 
s Ad- sales job during 1954. The presentation 
1 real was made by Second Vice President 


Charles G. Hill at the closing session. 


Colonial Life Reports 
One of Its Best Years 


In over-all accomplishments, 1954 was 
one of the most successful years in the 
history of Colonial Life, it was an- 
nounced by Richard B. Evans, president. 
New business, assets, insurance in force, 
premium income and surplus all reached 
new highs. 

“The figures at the close of Colonial 
Life’s 57th year,” said Mr. Evans, “will 
be of interest to our policyholders, our 
stockholders and the public for the ten- 
year gain, from 1944 to 1954, reflects one 
of the greatest decades since the com- 
pany was organized in 1897.” 

“In that period, total insurance in 
force grew to $359,418,798 from $154,251,- 
50, an increase of 133%; assets rose to 
$62,297,756 from $28,846,307, a gain of 
116%; total income reached $13,433,901 
as compared with $6,604,825 in 1944, a 
103% increase; and new business of 
all types, including group insurance 
amounted to $62,371,580, or 318% of the 
protection sold in 1944,” 

Mr. Evans, completing his ninth full 
year as Colonial Life president, said he 
looked forward with confidence to even 
greater development and growth for the 
company in 1955. 


FRANCIS J. GEIST DEAD 





Retired Officer Metropolitan Life, 55 
Years With Co.; Helped Organize 
Its Real Estate Division 


Francis J. Geist, 76, who on his retire- 
ment from Metropolitan Life in 1948 had 
served 55 years with the company prac- 
tically all of it in the real estate divi- 
sion which he helped organize, died at 
his home in Clearwater, Fla. on March 
ys 

Mr. Geist was just short of 15 when 
he became office boy in Metropolitan’s 
newly-formed real estate division under 
Frederick H. Ecker, now honorary chair- 
man. Shortly this became the comp- 
troller’s division (now city mortgages) 
with Mr. Ecker as comptroller and Mr. 
Geist helped organize the great expan- 
sion of city mortgages that followed. 
Although not an attorney, he became 
such an expert in real estate that his 
views were considered by the law divi- 
sion in connection with mortgage and 
real estate legal matters. 

He is survived by his wife, Mrs. Amy 






FRANCIS J. GEIST 


Geist, and a son, Robert A. Geist, asso- 
ciate manager of the General Motors 
section of the Group Division in Detroit. 
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LEO J. FOX 


sold $846,000 
in January 


Mr. Chas. E. Becker, President 
Franklin Life Insurance Company 


Springfield, Illinois 
Dear Mr. Becker: 


January has again been one of my record months of personal production with a total 
volume of $846,000. I would like to emphasize that $831,000 of this production was PPIP 
and $15,000 JISP. In other words, the entire amount was written on our exclusive Insured 


Savings Plans. 


This may seem like a tremendous volume for one month. However, it would not have 
been possible were it not for our famous exclusive Insured Savings Contracts, which have 
an outstanding appeal to the buying public. I find that our exclusive plans are especially 
attractive because of their flexibility to provide for any emergencies that may arise before 


actual maturity dates. 


Since joining the Wisconsin Division of our great Company I have had other exciting 


months. The records show the following: 


September 1951 
October 1952 
September 1953 


oC Ee & Oe. 6 OS 666) 6 6 66 Ge OR Oe se 6 6: 86 8 


ahah sce das bee eae Volume $256,000 


ee NG a Woe ta oo aie ard a Volume $168,250 
Volume $943,000 









Fond du Lac, Wisconsin 
February 1, 1955 
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; The members of the Group field com- 
Real mittee chosen to serve for the current 
y 50 year were Bertram H. Shaughnessy, Los 
He e Angeles, chairman; Stanley W. Mack, 
nkers Boston, Rauland C. Fischer, Chicago. 
Board The home office was chasen as the 
site for the conference so as to afford 
the fieldmen an opportunity to become 
more familiar with the company, its 
1 personnel and especially its Group de- 
” partment. 
ine 
tclair, z 
ntoa fea U.S. Life Extends Its 
fin Centennial Income Rider 
1 the United States Life has extended the 
April maximum term of its Centennial Income 
Rider to 50 years or to age 75. This 
{wo- tider is offered with all basic plans and 
ig of with the five-year renewable term. As 
yuild- many as three different Centennial In- 
com: come Riders may be attached to one 
mum Policy and, under certain conditions, the 
rider may be added to existing policies. 
color Because of its flexible monthly in- 
“The come—$10 to $50 per $1,000 face amount 
ir il —and its many other attractive features, 





Centennial Income has played an impor- 
tant part in United States Life’s growth 
during the past several years. 


EE POET Cee Cee EET TT Py Volume $512,500 
ieee Kare neee Reset tkeees es Volume $846,000 
The records will also show that in all these sales listed above there has been no group, 
term, salary savings, or pension trusts. Each case is on an individual life paid for on an 
annual basis—and a substantial amount prepaid several years; in some cases paid in full. 
I am especially proud of my persistency, which was 100% in 1952 and 99% in 1953 
and 1954, which indicates again the real value placed upon our Franklin exclusive contracts 
by our clients. ; ; ; 
It certainly has been my good fortune to become associated with the Friendly Frank- 
lin—a Company whose merchandise has enabled me to make friends out of my clients. 
Sincerely, 
Leo J. Fox, Associate General Agent 
























Lhe Friendly 
IRAN TKILIDN ILRI comeany ~ 


CHAS, E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS$ 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Nearly One Billion Eight Hundred Million Dollars of Insurance in Force 
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NALU Studies Creation 
Of Three Staff Positions 


RECOMMENDED BY TRUSTEES 





New Posts To Be Assistant Managing 
Director, Director of Publications, 
Director of Public Information 





Creation of three new staff positions 
recommended in a comprehensive 
report adopted “in principle’ by the 
board of trustees of the National Asso- 
ciation of Life Underwriters in Colum- 
bus for NALU’s mid-year meeting. The 
report is a result of a survey undertaken 


by the management and public relations 
counseling firm of Swanson & Dalzell, 


Was 


John Hancock Closes 
Seaboard Airline Group 


Norfolk, Va., March 28—A Group life 
insurance contract involving over 1,500 
officers, excepted and non-contract em- 
ployes of Seaboard Airline Railroad Co. 
was awarded today to John Hancock 
Mutual Life, according to an announce- 
ment by R. P. Jones, vice president of 
the railroad. The empioyes covered are 
distributed in 20 states and the District 
of Columbia. Individual coverage under 
the plan is equal to one year’s salary, 
with a maximum of $20,000. 

Following a request published by the 
railroad on February 21, companies had 
submitted bids. They were opened in 





G. A. Oliver Dead 
G. A. Oliver, district sales manager in 
New York for Retail Credit Co., died 
in a hospital here on March 22 follow- 
ing a sudden attack. 





Security Mutual Life Has 
$561,711,621 In Force 


Security Mutual Life, Binghamton, 
N. Y., released its annual statement to 
policyholders this week. Highlights from 
the report showed total life insurance in 
force increased to $561,711,621; assets in- 
creased to $88,851,033; average size new 
policy, $8,213; return on invested assets, 
net before Federal Income taxes, 3.53%; 
total set aside for 1955 dividends to 
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New England Mutual’s 
New Business Up 129, 

PRESIDENT ANDERSON REPORTS 

Continued Growth in All Phases of 


Operation During 1954; Insurance 
In Force Increased 8.5% 


\\ 


~~ wf~ 








New England Mutual Life experi ienced 


continued growth in all phases of jts 
operation during 1954, President ©. Kel. Sy 
ley Anderson reported to stockholders m 


at the 111th annual meeting held at the al 
Boston home office recently. 

A total of $494 million of new life 
insurance issued put the company over 
its previous top mark for the fourth 
consecutive year wtih a 12% gain over 
1953. 
















Inc., New York. “ae : New York March 8 at the offices of  policyowners $1,598,204; over 331,000 pol- in 
The three staff additions include the Seaboard Airline’s attorneys, Willkie, icy or certificate holders—life, accident, Total insurance in force increased i 
posts of assistant managing director, Owen, Farr, Gallagher & Walton. health, hospital and group; surplus and 8.5tb to $3 billion, 988 million. Assets al 
director of publications and director of contingency funds increased to $4,733,734. mounted to $1 billion, 571 million, up m 
public pit cay ser Current plans would $124 million or 8.6% over the previous a 
combine the functions of assistant man- year. 
conve s ‘ tor of “public LIFE OF VIRGINIA MANAGER , ; vi 
2 oo ctor and directo oO I John W : Garber has been appointed NAMED BY BANKERS OF NEBR. f be: moggrot ai gene at old and bene- hi 
Under tl ssed plan there will be Manager of the Life Insurance Co. of Bankers Life of Nebraska announced "C!4les, Including a dividend apportion- . 
nder the proposed pla ¢ LED : mn dieters ff : 1! . f : _ ment of $23.2 million, amounted to $875 ( 
six departments of equal rank, to be Virginia’s downtown district office in the appointment of Joe Candeias as gen “li 
headed by the comptroller, director of New Orleans. Until his promotion last eral agent at the San Jose, Cal., agency. 10": G Sal th 
membership, director of field service, Year to field training supervisor, he was Mr, Candeias, who joined the company roup Sales " 
director of publications, director of for nine years associated with Life of as a special agent at Fresno in 1948, has Sales of Group insurance in the com- il 
public information and the general coun- Virginia’s Washington, D. C. district of- served as a district sales manager in pany’s second full year of Group opera. 
el fice as agent, associate manager and Modesto, Cal, and more recently as_ tions reached $69 million, bringing the * 
The report applies accepted manage- district supervisor. assistant general agent at Fresno. total Group insurance in force to $93 it 
ment principles to NALU headquarters million on 28,000 employes under 232 Ww 
activities, which have become increas- policy contracts. m 
ingly complex and diverse over the years. Investment income amounted to $5 ar 
Except for the combined post men- million. Continuing the trend of recent 2 
tioned above, the six departments will years, the rate of investment return al 
be headed by existing personnel at head- D rose to a gross rate of 4.09%, compared m 
quarters already handling many of the to 3.99% in 1953. Net return after in- m 
functions. vestment expenses was 3.66%, and after of 
There was no indication of how soon Federal income taxes, 3.46%. ct 
any of the recommendations will be put Unassigned surplus, now $110,800,000, qt 
into effect. The NALU executive com- represents an increase of 8.6% over total be 
mittee will study them with particular surplus funds last year. In addition are 
regard to budget problems involved. three other reserves which together total 
Treasurer James Elton Bragg, CLU, $53 million and are carried as obliga- 
expressed the executive committee’s view tions. One of these, the mandatory se- 4 
that the association should continue to curity valuation reserve, stands at the co 
build up its surplus. ' F m: aximum prescribed under the formula a 
A m ore — 4 the ag epee ds established by the NAIC. an 
tions was vased on Swanson é \ Mr. Anderson called attention to three mi 
findings that “NALU is faced with the specific comparisons as measures of the 1 
tremendous problem of assisting its " stp. 20 i 2 es of the de 
bg L ARR i company’s accomplishments since the so 
60,000 members and in helping its com last year of World Wer ll. Winks “ 
mittees and state associations meet pub- se ay ee a Saat Bolte da 
nual gross income has risen 92% from mi 
lic misapprehensions that are costly and 
lif $103 million in 1945 to $198 million in mi 
that hold great future danger to life 1 | 
underwriters.” 954, he stated, net savings from insur- 
“These dangers,” said S. C. Swanson, ance operations of $33 million last year th 
president of the counseling firm, “in- i o. an increase of 999% since IC} 
clude socialized insurance programs and 45. Third, the total amounts appor- co 
‘jackpot’ insurance policies. While these tioned for policyholder dividends in the cu 
dangers are only two of the clouds on same period have increased from $l pa 
the horizon,” Mr. Swanson comtionied, million to $23 million, a rise of 109%, Re 
“certain union insurance practices and This indicates that from the increasing pr 
public misunderstandings caused by Fed- percentage of gross income carried down co 
eral Trade Commission inquiries have to net savings, an even greater per- fiv 
weakened public confidence in all types Pee has been allocated for dividends th 
of insurance. The agent in the field At the same time it has been possible mi 
is thus faced with a more discouraging to increase the ratio of surplus to obliga- da 
attitude in creating and building public tions. ; an 
confidence.” we 
a / ot 
1954 Banner Year for it 
: ‘ , fe 
nsti Exams. - . 
Insurance I eee See G : Midland Mutual Life an 
The results of the January examina- W . eneral Agents in Sulserinidid sabia eh ait chaeis en 
tions of the Insurance Institute of Amer- HEREVER INSURANCE men gather you'll the New York . — oe ae » aed O54 he y is B io re 
ica indicate that_112 persons are eligible always find some UCLIC birds strutting ork area: . oa oP site C 0. Ss: te oa 
to receive the Final Certificate and to d less Chet Raiaiie te ll ported by Fresident ©. O. Sullivan 0 
become Alumni Members of the Institute. ee ee eT nis oe eee On ny Matt Jaffe Associates, Ltd. Midland Mutual Life of Columbus 
There were 949 of the Parts “A,” “B” can’t blame them for being proud of the 431 Fifth Ave., New York 16, N. Y. is ' , pr 
atid “C” examinations taken on January progress their young company has made. oan din, a a Paes for bed lel $i an 
tlle Ae = Sy aes veel see: Bomnarsiner fran wien Ong. Winds Cater Hoey Masten “Westiherter Agency 938, 256. Asiete OF ‘the Midland. Mutu i 
ot a Seeger fine top 174 for your surplus business or next time you 4 Fourth Avenue, Mount Vernon, N. Y. as ‘of December 31, 1954, were $85, 155, Al 
for Part “B” and 132 for Part “C.” "Most have a problem case. You'll find you can Willi 610 and insurance in force at the end Vi 
of the persons who completed the re- “talk turkey” with them and they’ll be glad to soem. Tila Aging of the year was $278,249,834, During ot 
quirements for the Final Certificate in telex: sienna, ik ec aia 233 Fulton Avenue, Hempstead, L. I. the year the company paid $4,121,572 to ne 
January had passed one or more of the : policyowners and beneficiaries, bringing co 
examinations in previous examination : The Weingarten Agency to $78,574,121 the total benfit payments 
periods. The next examination series is Roy A. Foan, Vice President 26 Court St., Brooklyn 1, N. Y. to policyowners and beneficiaries since th 
scheduled for May 23, 24 and 25. and Director of Agencies the company began business in 1906. R 
pe 
Kay P. Kwan Agency — of 
5 Mott St., New York 13, N. Y. de 
Woodward, Ryan, NION CASUALTY AND HAIGHT, DAVIS & HAIGHT, | . 
Cousins & Birnbaum Inc. ’ ’ nC. ve 
* LIFE INSURANCE COMPANY ne 
arp avI1s 62 William St., New York 5, N. Y. C, n ulti A t e al 
Consulting Actuaries 17 East Prospect Avenue, Mount Vernon, New York P ONSEITINE LE CONGTIES - 
55 BROADWAY, NEW YORK 6 ee ee ¢ ll ae INDIANAPOLIS OMAHA tc 
Telephone HAnover 2-5840 Yours for Life — and Casualty, too! ' 4 
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Changes Made by Massachusetts Mutual 


Change Provision in Life and Endowment Policies; Amendment 
For Retirement Income; Revising Riders for Family 
Protection and Mortgage Retirement 


President Leland J. Kalmbach at the 
company’s General Agents Association 
meeting in Hot Springs, Va., March 21 
announced several new company prac- 
He said in part: 
Life and Endowment Policies 


tices 


“Hor many years the change provision 
in our Life and Endowment policies has 
required the consent of the company for 
any change where fewer than five pre- 
miums would be payable after the date 
on which change to another plan is 
made. In actual practice, the consent 
has been granted in most cases, and the 
company is now prepared to incorporate 
ihis liberal practice in our policies as a 
guaranteed provision and to make this 
liberalization retroactive to all policies 
now in force. The change provision, as 
it is being modified, will require that, 
with respect to original age changes 
made within the first 10 policy years, 
only one year’s premium will be required 
after the date of change. This one pre- 
mium may be paid at the time of change 
and become, in effect, a part of the cost 
of change. After the 10th policy year, 
changes may be made without the re- 
quirement that any further premiums 
be payable. 


Optional Retirement Income 


“Some interest has been expressed in 
a provision for optional retirement in- 
come which would permit the holder of 
a Retirement Income policy either to 
anticipate the commencement of retire- 
ment income in the full amount, or to 
defer the commencement of income to 
some date subsequent to the policy’s 
date of maturity without leaving the 
maturity value under one of the settle- 
ment options. 

“A provision of this kind would permit 
the holder of a Retirement Income pol- 
icy to time the commencement of his in- 
come according to his then current cir- 
cumstances. We have, therefore, pre- 
pared an amendment for use with our 
Retirement Income policies which will 
provide for the commencement of in- 
come on any policy anniversary within 
five years either prior or subsequent to 
the original maturity date. Income com- 
mencing prior to the original maturity 
date would be for the same monthly 
amount as provided in the policy and 
would require payment to the company 
of a lump sum cost at the earlier matur- 
ity date. Income commencing on a de- 
ferred date would be for an increased 
amount, although no premiums would be 
called for beyond the original maturity 


date. 
Term Riders 


“Our decreasing Term riders are at 
Present convertible to permanent insur- 
ance at attained age up to an amount 
not exceeding 75% of the current 
amount of protection under the rider. 
Also, if conversion is effected, any pro- 
vision for waiver of premiums in event 
of disability may be continued on the 
hew policy only with the consent of the 
company. 

“The company is revising its riders for 
the Family Protection and Mortgage 
Retirement provisions so as to incor- 
Porate the following changes: (a) 100% 
ot the current amount of protection un- 
der these riders will be convertible with- 
In two years of issuance; 90% con- 
vertible in the third and fourth years; 
and 80% after the fourth year. 

“(b) If a provision for waiver of pre- 
mitims in event of disability is attached 
'o a policy in which either of these de- 
creasing Term riders is included, the 


current waiver of premium benefit will 
be attached to the converted policy if 
the insured so requests, provided he is 
not then disabled, subject to the custom- 
ary limitations with respect to matters 
such as the minimum number of pre- 
miums. 
Renewal Commissions 


“I am happy to be able to announce 
that a method for leveling agents’ com- 
missions after death or retirement has 
been developed under which certain of 
our representatives may arrange to have 
the renewal commissions under their 
current and any future agents’ contracts 
leveled out over periods of up to 180 
months. ; 

“It has been our practice to require 
that the policy be returned to the home 
office before the settlement of death 
claims and maturities. At times this has 
resulted in considerable inconvenience as 
well as delays. Therefore, hereafter we 
shall be willing to settle death claims 
and maturities without the return of the 
policies, even though a settlement option 
was selected by the insured or is being 
selected by the beneficiary. Henceforth, 
policies must be returned only in event 
of surrender.” 


Net Cost Stressed in Advertising 


Commenting on the increasing ten- 
dency of life insurance companies to 
emphasize comparative net costs in their 
national advertising, Mr. Kalmbach said: 
“Healthy competition sharpens the edge 
of salesmanship and makes management 
more alert to the necessity for efficient 
and economical operations. Competition 
based upon quality of contract, efficiency 
of service, and soundness of manage- 
ment is not only wholesome for life in- 
surance companies, but is also in the 
public interest and beneficial to the mil- 
lions of policyholders. I am definitely 
opposed, however, to competitive cost 
advertising or advertising indicating 
some company or some policy is provid- 
ing a ‘bargain’ in life insurance. In the 
first place, this type of advertising ig- 
nores the fact that it is vitally important 
for an insurance buyer to have the ad- 
vice of an experienced life underwriter. 
Also, cost advertising normally compares 
costs without taking into consideration 
performance.” 


Variable Annuities 


In discussing variable annuities Mr. 
Kalmbach said: “It is my feeling that 
the primary function of a mutual life 
insurance company is to provide insur- 
ance coverage and that we should adopt 
no practices which might adversely af- 
fect our insurance operations. The 
fixed dollar guarantee concept has been 
the solid foundation upon which the life 
insurance business and our company 
have been built. I cannot believe we 
could expect our representatives to sell 
individual variable annuities involving a 
sales appeal based upon the assumption 
that we are faced with a gradual de- 
crease in the value of the dollar without 
a resulting adverse effect in their atti- 
tude toward the sale of life insurance 
based upon the fixed dollar concept. At 
this point, I am definitely opposed to 
the sale of individual policies to a par- 
ticular class of policyholders whose bene- 
fits would be affected directly by fluc- 
tuations in stock prices and dividends.” 





LIAMA CHANGE IN 1956 DATES 


The Life Insurance Agency Manage- 
ment Association decided at its Chicago 
meeting last week to get away from the 
plan of telescoping the spring agency 
management conference and that of its 
A. & H. meeting. The 1956 program will 
be to hold the management conference 
in April as in the past and the A. & H. 
meeting a month earlier. 








Mutual of N. Y. Advances 


Two in Research Division 
Mutual Life of New York has ap- 
pointed Mrs. Eleanor S. Daniel director 
of economic research and L. Durward 
Badgley director of real estate and mort- 


Bradford Bachrach 
ELEANOR S. DANIEL 
gage research. General responsibility for 
administration of the research division, 
part of the company’s executive depart- 
ment, has been assigned to J. McCall 
Hughes, vice president and controller. 
Mrs. Daniel, with the company’s re- 
search division since 1940, was advanced 


Matar 


L. D. BADGLEY 


to supervising analyst in 1941 
research associate in 1946. She is a mem- 
ber of American Economic Association, 
American Finance Association, American 
Statistical Association and Academy of 
Political Science. 

Also she was a member of Manhattan 
Development Committee which prepared 
a plan for rebuilding slum areas in upper 
Manhattan. The plan, published in 1945 
by the Architectural Forum, was entitled 
“A Realistic Approach for Private In- 
vestment in Urban Development.” Active 
in the Life Insurance Association of 
America and the American Life Conven- 
tion, she has served on subcommittees 


of the Joint Committee on Life Insurance 
Investment Research. She has also been 
a member of technical committee of the 
National Bureau of Economic Research. 
She is a co-author of the study “Our 


and to 


Life Counsel Meets at 
White Sulphur May 9-10 


JOHN BARKER, JR., PRESIDENT 








Direct Loans, Pensions, Tax Matters 
Among Subjects; 3 Life Company 
Presidents to Talk 





One feature of the sessions of Associ- 
ation of Life Insurance Counsel to be 
held at Greenbrier Hotel, White Sul- 
phur Springs, W. Va. May 9 and 10 
will be participation in the program by 
three presidents of life insurance com- 
panies. They are Deane C. Davis, Na- 
tional Life of Vermont; Carrol M. 
Shanks, The Prudential; and Powell B. 
McHaney, General American. They will 
present a symposium on “The Impor- 
tance of Home Office Counsel in Com- 
pany Planning, Policy and Leadership. 

They will appear during the first busi- 
Other speakers at that 
session are these: James B. Hallet, at- 
torney, the Travelers: Extra-Territorial 
Effect of State Regulatory Laws; Wal- 
ter D. Freyburger, tax counsel, New 
York Life: Internal Revenue Code of 
1954: Some Problems Relating to Life 
Insurance and Annuity Contracts; 
Charles W. Kappes, Jr., associate coun- 
sel, Mutual Benefit Life: Are Life In- 
surance Policies Negotiable Instruments ? 


ness session. 


Adams to Review Washington Situation 


The second business session (May 10) 
will be preceded by an informal break- 
fast and a report on the Washington 
scene which will be by Claris Adams, 
executive vice president and _ general 
counsel, American Life Convention. The 
rest of the program of the second day 
follows: ; 

Greene F. Johnson, associate counsel, 
Metropolitan Life: Special Counsel on 
Direct Loans; George L. Gordon, gen- 
eral counsel, Business Men’s Assurance: 
Pension Problems: Insured and Unin- 
sured Plans; John Visser, associate gen- 
eral counsel, Old Line Life: Insurance 
Laws of Wisconsin. 

Charles G. Dougerty, second vice 
president, Metropolitan Life, will lead a 
floor discussion on current legal prob- 
lems. The last item on the program will 
be a panel discussion, entitled Local 
Counsel vis-a-vis Home Office Counsel 
which will be moderated by William R. 
Shands, vice president and general coun- 
sel, Life Insurance Co. of Virginia. 
Among other speakers on program are 
Thomas R. Walsh, assistant secretary 
and legal officers, Canada Life; Edward 


J. Schmuck, general counsel, Acacia 
Mutual; Adolphur B. Scott, general 
counsel, Atlantic Life; and Julius C. 


Smith, a director of Jefferson Standard 
Life. 

The meetings will be conducted by 
John Barker, Jr., president of the Asso- 
ciation and also vice president and gen- 
eral counsel, New England Mutual. 





National Debt and Our Savings,” pub- 
lished in 1949 by the Committee on Pub- 
lic Debt Policy. 


Mr. Badgley joined Mutual of New 
York as a research associate in 1945, 


before that serving three years as chief 
economist and deputy regional represen- 
tative for the National Housing Agency 
and eight years as senior economist of 
the Federal Housing Administration’s 
Division of Research and Statistics. From 
1930 to 1934 he was editor of the Real 
Estate Economist. 

He is on the advisory committee for 
the study of FHA Reserves and the Eco- 
nomic Policy Subcommittee on Housing 
and Mortgage Lending. He is also a 
member of United States Census Advis- 
ory Committee for Housing and Con- 
struction; a past-president of Lambda 
Alpha, land economics honorary society; 
a member of the American Economic 
Association, Columbia University’s Amer- 
ican Academy of Political Science, and 
Pennsylvania University’s Academy of 
Political and Social Science. 
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Union Casualty & Life 
Doubles Its Production 


COMPANY’S IMPRESSIVE GROWTH 





Vice President Roy A. Foan Presents 
Awards to Leaders; President’s 


Trophy Won by Matt Jaffe 


Life insurance paid for in 1954 by 
Union Casualty & Life, Mount Vernon, 
more than doubled the previous year’s 
figure, according to Roy A. Foan, vice 
president and director of agencies. This 


tion achievement awards were presented 
to general agents and their associates, 
were contemplated changes in_ policy 
forms about which the agents had raised 
questions. The final changes were thor- 
oughly discussed at the meeting and will 
be incorporated in new policies as soon 
as they can be cleared by the home 
office. 

Mr. Foan also called attention to the 
friendly cooperative spirit between the 
home office and the field force which 
has helped to attract the large number 
of topnotch agencies needed to handle 
the company’s rapid expansion. The 
number of agents and brokers, licensed 





Left to right—Allen Dorfman, Roy A. Foan, Matt Jaffe and Dan Jaffe. 


increase, from $26,131,549 to $59,568,186, 
was only one phase of the company’s 
spectacular growth since it entered the 
life field two years ago. Announcement 
was made by Mr. Foan at the annual 
awards luncheon for general agents re- 
cently at the Hotel Roosevelt, New York. 

Total life insurance in force increased 
from $336,229,955 in 1953 to $418,334,315 
in 1954, while the company’s capital 
and surplus went up from $705,891 to 
$1,039,317. 

“Perhaps the biggest single factor in 
the amazing growth of our company, 
only 12 years old,” Mr. Foan said, is the 
direct participation of the field force 
in decisions involving the planning for 
production and in blueprinting new pol- 
icy forms. When every general agent 
and supervisor has a direct say on the 
type of insurance his company offers 
and the way it is to be handled, Mr. 
Foan said, “he has greater confidence 
in what he is selling and a powerful 
incentive to build business.” 

A major item under discussion at the 
luncheon, at which the annual produc- 


and under contract, who started work- 
ing for the company at the beginning 
of this year almost doubled since the 
beginning of 1954—378 in 1953; 737 in 


1954. 
Award Winners 

Matt Jaffe, president of Matt Jaffe 
Associates, New York, was awarded the 
President’s Trophy for leadership in 
paid for commissions. Jaffe Associates 
also won the Agency Trophy for exceed- 
ing their agency’s quota. In all four 
trophies and 17 plaques were awarded 
to the general agents and brokers and 
their associates. The other two trophies 
were won by Union Insurance Agency 
of Illinois and the Lewis E. Weingarten 
Agency, Brooklyn. Plaques were awarded 
to all qualifiers of Union Casualty & 
Life’s production clubs. 

Mr. Foan also announced that final 
arrangements have been completed for 
the company’s first annual convention to 
be held at the Thousand Islands from 
June 4 to 8 A high proportion of the 
field force has met the required achieve- 
ment qualifications for attendance. 
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Pacific Mutual Names Two 


Executive Vice Presidents 
Announcement of the election of two 
executive vice presidents of Pacific Mu- 
tual Life was made by President Asa 
V. Call, following the annual meeting 
of the company’s board of directors. 
The men who will fill the two newly cre- 
ated offices are T. S. Burnett, formerly 
financial vice president, and George B. 
Gose, who has been vice president and 
general counsel. 

Mr. Burnett has been Pacific 
Mutual since 1928 and has moved stead- 
ily upward through the investment side 
of the insurance business. He has been 
a vice president since 1946. 

Mr. Gose entered Pacific Mutual as 
assistant counsel in 1942 and has been 
general counsel since 1948 and a vice 
president since 1950. 

At the same time the board promoted 
Henry H. Childress from the position 
of counsel to that of general counsel. 

Additional promotions confirmed by 
the directors were: Darwin S. Liggett, 
assistant vice president from secretary, 
group insurance department; Neil B. 
Ross, associate counsel from assistant 
counsel. Mr. Ross is also secretary of 
Pacific Mutual. James C. Camplin, asso- 


with 


ciate counsel from assistant counsel 
Robert C. Tookey, associate actuary 
from assistant actuary; Joseph Stall, 


secretary, Group department from as- 
sistant secretary, Group department. 





American Bankers Appoints 
Lassiter at Norfolk, Va. 


Appointment of Edward B. Lassiter of 
Norfolk as general agent for American 
Bankers Life has been announced by 
James G. Ranni, president and chairman 
of the board. 

Mr. Lassiter has an extensive back- 
ground in the insurance field, having 
started 20 years ago with Life Insurance 
Company of Virginia as an agent, and a 
year later was promoted to assistant dis- 
trict manager. . 

Since that time, he has been connected 
with Union Life and Metropolitan Life. 
At the time of his appointment he was 
district manager for Reserve Life in 
Norfolk. 

American Bankers Life is a Florida 
corporation with home offices in Miami. 
Founded in 1952, the company started to 
write all forms of Ordinary insurance in 
January 1953. The beginning of 1955 saw 
American Bankers Life doing business 
in 23 States and the District of Colum- 
bia, with more than $48,000,000 of life 
insurance in force. 





* WHAT EVERY SUCCESSFUL 
AGENT SHOULD KNOW 


Standard of Indiana has the lowest premium-guaranteed cost Ordinary Life 


Policy issued by any U. S. company AND the lowest premium-guaranteed cost 


Insurance with Income @ 65 Policy of any company in the world. 


THE COMPANY THAT HELPS YOU SELL 


STANDARD LIFE INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 








Delaware * 


Louisiana 


Pennsylvania 


GENERAL AGENCIES OPEN IN Arkansas 
Florida » 
Maryland 

Tennessee 


Arizona * California 
Indiana * Kentucky 
New Mexico 
West Virginia 


Georgia * Illinois « 


Michigan Missouri 


Texas Virginia 





i. 
THE M 
MANHATTAN LIFE | 8: 
60 East 42nd Street 
New York 17, N. Y. M 
MUrray Hill 2-3964 Sp 
, ea pai 
——— the 
SAN FRANCISCO ’ 
sales promotion an 
OPPORTUNITY o 
sta 
A leading west coast life and dis- ha: 
ability insurance company has need fie 
for a sales promotion producer. pre 
Must be real idea man with direct vol 
mail know-how—a good organizer 4 
with enthusiasm and drive. Man ‘ai 
we want is now successfully em- in 


ployed but looking for a unique 
opportunity to achieve outstanding 
results. Salary open—no ceiling on 
opportunity for growth and ad- 
vancement. Write in confidence 
Gerth-Pacific Adv. Agcy., 604 Mis- 
sion, San Francisco 5. 











W. P. J. Drakeley Wilmington 
Head of Penn Mutual Life 





WILLIAM P. J. DRAKELEY, JR. 


William P. J. Drakeley, Jr., has been 
given the management of Penn Mu- 
tual’s Wilmington, Del., agency succeed- 
ing William B. Snyder, CLU, who will 
devote his time to expanding the Wash- 
ington Square agency of the company in 
Philadelphia. A graduate of St. Joseph's 
College and a lieutenant colonel in the 
Marine Reserve acting as commanding 
officer of the Second Depot Supply Bat- 
talion, Philadelphia, Mr. Drakeley joined 
Penn Mutual in 1951 in its field training 
division. He has been an instructor in 
business and estate planning for LUTC 
and is on public relations committee for 
Philadelphia Association of Life Under- 
writers. 

Gardner H. Green, CLU, who was 4 
major in the army, is now in charge of 
the Penn Mutual agency in Jacksonville, 
Fla. He joined Penn Mutual in 1936 as 
supervisor of New York City Penn Mu- 
tual agency and since January, 1954, has 
been field training assistant at the head 
office in Philadelphia. 
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Massachusetts Mutual Not To 
Enter Individual A.&H. Field 


President Kalmbach of Massachusetts 
Mutual at the General Agents Associa- 
tion meeting of the company in Hot 
Springs, Va., March 21 said the com- 
pany does not currently intend to enter 
the individual A. & H. field. He said 
that there are already a large number 
of companies writing this class of insur- 
ance and rendering effective service to 
the public; furthermore, from a_ social 
standpoint the Massachusetts Mutual 
has no moral obligation to enter this 
feld. He also pointed out the training 
problem as well as the need for sufficient 
yolume to make the operation self-sup- 
porting. : . r ; : 

In coneluding his discussion Mr. Kalm- 
bach said: “We are primarily interested 
in Ordinary insurance and have already 
assumed the additional responsibility of 
developing and maintaining a_self-sup- 
porting Group insurance department. 
Even ignoring the great difficulties that 
would be incurred in securing and ob- 
taining an adequate staff and the highly 
competitive nature of the A. and H. 
business, which has increased consider- 
ably in recent years, I feel that neither 
your interests nor that of the company 
would be helped by devoting a portion of 
our time and efforts to this highly spe- 
cialized field.” 





Wolfson Agency Holding 
Educational Meetings 


Albert L. Hall, vice president and gen- 
eral counsel, Berkshire Life, was guest 
lecturer at the first of a series of educa- 
tional meetings on “What the Well- 
Informed General Insurance’ Broker 
Should Know” about life, and accident 
and health coverages. 

The meetings are being conducted by 
the S. S. Wolfson Agency, Inc., general 
agent of Berkshire Life in New York, 
and are held in the Hotel Roosevelt on 
Tuesdays at 3:30 p.m. 

The five remaining guest speakers will 
include Robert S. Schoonmaker, Jr., sec- 
retary, accident and health department ; 
Dr. Frederick R. Congdon, medical di- 
rector; Bruce D. Shepherd, assistant sec- 
retary; Ralph Patton, pension trust 
manager, all of the Berkshire, and Frank 
Burr, second vice president (trust de- 
partment) Chase National Bank. 
Attendance is by invitation. 





HEARD On The WAY 








While in New York the members and 
guests of Society of America were in- 
vited by its committee on new recording 
means and computing devices to see 
electronic computers in operation. On 
Friday afternoon two sets of visitors 
‘isited International Business Machines 
Headquarters and the Metropolitan Life. 
The machine demonstrated at IBM 
vas its 650 Magnetic Drum Computer 
vhere the particular operation witnessed 
vas one performing the calculation of 
Ainual dividends on individual policies 
n random order through use of formula 
alculation direct from commutation 
unctions. A brief, preliminary explana- 
lon of the program to be demonstrated, 
Which had been prepared by Equitable 
ociety, was given. Also seen was an 
BM /01 Computer used primarily for 
“entific calculations. 

At the same hour on the same day 
letropolitan Life showed two films 


lealing with electronic equipment and 
F Visit was made to the Univac Com- 
uter now operating in that company. 
ne of the films was entitled “Elec- 


Tonics in Business and Industry.” The 
ther film covered the same ground from 
nother point of view—that of televi- 
'on's George Gobel. 





Uncle Francis. 


Canadians Hear Talk on 
Management Talent 


More than 200 members of the Life 
Insurance Institute of Canada attended 
the dinner of the Institute on March 25 
when J. J. Carson, manager, employe 
relations, Hydro Electric Power Com- 
mission of Ontario, talked on shortage 
of men with management skills. He 
recommended adoption of an executive 
development program in helping solve 


the problem. Four basic steps he cited 
were these: organization analyis to de- 
fine responsibilities and jobs; appraisal 
of each person’s qualifications, perform- 
ance and capacity for development; plan- 
ning to have “the right men in the 
right place at the right time”; and de- 
velopment of persons through counsel- 


ling and training as well as development 
of group programs to meet widespread 
needs. 

The dinner was 
Life’s building. 


held in the Canada 


Excelsior’s Best Year 
Excelsior Life Insurance Co. experi- 
enced the best year in its history during 
1954, A. Bruce Matthews, president, re- 
ported at the annual meeting. That year 
brought the greatest gain in new busi- 
ness, in assets increase and in addition 
to surplus. New business reached $53.3 
million as against $48.5 million in previ- 
our years and total assets rose to $73.8 
million as compared with $67.9 million. 





999 DIVIDENDS 
BIGGEST IN MONY HISTORY! 


Another reason why 


MONY today means money tomorrow! 





(FIGURES IN MILLIONS OF DOLLARS) 


1950 1951 


1952 1953 


1954 1955 


Here’s good news for MONY Policyholders .. . and good news for MONY 


Underwriters! Dividends for 1955 will be $8,100,000 above 1954. 
This is the biggest dollar increase ever announced by MONY. Total 





dividends for 1955 will be 28% above last year’s ... and 115% 
greater than just five years ago! This is just one more reason why 
both MONY Policyholders and Field Underwriters know that MONY 


today means money tomorrow! 


Life insurance—accident and sickness insurance—retirement plans... for individuals 


a om 
JN 


| Maowa 0. Ne. York 


“FIRST IN AMERICA" 


The Mutual Life Insurance Company of New York, Broadway at 55th Street, New York 19, N.Y. 


: and for employee groups. 


WEATHER STAR SIGNALS 
ATOP OUR HOME OFFICE 


Green are Far 

Orange ; Cloudy 

Orange flashing . . Rain 
g 


White fashing........ Snow 
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State Mutual Manager 
For State of Maryland 


CHARLES W. EARNSHAW 


State Mutual Life announces appoint- 
ment of Charles W. Earnshaw, CLU, 
former training director at its Worces- 
ter, Mass., home office, as agency man- 
ager for the State of Maryland with 
headquarters in Baltimore. He succeeds 
Harry I. Warren who has been general 
agent since 1941. 

A graduate of Yale University with 
M.A. and LL.B. degrees from New York 
University, Mr. Earnshaw first entered 
the life insurance business in 1932 as a 
personal producer for Penn Mutual in 
New York City He received his Char- 
tered Life Underwriters designation in 
1940 and joined The Prudential in New- 
ark 

Following overseas Army service with 
the rank of colonel he rejoined The Pru- 
dential and in 1948 became associated 
with the State Mutual Life in charge 
of training. 

He is currently president of the New 
England Trainers Group and is a mem- 


ber of the Education and Training Com- 
mittee of the LIAMA. 





DINEEN LECTURES HERE 





Tells State Insurance Department Ex- 
aminers of High Standard of 
Supervisory Integrity 

With a theme of State Insurance De- 
partmental regulation being a public trust, 
Robert E. Dineen, vice president, North- 
western Mutual and former Superintend- 
ent of the New York State Insurance 
Department, said both the insurance 
business and its regulation by the states 
are built upon integrity. Each recognizes 
its moral responsibilities. He was speak- 
ing before the New York Department’s 
examiners in the Department’s educa- 
tional courses mapped out for examiners 
to take. 

“The exchange of money for promises 
to perform, is a fundamental character- 
istic of the insurance business,” said Mr. 
Dineen. “All of the machinery of the 
industry and the regulatory agency is 
geared towards fulfillment of these prom- 
ises. “Emphasizing the integrity of super- 
vision Mr. Dineen described the many 
steps taken by the New York Depart- 
ment to gain better understanding and 
acceptance of its decisions. Among these 
were careful preliminary investigation 
and assembling of pertinent facts and 
precedents; exposure of the material 
assembled on those subjects for proposed 
regulation; an invitation for those inter- 
ested to produce additional facts or data 
of their own; and opportunity to com- 
ment on and to present constructive 
criticisms and alternative or proposals. 





Canadian Sales Increase 

Canadians bought some $2,656,507,036 
worth of new life insurance last year, 
the Department of Insurance announced. 
Total life insurance owned by Canadians 
at the end of the year amounted to 
$23,133,695,025, the Department said. This 
represented an increase of 97% over 
1953. 

The report said Ordimary insurance 
in 1954 amounted to $2,087,373,521. Group 
insurance totaled $424,248,328 and Indus- 
trial insurance $144,885,787. 


Daniel D. Farber Appointed 


Empire State Mutual Life announced 
the appointment of Daniel D. Farber, as 
general agent for its Jamestown, N. Y., 
office. Mr. Farber entered the Life In- 
surance business in South Bend, Indiana 
and became one of the top personal pro- 
ducers of American United Life. 

In 1947, he was appointed general agent 
in South Bend and was later transferred 
to head the Miami, Florida office for 
that company. 
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Rated ‘‘A’’. .. Excellent by BEST’S 
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American Health 


For Your Small Groups 


The sound A & H and Hospitalization-Medical 
Specialist Company—growing on a planned pro- 
gram based on dependable local agents backed by 


% GROUPS AS SMALL AS 5 MEMBERS 
% ALSO FLAT RATE FAMILY POLICIES 
% NO OTHER LINES OF INSURANCE 
% NO BUSINESS WRITTEN DIRECT 
% ALL CLAIMS SETTLED LOCALLY 
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We'd like to tell you our 
story because we believe it 
can help us both as a team 


Write Direct to: 
W. deV. Washburn, President 


AMERICAN HEALTH 
INSURANCE CORPORATION 


First National Bank Building, Baltimore 3, Md. 








Named Assistant Actuary 
Of National Life of Vt. 





ROBERT C. MORROW 


National Life of Vermont announces 
the appointment of Robert C. Morrow as 
an assistant actuary. For the past three 
years Mr. Morrow, who is 30 years old, 
has been associate actuary of Farm Bu- 
reau Life in Columbus. 

A native of La Riviere, Manitoba, Can- 
ada, Mr. Morrow was graduated in 1941 TI 
from high school in Pilot Mound, Mani- 








toba. He attended the University of ai 
Manitoba and received a Bachelor of it 
Commerce degree in 1946. 4 
After receiving his degree he joined sai 
the actuarial department of Confedera- N: 
tion Life Assurance in Toronto and re- ae 
mained with this company until Decem- Un 
ber, 1951. He became an officer of the a 
company with the title of assistant actu- ab 
ary. While with the Confederation Life pla 
he spent a year in its London office. He ] 
is a Fellow of the Society of Actuaries, Pe 
having received his degree in 1949. ow 
to 

S$9u 

Conn. Mutual Increases = 
Limits on Civilian Lives F ‘'e 
Connecticut Mutual Life has adopted a a 
new table increasing limits for standard pis 
insurance on civilian lives, both male and Gime 


female. The upward adjustment affects 
all policies except renewable Term, with 
most marked increases occurring in the 
schedule for life and endowment plans T 
including graded premium Ordinary life. 


Largest increases are in the middle 835 
ranges of the table. Limits have been Lin 
raised to’ $500,000, ages 25-50, as com- NA 
pared to the previous maximum of $350); tial 
‘000, ages 25-45. The limit for ages 0-15 ners 
has been increased from $150,000 to 60.0 
$200,000, and at the other end of the scale Ala: 


the maximum is $100,000, ages 66-70. \ 

Increases were also made in the table 
for non-renewable Term plans, with @ 
maximum of $250,000, ages 25-50. The ja 





limit for renewable Term remains @ tive 
$150,000, ages 20-55. that 
ten 
be | 
tabli 


Atlantic Life Appoints 
C. B. Hunter in Asheville m 


C. Bruce Hunter has been appointed Ay 
general agent in Asheville, N. ©. 10 as a 





Atlantic Life. He joined the life insur man- 
ance business in 1948, having become as Nati 
sociated with Jefferson Standard Lite ann 
Since 1952, he has divided his time be Hac! 
tween Jefferson Standard and the Bank ciate 
ers Life. cone 

A native of North Carolina, Mr. Hur Ing « 
ter is a graduate of Western Carolim Hy 
College and has completed graduate wor Ware 
at Yale University and the Universit! 1949 
of North Carolina. For 12 years ‘¢ W* agen 
a school administrator and in 1947, serve’ becor 
in the state legislature. duce: 
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Approve NALU Building 
Near Lincoln Memorial 


WILL BE READY IN JULY, 1956 





Corner of C Street and 22nd Street, 
Washington, D. C.; To Be Called 


Life Underwriters Memorial 





A new building located near the Lin- 
coln Memorial in Washington, D. C., has 
been approved by the National Associa- 
tion of Life Underwriters. Charles E. 
Cleeton, of Los Angeles, chairman of 
NALU building committee, pointed out 
that the building, to be located on the 
coruer of “C” Street and 22nd Street, 
Washington, D. C., N. W., will retain 
many of the classic horizontal and verti- 
cal lines of the Lincoln Memorial. At 
the same time it will incorporate the 
structural and internal advances of more 
recent designing. 

Set back twenty-nine feet from 22nd 
Street, the building will have a 100 foot 
front, and will cover approximately 5,000 
square feet of ground space. It will be 
faced with white marble to conform with 
the surrounding buildings. 

The firm of Pereira and Luckman, ar- 
chitects of New York and Los Angeles, 
have designed the building (to be called 
the Life [’nderwriters Memorial), so that 
a full 25% expansion of facilities can be 
made without harm to the architectural 
symmetry of the structure. 

“Mr. Cleeton said, however, that he did 
not expect that it would be necessary to 
expand for at least twenty years. 

The Memorial will stand two stories 
above the ground and will have a fully 
equipped basement used for office space. 
The whole building will be air condi- 
tioned, and facilities for parking cars 
will be built in the building and around 
it, on the south and western sides. 

The floor space of approximately 15,000 
square feet will be shared between the 
National Association of Life Underwrit- 
ers. owners of the building, and the Life 
Underwriter Training Council, a branch 
of the Association, which will occupy 


about 4,000 square feet as it is now 
planned. 
In providing for future expansion, 


Percira and Luckman have given the 
owners two alternatives. One would be 
to expand the building further to the 
south. The same louvered motif now 
planned for the front of the Memorial 
would be continued further along, and 
the staircase leading up to the foyer 
would be made in such a way that it 
could be moved and centered to retain 
symmetry. The other plan would involve 
continuing the building out to the rear, 
or north side. 


To Be Ready in July, 1956 


The building, which will be ready for 
occupancy in July, 1956 will cost about 
$330,000. At present, all but $150,000 has 
been raised among the membership of 
NALU for the completion of the Memo- 
rial. The rest is expected to be raised by 
personal solicitation of the more than 
60,000 members in the United States, 
Alaska, Hawaii, and Puerto Rico. 

All members who subscribe for $100 
or more will be listed as “Charter Build- 
ers,’ and their names will be inscribed 
on a tablet to be placed in the main 
toyer of the building. Subscribers of less 
that amount will have their names writ- 
fen on parchment in a book which will 
. placed under glass along side of the 
abdlet, 





ASSOCIATE GENERAL AGENT 
Appointment of Howard H. Gillingham 
aS associate general agent in the Hack- 
man-Feustel agency, representing Lincoln 
National Life in Los Angeles, has been 
announced by General Agents J. F. 
Hackman and H. A. Feustel. As asso- 
clate general agent, Mr. Gillingham will 
concentrate on the recruiting and train- 
mg of new agents. 

le is a native of Wilmington, Dela- 
Ware, and since entering life insurance in 
1949 has established himself in the 
cy organization field in addition to 
fcoming an outstanding personal pro- 
ducer, 


' 


State Mutual Life Names 
John R. Kelty at Portland 


State Mutual Life announces the ap- 
pointment of John R. Kelty as manager 
of its Portland, Ore. agency. He suc- 
ceeds Donald P. Vernier, general agent 
since 1948, who will now devote full 
time to his large personal clientele as 
a State Mutual representative. 

Mr. Kelty, a graduate of the Univer- 


sity of Oregon and an Army veteran, 
first entered the life insurance business 
in Reno. He moved to Portland to rep- 
resent Massachusetts Mutual and fol- 
lowing additional Army service during 
the Korean war he was appointed man- 
ager in Portland for Southland Life. 

e is a graduate of the LIAMA 
Graduate School and is active in the 
Portland Life Managers Association and 
the Portland Life Underwriters Asso- 
ciation, 


Doyal Smith Life Manager 

Spratlin, Harrington & Co. of Atlanta, 
announce appointment of J. Doyal Smith 
as manager of the life insurance depart- 
ment of the firm. He has served as vice 
president of Columbia, S. C. General 
Agents and Managers Assn.; past presi- 
dent of South Carolina State Life Under- 
writers Assn. and is past president of 
the Exchange Club of Columbia where 
he resided before joining the Atlanta 
firm. 








...@ heart too small for breaking 


Here is a child’s world — balanced on 
faith, lighted by love, warmed in the 
safety of a mother’s arms, a father’s 
smile. Here is a world of little hearts, 
all too small for breaking. 

What dark shadow could Cancer cast 
on such a sheltered world? Well, there 
are some 160,000 children whom Cancer 
has robbed of their fathers. And more 
than 175,000 others have had to learn 
to live without a mother. 

Not even the young are safe, for 
Cancer yearly claims more children 
from three to fifteen years of age than 
any other disease. 


But there is hope... brave, bright 
hope. For Cancer can be conquered. 
The vast army led by the American 
Cancer Society — scientists, doctors, 
technicians, volunteers — wage daily 
war on man’s cruelest enemy. 

You can help conquer cancer. With 
a check—to help others. With an annual 
medical checkup —to help yourself. Re- 
member, every year some 75,000 men, 
women and children win personal vic- 
tories over Cancer — and live. One of 
them might be you — or someone close 
and dear to you. Will you help? We 


need you. 


American 


Cancer 





Society 








GENTLEMEN: 
1 want to help conquer Cancer. 
(7 Please send me free information about Cancer 


(— Enclosed is my contribution of $ 
to the Cancer Crusade. 


Name 


Address 


City. _Zone A 
(MAIL TO: CANCER, c/o your town’s Postmaster) 
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American Nat’] Capital 
Boosted to $20,000,000 


ITS BIGGEST YEAR 





1954 WAS 


Mary Moody Northern, President, Points 
to Operational Gains; Celebrating 
50th Anniversary in 1955 





An increase in capital to $20,000,000 by 
stock dividend action, the election of two 
new directors and two promotions fea- 
tured the recent 50th annual meeting of 
stockholders and directors of American 
National of Galveston. Highspot of the 
meeting was the annual report of the 
president, Mrs. Mary Moody Northern, 
which pointed to 1954 gains as the 
largest made by the company to date. 

As to the capital increase it was 
pointed out that a capital base of $20,- 
000,000 was deemed to be more in pro- 
portion to the new and increased size 
of the company, as reflected by substan- 
tial gains made last year in every de- 
partment. 

Stockholders also acted to elect as di- 
rectors Shearn Moody, Jr., a grandson 
of the founder, and W. O. Watson, vice 
president as assistant treasurer. All 
other directors were reelected. 

At the board’s meeting which followed 
that of the stockholders all present offi- 
cers were reelected. In addition F. E. 
Fischer and W. J. Hampton, formerly 
assistant vice presidents, were elevated 
to vice presidents. 





Insurance in Force Tops $3 Billion 


Among the impressive gains in 1954 
operations brought out by Mrs. Northern 
in her annual report were the following: 

Insurance in force increased $275 mil- 
lion to reach a total of $3,071,474,826 at 
the year-end. Assets gained $72 million 
to stand at $521,862,980. Income totaled 
$106,568,014 in 1954, an increase of $10 
million over the past year. Capital and 
surplus totaling $63,315,507 indicates a 
ratio of $113.80 for every $100 of statu- 
tory liability which is considered one of 
the highest ratios among major compa- 
nies. 

The company’s comparative statement 
shows that insurance in force has in- 
creased 2% times in the past ten years 
and assets have more than tripled. 


Calls 1955 Historic Milestone 


In the anniversary booklet, “50 Years 
Forward,” W. L. Vogler, executive vice 
president of the company, pointed to 
1955 as representing “an historic mile- 
stone” in the history of American Na- 
tional. He stressed: “The history of 
these eventful years in the service of 
thousands of policyholders and_ their 
beneficiaries is a record of unsurpassed 
accomplishment and stewardship.” 

Paying tribute to the founder of the 
company, the late W. L. Moody, Jr., Mr. 
Vogler said: “The old adage that ‘an 
institution is the lengthened shadow of 
a man’ is verified in the history of the 
American National and its founder. Born 
in Freestone County, Texas, January 25, 
1865, William Lewis Moody, Jr., had al- 
ready made a strong place for himself 
in financial circles by 1905. He had built 
banks, organized industries and made 
the Moody name a power in the business 
realm. Life began for the American 
National shortly after his 40th birthday 
when he launched the company in 
March, 1905, and its development was 
one of his major interests for the re- 
maining days of his life. 

“Its record is a monument to his gen- 
ius. Under his direction, and adhering to 
the principles he laid down for its guid- 
ance, the American National set new 
records in growth and strength. It is 
the first company to reach the one bil- 
lion mark and then the two billion mark 
of insurance in force: under the active 
and continuous presidency of its foun- 
der. If Mr. Moody had survived only 


























MRS. MARY MOODY NORTHERN 
a few short months more the record 
would have been lengthened to another 
first; the first to reach three billions in 
force under the presidency of the 
founder. 


W. L. Moody, Jr., Foundation 


“Mr. Moody relinquished the reins 
when death, on July 21, 1954, following a 
two-day attack of penumonia, removed 
him from the management as he was 
planning for even greater stature of the 
company. We who associated with him 
and loved him will miss him; but the 
company he built will not be deprived of 
its great future which he planned for it. 
In his foresight, he made certain that 
its course would remain constant with 
the principles he plotted by donating 
his majority stock ownership to the 
W. L. Moody, Jr., Foundation, a_re- 
ligious, educational and charitable per- 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 





N. Y. Managers Plan Course 
In Agency Management 


It was announced this week by George 
P. Shoemaker, CLU, president, Life 
Managers’ Association of Greater New 
York, Inc., that the association’s board 
of directors has approved of the organi- 
zation of a study course in agency man- 
agement which will be conducted later 
this year under the sponsorship of the 
General Agents and Managers Confer- 
ence of NALU. Edwin J. Allen, CLU, 
chairman of the association’s planning 
committee, was placed in charge of 
carrying out this program. 

This course in Agency Management 
provides the text and working tools 
needed to develop an agency building 
blueprint, and a pattern for continued 
growth of an agency. 





petual trust, with the trustees indentured 
to adherence to the principles he set up 
and under which the company grew 


great. 
“Under this trust, and forever, the 
people and the public through the 


religious, educational and charitable or- 
ganizations who are the principal bene- 


ficiaries of the Trust now enjoy the 
benefits of operating control of the 
American National. And through this 


plan the company is assured continuity 
of management by the administrative 
team which was built up carefully over 
the years by the founder.” 





















































Picture a better future! 


General Agents 


/ Wik ted 


/ In Long Island 
and Westchester! 


Top General Agency Con- 
tracts are now being 


offered! 


A & S&S, Hospitalization, 
Life, Group, Sub-Standard, 
Preferred! 


Write directly—today!— 
to e . e 


Morgan O. Doolittle, Pres. 


Ememe State Muruat 
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Representing 
"Canada Life’’ 
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Heads New Prudential. 


Agency in White Plains 





JAMES E. McEVOY 


The Prudential has announced the 
opening on June 15 of a new Westches- 
ter County agency at White Plains, 
N. Y., with James E. McEvoy as man- 
ager. 

‘ According to Sayre MacLeod, CLU, 
vice president, Mr. McEvoy will serve 
as manager of the company’s Murray 
Hill (New York City) agency from April 
1 until the June 15 opening of the White 
Plains organization. He temporarily fills 
the vacancy at Murray Hill created by 
the transfer of C. Jordan Kreutzer as 
head of the Hackensack, N. J., agency. 

Mr. McEvoy, an assistant director 0! 
agencies, joined Prudential’s home office 
staff in 1936. In 1945 he became a special 


agent and subsequently an_ assistant 
manager in the company’s Newark aget- 
cy. He returned to the home office 
a sales management post in 1952. __. 

He is a graduate of Seton Hal! Un- 
versity. 





New World Life Changed to 
Farmers New World Life 


The name of New World Life has 
been changed to Farmers New Worl! 
Life. Home office of the company 15 !" 
Seattle, Wash. 
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D. Gordon Hunter Marks 
Fortieth Anniversary 


WITH PHOENIX MUTUAL LIFE 





Charge of All Agency Affairs of the 
3 Congas 26 Years; Assumes Ad- 
visory Capacity Sept. 1 





Colonel D. Gordon Hunter, vice presi- 
dent and agency manager of Phoenix 
Mutual Life, was honored on his 40th 
anniversary with the company at a re- 
cent dinner at the Hartford Club. Pres- 
ent were the officers of the company 
and 32 eastern managers who were at- 
tending a managers’ conference at Avon 
Old Farms School. Colonel Hunter took 
this opportunity to announce the ad- 
yancement of two Phoenix Mutual 
managers to the position of superin- 
tendent of agencies. Alvin H. Polley, 
Jr, manager of the New York Down- 
town agency is being placed in charge 
of the northeastern area, comprising 
agencies in metropolitan New York and 
New England. Frederick J. Connor, 
manager at Oklahoma City, is being 
placed in charge of the Southeastern 
area. William A. Hunt, who was ap- 
pointed last July, will continue in charge 
of the Midwestern area with headquar- 
ters at Cleveland. 

Near the conclusion of the dinner, 
Colonel Hunter made a surprise an- 
nouncement regarding his personal 
plans. Having completed 40 years with 
the Phoenix Mutual, during 26 of which 
he has been in charge of all agency 
affairs of the company, he stated that 
‘it is now my desire to ease up on my 
business responsibilities and to place 
the direction of our sales organization 
in the hands of other competent mem- 
bers of the agency department staff.” 
He continued, “starting now, I shall 
delegate the major part of my duties as 
senior agency executive, and, on Sep- 
tember 1, will assume an advisory ca- 
pacity as chairman, agency committee, 
board of directors.” Mr. Hunter ex- 
pressed his pleasure at being able to 
make the transition at a time when the 
company is enjoying outstanding prog- 
ress in all phases of its operations and 
when volume of sales is at an_all- 
time peak. He expressed confidence in 
the future. 

At the conclusion of his talk, Mr. 
Hunter announced that on September 1, 
Herbert C. Skiff, now second vice presi- 
dent, would become the senior agency 
officer and Clifford L. Morse, now sec- 
retary and director of agencies, will be 
in charge of all agency field operations. 


Joined Company in 1915 


Colonel Hunter joined the Phoenix 
Mutual as a salesman in 1915. In 1917, 
he was granted a leave of absence for 
military service where, as a major of 
infantry, he assisted in the training and 
commissioning of several thousand in- 
lantry officers. After the war he joined 
the 169th Infantry Regiment of the 43rd 
Division as regimental machine gun offi- 
cer, and advanced through the ranks 
‘to the command of the regiment in 
124, retiring in 1929 with the rank of 
colonel, 

Upon return to the Phoenix Mutual in 
1919, he was placed in charge of the 
company’s home office training school 
‘or salesmen. Five years later he or- 
ganized the Home Office agency in 
Hartford, 

In 1929, Colonel Hunter was advanced 
‘0 an executive position in the home 
olce and placed in charge of all the 
‘ompany’s agencies. The following year 
‘© was elected agency vice president 
and, in January, 1934, he was promoted 
0 the position of vice president and 
‘sency manager. He has been a di- 
"tector of Phoenix Mutual since 1944. 
ppitice 1915 when Colonel Hunter joined 
hoenix Mutual, insurance in force has 
ultiplied more than ten times and as- 
‘tts almost 20 times. 

| Colonel Hunter’s interests are many 
ind varied. He is at present a director 
hee Defense Orientation Conference 
sociation of Washington, D. C. He 


























Support Public Disclosure Of 
Details of Union Welfare Funds 


Washington—Public disclosure of es- 
sential administrative and financial de- 
tails of union welfare fund programs 
was supporied here by life insurance 
company spokesmen appearing at a hear- 
ing of the Senate Labor Committee on 
Welfare and Pension Plans. 

The insurance company officials were 
C. Manton Eddy, vice president and 
secretary of Connecticut General Life, 
Hartford, and Gilbert W. Fitzhugh, sec- 
ond vice president, Metropolitan Life, 
New York. They stated they believe the 
work of the Senate subcommittee is 
constructive and offered the subcommit- 
tee the continuing cooperation of the 
life insurance business. 

They cautioned against enactment of 





also is president of the board of trus- 
tees of the Prentice-Hall Foundation, 
Inc. For several years he was president 
of the Connecticut Society for Crippled 
Children, and is now a director of the 
Newington Home and _ Hospital for 
Crippled Children and Adults. He has 
served as chairman of the American 
Society of Sales Executives, past presi- 
dent of the Twentieth Century Club of 
Hartford, chairman for several years of 
the agency practices committee of the 
life insurance industry and chairman of 
the agency section of American Life 
Convention. 

He has served as vice president of the 
Hartford Club and Hartford Rotary 
Club and on the boards of Kingswood 
School, Oxford School and Watkinson 
Farm School. He is a director of the 
Chebeague Island Golf Club in Maine 
and is a member of the Farmington 
Country Club and of the Farmington 
Valley Polo Club. 


restrictive legislation in the welfare fund 
field that would tend to discourage fur- 
ther growth and expansion of union wel- 
fare fund plans, which now cover 11,000,- 
000 workers. Abuses which the subcom- 
mittee has found in 29 welfare fund 
cases were termed “not characteristic of 
insured welfare programs” by the insur- 
ance spokesmen. They said the abuses 
which have been found “are in contrast 
to the ethical standards which prevail 
in the establishment and administration 
of most employe welfare funds.” 

Public disclosure of essential facts 
and financial details of welfare funds 
and their administration “will help pro- 
mote a feeling of confidence in the pro- 
grams among those covered by the bene- 
fits of the plans,” the life insurance com- 
pany officials stated. 

In their discussions the insurance com- 
pany spokesmen said: 

“The life insurance organizations have 
cooperated with the subcommittee’s staff 
in obtaining data and information con- 
cerning insured union welfare plans. We 
welcome this opportunity to discuss 
these further. We feel that the work 
your committee is doing is constructive 
and we offer our continued cooperation. 

“Your subcommittee’s preliminary in- 
vestigation has without question dis- 
closed abuses in some of the 29 specific 
union welfare cases studied. We do feel 
that this is not characteristic of insured 
welfare programs. The abuses which 
have been found are in contrast to the 
ethical standards which prevail in the 
establishment and administration of 
most employe welfare funds. 

“We feel that much good has been 
accomplished by the inquiries by Con- 
gress into the problem. We are all in- 
terested in achieving the same objective 
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T.L.C.—A Meaningful Policy Name 
for a Brand-New Atlantic Contract 


One of the most favorable ordinary life 
contracts available has just been offered 
by Atlantic Life. It is called T. L. C.— 
True Low Cost—Total Life Coverage. 


In spite of low premium rates the T. L. C. 
is a standard ordinary life policy with 
usual underwriting requirements. Premi- 
ums are level, all riders are available, 
and coverage is not reduced in later 


Full commissions are paid on 
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—that the 11 million workers insured 
under welfare plans will receive the full 
benefits to which they are entitled. 

“The life insurance business supports 
the general proposal of public disclosure 
of the essential details of union welfare 
programs. Public disclosure of the de- 
tails of these plans will help promote a 
feeling of confidence in the program 
among those covered by the benefits of 
the plans. It can be an effective deter- 
rent to those who would violate their 
trust. These plans must be permitted to 
grow with the needs of the workers. 
Therefore, we seriously caution against 
restrictive legislation that would tend to 
discourage growth.” 





JOSEPH F. TUDOR’S NEW POST 





Made an Assistant Superintendent of 
Agencies by Pacific Mutual; 
To Assist Fred S. Sibley 

Pacific Mutual Life has named Joseph 
F. Tudor an assistant superintendent of 
agencies, with responsibility for the com- 
pany’s agency management development 
program. He will directly assist Fred S. 
Sibley, agency vice president, in deier- 
mining the nature of the company’s re- 
cruiting process, its preparation and its 
use in the field, and also in establishing 
standards of eligibility for participation 
in the management development pro- 
gram, and for the complete and con- 
tinuous training of those selected for 
field management responsibilities. 

Mr. Tudor’s association with Pacific 
Mutual began in 1947, as a sales repre- 
sentative in Los Angeles. Three years 
later he was named general agency su- 
pervisor by E., Willis, then Los 
Angeles general agent. When Mr. Willis 
became Pacific Mutual general agent in 
San Francisco, he named Mr. Tudor 
assistant general agent, the post which 
he held at the time of his new home 
office appointment. 





Prudential Advances Two 
In Western Home Office 


Two mortgage loan promotees of the 
Prudential were announced by Hugh 
Abernethy, executive general manager 
of investments, western home office, Los 
Angeles, Calif. 

Advanced were Charles B. Gouert, 
former supervising appraiser in the 
western home office mortgage loan de- 
partment and is now assistant produc- 
tion manager there, and Albert W. Buf- 
fington who has moved into the position 
of mortgage manager in the Pasadena, 
Calif., office where he formerly served 
as supervising appraiser. 





Milo W. Wilder, Jr., Dies 


Milo W. Wilder, Jr., mortgage con- 
sultant and retired financial vice presi- 
dent of Mutual Benefit Life, Newark, 
died last week at his home in Orange, ° 
N. J. He has been associated with the 
company for 50 years when he retired in 
1947. In 1948 he joined John Reynolds, 
Inc., New York real estate brokers, as 
head of the corporate financing division. 
He was a director of the Lincoln Mort- 
gage & Title Guarantee Co. and National 
Lock Washers Co., both of Newark. 

Surviving are his widow, Mrs. Ruth 
Howe Wilder, and three sons, George 


H., Samuel B. and Milo W. Wilder, III. 





U. S. Life Reduces Minimum 
On Preferred Whole Life 


United States Life has reduced its 
minimum on the Preferred Whole Life 
policy from $10,000 to $5,000. This will 
allow much greater use of this preferred 
low cost policy. The savings in premium 
to the insured can be enough to buy a 
10-year $20 a month Centennial Income 
Agreement (similar to family income). 

Preferred as to cost and amount, this 
policy carries substantial cash values and 
United States Life’s seven liberal settle- 
ment options. An unusual feature is that 
it can be sold substandard. 
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ENTENTE CORDIALE 


In view of ‘the highly competitive 


situation current in Group insurance and 


its allied coverages it is interesting to 


note that one of the principal speakers 


in Atlantic City last week before the 


John Hancock’s district agencies was 


the vice president of another company— 
Edwin C. McDonald of the Metropolitan 
His 


comprehensive 


Life. Atlantic City talk furnished a 


picture of the present 
large stature of Group insurance, its cur- 
rent developments and how the future 
of Group looks to December 
Mr. McDonald 
tional address on Group while appearing 
Life 


him. In 


made a similar educa- 


on the panel of the Insurance As- 
sociation of America. 


Mc- 


remarkably 


In each of these addresses Mr. 
Donald 
clear and logical set of comments that 


great growth of Group and 


demonstrated in a 


despite the 
its allied coverages the insurance agents 
in cities carrying the most Group insur- 
No, 
lint, 
and 


Roch : 
Mich., 


Peoria, 


such as Schenectady, 
N. Y., Detroit 
Youngstown, O., 


ance, 
ester, and 
Louisville 
more individual lives 


Ill, are writing 


than they ever have. The observations 


of Mr. McDonald in_ this 


made considerable 


connection 


were after research 
and survey 


Th: McDonald 


agents of another company recalls a visit 


appearance before 


to Honolulu made by 
Leroy A. 
then president of Metropolitan, who dur- 


some years ago 


Lincoln, now chairman and 


ing his visit was asked by the manager 
of The 
address his field force. 
did. 

Such incidents as 
contribution to life 


Prudential there if he would not 
This Mr. Lincoln 
these make a con- 
siderable insurance 
entente cordiale. 


WHEN LOSSES ARE NOT FULLY 
SPRINKLERED 
\ review of its experience on losses in 
excess of $25,000: over a ten-year period 


Robert G. Moss has joined Johnson & 
; 4 Higgins as associate actuary in the pen- 
has been made by The Factory Mutuals. . es : gt 
: ‘ . z sion division. A Fellow in 
Number of losses surveyed was 305, and : ma pee AES: 
| Hed $27.540.000 ; 1 Actuaries, he was recently with 
1ey tote a VA yroper € = . ~ rt : ° 
i rf ie be a % sis hana C. R. F. Wickenden and Associates in 
age ae i se cup< r r = as er : 
: . ise 4 i ee he wee acs New York City. He was with Metropoli- 
Sprinkler valves se : = : 
I ST eat 7 tan Life from 1938 to 1953 as supervisor 


when in charge of the dividend section. While 


Society of 
most 


improperly 


fires broke out resulted in ten 


losses por $6,364,000. Sprinklers com “with that company he served from 1949 
pletely lacking in non-combustible build- to 1951 as secretary and technical advisor 
ings caused 35 losses for $4,183,000. of the electronic sequence control calcu- 


lator committee of the Life Office Man- 
agement Association. A graduate of St. 
John’s College, Annapolis, Md., with hon- 
ors in mathematics, he was in World 
War II in New Guinea and the Philippine 
Islands as a captain in the Army. 


Asphalt-coated-metal buildings without 
sprinklers resulted in 16 
total of $2,708,000. Exposure from fires 
in adjoining property which showed need 
installing 
wired glass windows and open sprinklers * + 

John M. Hines, second vice president 
of Equitable Life Assurance Society, was 
a featured speaker at the recent ses- 
sion of the spring conference of the 
General Management Section of the 
American Gas Association. Mr. Hines 
spoke on “Economic and Social Implica- 
tions of Extending Fringe Benefits” at 
conference headquarters at the Nether- 
land Plaza Hotel in Cincinnati. 


losses for a 


of bricking up windows or 


was responsible for 11 losses for a total 

$2,633,000. A few sprinklers lacking 
in an fully sprinklered area, 
demonstrating need of 100% coverage by 


otherwise 


automatic sprinklers, caused a total loss 
of $2,440,000 in all on 34 risks. 

In nearly all the other losses sprinkler 
inadequacy figured. 


» 
* 
& 
* 
& 
* 
& 
= 





William Leslie, general manager of the National Bureau of Casualty Under- 
writers, is shown in the accompanying picture shaking hands with William E. 
McKell, president of American Surety Co., as the latter presented Mr. Leslie with 
an oil painting of himself. The occasion marked Mr. Leslie’s 25th anniversary with 
the National Bureau. The presentation was made at the Statler Hotel in New York 
at a testimonial luncheon attended by approximately 150 insurance officials and 
other executives. 





Edward D. Lawson, vice president anj 
manager of the Western Department oj 
Fireman’s Fund Insurance Group is cele. 
brating his 25th year with firm. Mr. Lay. 
son began his career with the Group in 
1930 as manager of the marine insurance 
department in Chicago. In 1938 he was 
made manager of the fire department 4s 
well. Elected vice president of Firemans 
Fund Insurance Group in 1949, he is noy 
in charge of combined Group operations 
for the Western Department, which las; 
year produced $36 million in premiums, 

x * x 

Joseph M. Bryan, first vice president 
of Jefferson Standard Life of Greens. 
N. C,, has been appointed honorary 
chairman of the 18th Annual Greater 
Greensboro Open Golf tournament to be 
held at Sedgefield Golf Club April 13-17, 
An ardent golf fan, Mr. Bryan is , 
member of the Augusta National Golf 
Club, the Greensboro Country Club and 
Sedgefield Golf Club. He is also an 
expert skeet shooter. Among Mr. Bryan's 
activities he is president of the South- 
eastern Shrine Association and as such 
titular head- of all Shrine activities in 
the Southeast. He is also board chair- 
man of Pilot Life. 

* * x 

_John M. Coker has been appointed as- 
sistant manager of the New York office 
of the Caledonian- Netherlands Group. 
His entire business experience has been 
with the Caledonian in various capacities 
in home branches and the overseas de- 
partment, his last position being resident 
representative in Jamaica, covering the 
Caribbean area. The head office of Cale- 
donian announces that G, C. Stevens has 
been appointed assistant overseas fire 
superintendent and F. W. Brown assist- 
ant overseas accident superintendent. 


boro, 


* * x 
C. F. Codere, chairman of St. Pai! 
Fire & Marine, and Mrs. Codere have 
returned from a six-week’s stay in Cali- 
fornia. They stopped off for a visit in 
Chicago with their daughter and son-in- 
law, Mr.: & Mrs. David Fleming, and 
grandchildren. Mr. Fleming is Chicago 
manager of St. Paul F. & M. 


ok * * 


Mr. and Mrs. Charles J. Zimmerman 


Charles J. Zimmerman, managing 
rector of Life Insurance Agency {an- 
agement Association, and Mrs. Zimmer 
man were photographed as they arrive: 
by air in Hawaii. While in Hawati 
addressed the Honolulu Life underwt 
ers Association. While on the coast be- 
fore he embarking for Honolulu he # 
dressed several life insurance meetils 
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Top Lloyd’s Officers 


The pictures on this page are those 
of Sir Matthew Drysdale, chairman of 
Lloyd’s, and K. G. McNeil, deputy chair- 
man. 

When Sir Matthew was elected chair- 
man for this year it was the fifth time 
he had held that post, other years being 
in 1949, 1950, 1951 and 1952. Previous 
to his first election as chairman he had 
been deputy chairman. In 1919 he be- 
came an underwriting member of 
Lloyd’s, and first served on the Com- 
mittee of Lloyd’s in 1939. On a number 
of occasions he has held office as chair- 
man of Lloyd’s Underwriters’ Fire and 
Non-Marine Association. In 1952 he was 
awarded Lloyd’s Gold Medal for Services 
to Lloyd’s and at the beginning of 1953 
he received the honor of knighthood. 

Born in 1952 he was the son of 
Thomas Drysdale of Montrose, Scotland. 
His early education was at Stationers’ 
Company’s School. He is a director of 
C. T. Bowring & Co., Ltd., Barclay’s 
Bank, Ltd. In World War I he served 
with the Ninth Northumberland Fusi- 
liers. His clubs are City of London and 
Brooks. 

K. G. McNeil was educated at King’s 
College School, Wimbledon and at Mer- 
ton College, Oxford. At King’s College 
School he was captain of the cricket and 
of the Rugby football teams, won the 
school tennis cup and became an Athle- 
tics Victor Ludorum. He attended Duke 
of York’s Camp in 1922 and was a mem- 
ber of Camp staff 1927 and 1928. 

Mr. McNeil entered Lloyd’s as a bro- 
ker with E. R. R. Starr & Co. in 1924, 
next year joining Bevington Vaizey & 
Foster, Ltd. He was elected an under- 
Writing member of Lloyd’s in 1926 and 
first went on Committee of Lloyd’s in 
1947, was on the committee in 1950 and 
1951 and went on again in 1955. Elected 
deputy chairman in 1954 he was re- 
elected in 1955. For six years he was 
chairman of Lloyd’s Motor Underwriters 
Association and in 1931 was underwriter 
lor Lion Motor Policies. He has been 
governor of King’s College School since 

and is a member of Governing 
Bodies Association. 


* * x 


Insurance Broker Writes Book 


Michael H. Levy, a New York insur- 
ance broker, has written a book about 
Msurance having in mind for its reader- 
ship the persons who buy insurance. 
Calle! “Your Insurance and How to 
Profit by It” the book tells how insur- 
ance coverage should be planned “eco- 
Nomically and comprehensively.” It aims 
‘0 answer vital questions in a number of 
tategories—fire and extended coverage, 
accident and sickness, automobile, per- 
‘onal floaters, liability, life and annuities. 
Publisher is Harcourt Brace & Co. 

In publicity about the book the state- 
Ment is made that the organizations Mr. 
Levy heads have an annual premium in- 
‘ome of $16,500,000. Mr. Levy is presi- 
“ent of the newly formed Federated 

















Brokerage Corp., and of Michael Levy 
Co., Inc., is chairman of the board of 
Trans-Oceanic Brokerage Corp., which 
specializes in theatrical and entertain- 
ment fields; chairman of the board of 
Monogram Brokerage Corp. which han- 
dles chain store insurance and real es- 
tate; and of the Camp Brokerage Co., 
Inc., which specializes in insurance on 
children’s summer camps and_ resort 
hotels. He joined his father’s firm— 
Michael Levy Co., Inc.—as a messenger 
boy of 18 following graduation from col- 
lege and when his father died in 1937 
he succeeded him to presidency of that 
brokerage concern. 

Mr. Levy says that a fire insurance 
policy is a valuable document but will 
be even better if the insured handles it 
with care and intelligence. He gives tips 
to improve fire coverage. Among his 
tips: 

Check your policy to make sure all the 
facts are straight. Make sure your name 
and address are spelled correctly, and 
there are no errors under “amount,” 
“rate,” “premium” and “total premium.” 
Make a complete list of your posses- 
sions. “If the contents of your home 
are worth more than $15,000,” he says, 
“call in the services of an independent 
professional appraiser. If you choose 
to handle this yourself you can get 
simple and helpful inventory forms 
from an insurance company. Forget 
about original purchase prices. Make all 
entries in accord with current values— 
the prices you would have to pay for re- 
placements now, minus fair allowance for 
depreciation. Make a careful investiga- 
tion of the replacement endorsement. 
Carry fire insurance equal to at least 
80% of the insurable value of your home. 
Keep your fire insurance up to date.” 
Mr. Levy gives a lot of space to ex- 
tended coverage and to comprehensive 
endorsements. 

Under the heading, “But I Didn't 
Know It Could Be Insured,” he discusses 
the fur, jewelry, fine arts, stamp collec- 
tion and personal property floaters. 

Clients and prospects frequently ask 
Mr. Levy questions about extent of cov- 
erage. He gives some of the questions 
and his answers to them: 


Q. Are money and securities covered 
under residence theft ? 

. Yes, up to $1,000 for money, up to 
$500 for securities. 

Q. I lost three shirts in the laundry. 
Am I insured ? 

A. No, unless the loss was caused by 
burglary or robbery. 

Q. All right, I’ve had a loss. What do 
I do now? 

A. First, notify the police (at once) 
and legitimatize your loss. After that 
follow the procedure I have already out- 
lined under fire insurance. Contact the 
insurance company, count up and prove 
the damage, deal decently with the ad- 
juster or other company representatives, 
and file your loss within 60 days. 

Q. On February 8, prowlers broke into 
my summer home on Cape Cod, and stole 
a great deal of silverware, tools and 
plumbing equipment. Am I insured ? 
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A. No, summer homes, except by spe- 
cial endorsement, are covered only when 
occupied. 

Q. I have a number of highly valuable 
possessions, including a ranch, mink 
coat, Seventeenth Century set of sterling 
silver candlesticks and an invaluable cam- 
era. I know I can insure these for fire 
and theft, but can I also cover them for 
other risks such as water or chemical 
damage, tearing and breaking, or just 
plain loss? 

A. Certainly. (This is followed by a 
chapter in which Mr. Levy explains the 
floater situation.) 


i ky it 


Insurance Men on Medical Education 
National Fund Sections 


The 1955 membership roster of com- 
mittee of American Industry of National 
Fund for Medical Education shows a 
large number of insurance men. Chair- 
man of the banking, finance and insur- 
ance section is Julian S. Myrick of the 
Mutual Life. 

Chairman of the stock, fire, marine, 
casualty and surety section is John R. 
Cooney, president of the Loyalty Group, 
Newark, other members being these: 

E. Brandli, president, North American C. & 
S. Reinsurance Corp. 


Frank <A. Christensen, president, America 
Fore. 
Arthur F. Lafrentz, president, American 
Surety. 


Beverly H. Mercer, president, Fidelity & De- 
posit. 

Edward T. Moynahan, general attorney, Gen- 
eral Accident. 
_ Edward L. Mulvehill, president, American Re- 
insurance Co. 

Herbert A. 
surance Co. 

Neville Pilling, U. S. 
eral. 


Payne, vice president, Home In- 


manager, Zurich Gen- 

Co-chairmen of insurance brokers sec- 
tion are Roy N. Jenkins, president, Alex- 
ander & Alexander, and Elmer F. Hunt 
(retired), Johnson & Higgins. 

Chairman of mutual fire and casualty 
companies section is S. Bruce Black, 
president, Liberty Mutual. Other mem- 
bers of this section are: 

A. F. Allen, Texas Employers Insurance As- 
sociation, 

Clinton P. 
Casualty. 

C. W. Brown, Merchants Mutual. ° 

W. H. Burhop, Employers Mutual Liability. 


Anderson, Mountain States Mutual 


John A. Buxton, Federated Mutual Imple- 
ment and Hardware. 
Marshall B. Dalton, Mutual Boiler & Ma- 


chinery. 
Burton S. Flagg, Merrimack Mutual Fire. 
Karl E, Greene, Berkshire Mutual Fire. 
Charles E. Hodges, American Mutual Liability. 
John F. Hynes, Employers Mutual Casualty. 
Carl N. Jacobs, Hardware Mutual Casualty. 
Gary H. Kamper, Badger Mutual. 
Murray D. Lincoln, Farm Bureau 
Auto. 
C. R. McCotter, Grain Dealers Mutual Auto. 
Charles E. Nail, Lumbermen’s Mutual. 


Mutual 
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Walter E, Otto, Michigan Mutual Liability. 
Herman J. Pelstring, Pennsylvania Lumber- 
men’s Mutual. 


Harold |. Requartte, Farmers Mutual of Ne- 
braska. : 
Max D. Rutledge, Farmers Mutual Hail. 


John L. Train, Utica Mutual. 
" . Waugaman, Oregon Mutual. _ 
Fred Wessels, Jr., Atlantic Mutual Fire. 
Chairman of life insurance section is 
Devereux C. 


y Anderson, New England Mutual. 
Thomas A, Bradshaw, Wrovident Mutual. 
Morgan b. Brainard, Aetna Life. 

Asa V. Call, Pacific Mutual. 

Paul F. Clark, John Hancock. 

J. Doyle DeWitt, Travelers. 

Peter M. Fraser, Connecticut Mutual. 
Howard N. Holderness, Jefferson Standard. 
Fred W. Hubbell, Equitable of lowa. 


Holgar J. Johnson, Institute of Life Insur- 


!. Kalmbach, Massachusetts Mutual. 
zacy, California-Western States. 
Lawrence F. Lee, Peninsular Life. 

Leroy A. Lincoln, Metropolitan. 

Powell McHaney, General American. 
Tames A McLain, Guardian Life. 

Walter O. Menge, Lincoln National. 

y D. Murphy, Equitable Society. 

H. Ladd Plumley, State Mutual. 

William F. Poorman, Central Life of Lowa. 
Elsworth A. Roberts, Fidelity Mutual. 
Frank P. Samford, Liberty National. 
Eldon B. Stevenson, National Life & Accident. 
George W. Wells, Northwestern National. 


ok * * 


Bankers Club Board 


The insurance men on board of gov- 
ernors of The Bankers Club of America, 
Inc. New York City, are Frank A. 
Christensen, president America Fore, and 
Harold V. Smith, chairman, Home In- 
surance Co. Adrian M. Massie, chairman 
of board, New York Trust Co., as chief 
investment officer of his bank, has been 
unusually courteous and helpful to marty 
executives of insurance companies, es- 
pecially of small insurance companies, 
coming to this city and seeking his 
advice respecting investments. He is a 
brother-in-law of George F. B. Smith, 
recently elected president of Conneéticut 
Mutual Life. James G. Blaine, chairman 
of Marine Midland Trust Co., was many 
years ago manager of New York Life in 
Maine. Elliott V. Bell, chairman of ex- 
ecutive committee, McGraw-Hill Publish- 
ing Co., Inc., is a director of New York 
Life. Alexander C. Nagle, for some years 
president of First National Bank, is a 
director of The Prudential. John C. 
Taphagen, chairman of Bank of New 
York, is a trustee of Mutual Life of 
New York. 


ice, 
Leland 
oO. J 








* * * 


Sees Old Friends 

Eugene Breen of Aetna Life Affiliated 
Companies, New York, saw a number of 
his old insurance friends now living in 
Florida during his recent visit there. 
One of his most pleasant visits was with 
J. E. Lewis, former vice president of 
Aetna Life Affiliated Companies in 
charge of New York. 
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Insurance Women of Many States 


Hold Conference in N.Y. City 


Hear China U. N. Ambassador Discuss Situations in Far East; 
President Herd of National Board Also a Speaker 


By CLARENCE AxMAN 


Many of the leading women in fire, 
marine and casualty insurance offices 
of the country were in New York City 
March 25, 26 and 27 attending a re- 
gional conference meeting of National 
Association of Insurance Women. It 
was Region No. 1, consisting of insur- 
ance women’s clubs of a number of 
Eastern States. Having charge of the 
Conference details were the Insurance 
Women of New York. Presiding at the 
business sessions was Roberta a 
White, Aetna Casualty and Surety Co.’s 
head office, Hartford, who is regional 
director of Region 1. 

On Friday night, following the first 
business session, there was a Knicker- 
bocker Holiday party at which profes- 
sional entertainment was furnished the 
members and their guests. 

On Saturday night was a banquet at 
Hotel New Yorker, where the business 
meetings had been held, and the princi- 
pal outside speaker was Dr. T. F. 
Tsiang, permanent representative of 
China to the United Nations, with the 
rank of Ambassador. He gave an elo- 
quent description of the situations in 
both China and Formosa. Among those 
attending the Conference and banquet 
was Kay M. Lavin, of St. Louis, presi- 
dent of the NAIW. 


J. Victor Herd a Banquet Speaker 


The first of the speakers at the ban- 
quet was J. Victor Herd, president of 
National Board of Fire Underwriters 
and executive vice president of Amer- 
ica Fore Insurance Group. This was 
his second appearance before an asso- 
ciation of this type as he addresssed the 
Insurance Women of New York a year 
or so ago at Fifth Avenue Hotel. He 
paid a high tribute to women in agen- 
cies and insurance industry organiza- 
tions as well as the women secretaries 
of insurance executives and the others 
who comprise the membership of Insur- 
ance Women of New York. Saying that 
he observed with considerable interest 
the growth of the National Association 
of Insurance Women and the prestige 
the association has won he also de- 
clared it was gratifying that the NAIW 
has so impressed itself on the insurance 
women workers of America that 12,000 
of them have become members. “The 
insurance business is fortunate in hav- 
ing such an organization,” he said, and 
he added that he regarded its members 
as important assets to the American 
business world. Mr. Herd has become 
one of the most graceful, felicitous and 
effective speakers at insurance banquets. 

Two of the other masculine speakers 
who praised*he women insurance work- 
ers were President Joseph Neumann of 
National Association of Insurance 
Agents and Clifford C. Thomas of the 
National Association of Insurance Bro- 
kers. 

Dr. Tsiang’s Address 

Dr. Tsiang made a most impressive 
talk describing the perils of the free 
world resulting from the invasion by 
Communism in the Far East. His de- 
scription of the stranglehold which the 
Soviet. has on mainland China was a 
most impressive presentation of facts. 
Explaining the plight .of the farmers 
in the collective operation he said that 


since this has happened the Govern- 
ment receives a large share of the 
crops, the farmers making slight, if any, 
profit out of their farming. Many of 
the farmers have been liquidated. Turn- 
ing to his present country, Formosa, 
he painted a bright picture of the island 
since it broke away from the mainland. 
The position of women in Formosa has 
considerably improved. He expressed 
his thanks to the American people for 
all they have done and are doing in the 
interest of Formosa, and he felt sure 
that this aid would not be abandoned. 
He was given an ovation at the close 
of his address. Seated on the dais with 
him was Mme. Tsiang. 

Toastmaster at the banquet was Ada 
P. MacGregor who was chairman of 
the Conference. With Johnson & Hig- 
gins she has for some years been secre- 
tary to Courtlandt Otis, vice president 
of that brokerage concern. She was 
president of Insurance Women of New 
York in 1949 and 1950. Among the 
women who spoke at the dinner were 
President Kay M. Lavin of National 
Association of Insurance Women; Ro- 
berta L.- White who had presided at 
the business sessions of the Conference 
and who is with Aetna Casualty and 
Surety Co.’s home office in Hartford; 
and Daisy D. Rankin of National Board 
of Fire Underwriters. 

Insurance Women of New York 


President of the Insurance Women 
of New York, which was organized in 
November, 1934, is Frances J. Delph of 
the America Fore Insurance Group. 
These are the other officers: vice presi- 
dent, Daisy D. Rankin; treasurer, Grace 
Brenner, Despard & Co.; recording sec- 
retary, Dorothy Lavers, H. Malcolm 
Teare Agency; corresponding secretary, 
Mabel W. Hart, United States Fidelity 

Guaranty; historian, Helen T. 
Kenealy, American Surety. Ruth M. 
Pierdon, secretary to William E. Mc- 
Kell, president, American Surety, had 
charge of publicity of the Conference. 

On executive board of Insurance 
Women of New York are Helen W. 
McLaughlin, Re-insurance Corporation 

(Continued on Page 26) 
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Zurich-American Cos. 
In General Fire Field 


BRADY GOLDSMITH HEADS DEPT. 





Former Vice President of National 
Union to Direct New Operations 
From Chicago Office 





The Zurich-American Insurance Com- 
panies will enter the general fire insur- 
ance business in the near future with 
the introduction of a homeowners’ policy 
as the initial step. The companies have 
become subscribers to the Multiple Peril 





BRADY GOLDSMITH 


Insurance Rating Organization, and _ fil- 
ing of Homeowners’ Policy Forms A, 
B and C is now in process in the various 
states. Although the charters of both 
the Zurich General Accident and Liabil- 
ity Insurance Co. Ltd. permit multiple 
line operations, both companies until 
now have specialized in casualty insur- 
ance, confining their fire writings to 
automobile physicial damage coverages. 
3rady Goldsmith, formerly vice presi- 
dent of the National Union Fire Insur- 
ance Co. of Pittsburgh, has been named 
superintendent of the Zurich-American 
fire department and will direct the de- 
velopment of the new fire operations 
country-wide. He will be based at the 
Zurich head office in Chicago. : 

Mr. Goldsmith, a native of Atlanta, is 
a veteran in the fire insurance business, 
having entered the field in 1920, when 
he joined the staff of A. H. Turner, 
general agents, Atlanta. In 1932 he be- 
came associated with the National Union, 
in Pittsburgh, as examiner in the south- 
ern department, and in 1938 he became 
agency superintendent. He was named 
assistant secretary in 1943, secretary in 
1946 and vice president in 1951. 
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LEON A. WATSON TO RETIRE 





Relinquishes General Managership 4 
Fire Rating Organization of N. J. op 
June 30; S. G. Lewis His Success3y 
Leon A. Watson of Newark, 

the best known and most popular 

tives in the fire insurance rating 


one of 
execu- 
field, 





Photo by W. L. Hadley 
LEON A. WATSON 


will retire as general manager of the 
Fire Insurance Rating Organization of 
New Jersey on June 30. He has been 
actively engaged in rating work in that 
state since 1910 when he started as an 
inspector and has been manager of the 
bureau, formerly known as the Schedule 
Rating Office, since 1922. 

Mr. Watson let some of his 
know of his approaching retirement this 
week at the midyear meeting of the New 
Jersey Association of Insurance Agents 
in Asbury Park. At the Tuesday lunch- 
eon of that group he was _ hailed by 
Harry G. Mather, its president, for his 
fine cooperation over the years. The 
ovation which greeted Mr. Mathers 
tribute was indicative of the high esteem 
with which Mr. Watson is held. 

Tribute was also paid by the New Jer- 
sey Association to S. Gage Lewis, assis- 
tant general manager of the Fire Insur 
ance Rating Organization of New Jersey, 
who will succeed Mr. Watson. : 

For a time Mr. Watson will continue 
as secretary-treasurer of the organiza- 
tion. His career started nearly 50) years 
ago with the Home Insurance Co. in 
New York as an.office boy. 


friends 





A. M. Mills Executive V.P. 
Of Camden Fire Assn. 


The Camden Fire Association an- 
nounces that Allen M. Mills has been 
advanced from vice president to execu- 
tive vice president and F. Harman Cheg- 
widden has been made chairman of the 
finance committee in addition to vice 
president and treasurer. 

The company also announced that Al- 
bert J. Bordeau was advanced to as 
sistant secretary from manager of the 
local department and Malcolm S. Miller 
was elected assistant treasurer and will 
assume financial duties in addition, t0 
managing the accounting and statistical 
departments. 





Hibbeler Account Executive 


Chicago—Conrad Hibbeler has beet 
promoted to account executive by W. A: 
Alexander & Co., general insurance 
agents, it was announced by Walier_M. 
Sheldon, executive vice president. Mr 
Hibbeler, who has been with the agency 
twenty years, was formerly boiler and 
machinery underwriter. 
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Vernoia Now Resident 
Manager Phila. Office 


FOR ALLSTATE INSURANCE CO. 


Former Eastern Zone Sales Manager 
Had Been Assistant Manager 
at Newark 


Rick E. Vernoia, who has been eastern 
zone sales manager, has been appointed 
resident manager of the Philadelphia 
branch office of Allstate Insurance Co., 
subsidiary of Sears Roebuck & Co., ac- 
cording to Henry M. Mereness, eastern 
zone vice president. He succeeds Wil- 





RICK E, VERNOIA 


liam F. Powers, who is being promoted 
to new managerial duties in the New 
York City area. 

The Philadelphia branch office, which 
Mr. Vernoia now heads, serves more 
than 95,000 policyholders in Delaware 
and 37 counties in eastern Pennsylvania. 
Mr. Vernoia began his Allstate career 
in January, 1947, as an agent in Stam- 
ford, Conn. He became assistant sales 
manager of the Newark, N. J., branch 
office in February, 1948, and sales man- 
ager in May, 1950. He was appointed 
sales manager of the company’s eastern 
zone territory in October, 1952. 

The Vernoia family will make its new 
home in Marple Township, Pa. Mr. and 
Mrs. Vernoia have two boys, aged three 
and one. Mr. Vernoia served six years 
in the Army Air Corps and during 
World War II he was a troop carrier 
pilot in Europe. He retired from active 
duty in 1946 as a first lieutenant. 





O'Loughlin Heads Fire 
Patrol Com. N. Y. Board 


J. F. O’Loughlin, assistant United 
States manager of the Royal-Liverpool 
Group, has been elected chairman of the 
Committee on Fire Patrol of the New 
York Board of Fire Underwriters, to 
succeed J. J. Magrath, who has been 
elected vice president of the board. Mr. 
O'Loughlin was also elected a member 
of the board of directors of the New 
York Board of Fire Underwriters. 

Harry W. Miller, United States mana- 
ger of the Commercial Union Assurance 
Uo. Ltd., has been elected vice chairman 
ot the Committee on Fire Patrol. 


FETZER TALKS ON MANAGEMENT 


Wade Fetzer, Jr., president of W. A. 
Alexander & Co., Chicago, spoke on 
‘A Philosophy for Management” at a 
recent dinner meeting of the Minneapo- 
lis-St. Paul chapter of the National Of- 
hice Management Association at the Cur- 
‘ts Hotel, Minneapolis. 





Mather’s Report Features — 
Compulsory Law Opposition 


Asbury Park, N. J. March 28—The 
New Jersey Association of Insurance 
Agents in midyear session here reaf- 
firmed its opposition to state-wide com- 
pulsory auto liability insurance as Presi- 
dent Harry G. Mather of Trenton sub- 
mitted his semi-annual report. Pointing 
to the 1952 program passed by the state 
legislature which included security-type 
financial responsibility law and the un- 
satisfied claim and judgment fund, Mr. 
Mather said: “We feel that . . . we have 
the finest and broadest protection for 
the drivers on our highways. We strongly 
feel that these laws should be given a 
chance to operate before any considera- 
tion is given to making a change.” 

In his report Mr. Mather praised the 
joint resolution being sponsored in the 
legislature by Essex County Assembly - 
man Metzger which would create a New 
Jersey insurance and brokers 
study commission to “study the subject 
of licensing insurance agents and bro- 
kers concerned with selling... fire, 
casualty and allied lines insurance poli- 
cies and consider the desirability of es- 
tablishing an insurance board. .. to 
guide and control the operations of in- 
surance agents and brokers in this state. 

Mr. Mather noted that membership in 
the state association has now passed the 
1,500 mark. He reported on progress ot 
various standing committees. Me 

Ten past presidents of the association 
attended including Harry Godshall, Stan- 
ley Stults, S. S. Holland, Theodore S. 
3rown, Herbert L. Brooks, who_ its 
NAIA vice chairman for casualty; Roy 
H. MacBean, Sidney K. Howell, Charles 
H. Frankenbach, Russell E. Stevens and 
H. Earl Munz, CPCU, chairman of 
NAIA’s property committee. 


agents 


N. J. Agents Get Story on 
Packaged H. O. Policies 


STATE TO APPROVE THEM SOON 


Panelists Point to Advantages of One 
All-Inclusive Policy at Annual Premium 
Saving; Munz Moderates Panel 


, March 29—The 


Asbury Park, N. J. 
growing popularity of “packaged” insur- 
ance policies which offer all-inclusive 
protection for homes and their contents 
indicates a strong trend in merchandis- 
ing insurance sales, panel speakers 
agreed at the 62nd midyear meeting 
here today of the New Jersey Associa- 
tion of Insurance Agents. 

Some 400 agents and men 
gave close attention to the panelists at 
this session featuring “Package Policies 
for the Home Owner.” They included 
Harry Perlet, general manager, Inter- 
3ureau. Insurance Advisory Group; 
George V. Whitford, CPCU, vice presi- 
dent, Fire Association of Philadelphia, 
and Arthur B. Guest, CPCU, who is with 
300th, Potter, Seal & Co., Philadelphia. 
Moderator of the panel was H. Earl 
Munz, CPCU, of Paterson, a past presi- 
dent of the association. 


company 


Telling about Inter-Bureau’s plan of 
operation Mr. Perlet said that his was 
a coordinating and advisory group hav- 
ing 115 member companies. Its objective 
is to keep the development of its com- 
prehensive dwelling policy on an orderly 
basis, to reduce confusion. The basic rate 
structure is retained, he said. 

The policy has been filed in 42 states 
and approved in 37. “There is nothing 
new or complicated about this policy. In 
setting it up we went to the three rating 
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bureaus and then used the fire insurance 
approach to the basic policy. We aim to 
keep it flexible, simple, standardized and 
hand tailored to meet insured’s needs,” 
he explained. 
Mr. Perlet 
know your 


told the 
basic 


agents: “If you 


coverages there fs 
about 
hazards 


nothing mysterious forms.” 
He listed the 


coverage group—theft on and off prem- 


our 
insured in each 
ises and specified articles; CPL, personal 
property off premises and glass break- 
age—and then gave the rating require- 
ments. One advantageous feature, in his 
opinion, is the use of the survey form 
“which strengthens the entire program.” 
The survey gives the producer a toot in 
the door to neglected business; discloses 
weak points in a client’s program, and 
indicates sales possibilities for PPF. 
The average premium under Inter- 
Bureau’s policy, he said, is $275. 

_ Summarizing Mr. Perlet stressed “here 
is all-around coverage for a single pre- 
mium at an equitable rate. It is an ideal 
sales instrument to combat direct writer 
competition.” 


Whitford on Home Owner’s Policy 


Advocating that agents promote the 
sale of “package” home owner policies 
rather than holding on to the old idea 
of separate policies, Mr. Whitford 
brought out that such all-inclusive pack- 
aging is in keeping with accepted mer 
chandising trends; that it eliminates the 
nuisance to both insureds and agents of 
several separate overlapping policies and 
offers the insured an over-all annual pre 
mium saving of about 20% over separate 
policies. 

“This policy is a progressive instru 
ment for a better way of serving buyers 
of insurance,” he declared. “It has the 
advantage of one policy writing opera 
tion, one typing, singie handling and 
single manual. 

Mr. Whitford upheld the home own- 
er’s policy forms A and B put out by 
the Multiple Peril Insurance Rating 
Organization, which combine four poli- 
cies into one to cover dwelling and con- 
tents of one or two family dwellings or 
owner occupied homes as permanent 
residences, 

Guest Urges Comparative Cost Studies 

Mr. Guest gave the agent’s viewpoint 
on the “packaging” trend. He said: that 
when the home owner’s policy first hit 
the market his reaction was one of 
skepticism. He was not impressed with 
the fixed amounts of insurance, its seem- 
ing inflexibility and, what seemed to him, 
the limiting of coverage. Today, how 
ever, the policy has been broadened and 
is more flexible than in the beginning. 
However, even now he still feels that 
where a man can pay the premium, his 
best coverage is obtained by use of an 
all risk dwelling policy, combined with 
PPF. 

His advice to the New Jersey agents 
was as follows: “Make a careful study 
and analysis of the various forms avail- 
able to you. Compare them with one 
another, and with the various individual 
policies. Choose the one best suited to 
your clients’ needs and then plan your 
approach .. .” 

In answer to persistent questions from 
the floor the speakers explained that 
both types of the “packaged” home own 
er’s policies have been filed with the 
New Jersey Department and, while offi 
cial approval of them has not yet been 
received, it is expected soon. 

The speaker also said that most of 
the mortgage companies approve of the 
home owner's policy. Lending companies 
and the FHA also support the packaging 
idea. 


Canadian Advisory Board 


Ottawa—Raymond Dupuis has been 
elected chairman of the Canadian Advis- 
ory Board of the Royal Insurance Co., 


Ltd. and the Liverpool & London & 
Globe Insurance Co., Ltd., and of the 


boards of directors of the Globe Indem- 
nity Co. of Canada, The Liverpool-Mani- 
toba Assurance Co., and the Hudson Bay 
Insurance Co. 
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Marketing Revolution 


(Continued from Page 1) 


“As the marketing revolution continues 
we see the stepped-up drive to reduce 
distribution costs, because cost is the in- 
herent factor in the marketing revolu- 
tion. Each business, one competing 
against the other, is seeking to deliver 
a better product at reduced cost to the 
buyer. Production costs have been ham- 
mered for years, and now managements 
are operating on distribution costs. 

“Supermarkets have now become so 
efficient that the distribution cost for 
food has been almost halved—and yet 
the owners of these supermarkets can 
operate them at a satisfactory profit. 
Chain stores have dotted the country, 
with specialty shops, department stores 
and drug stores being commonpl ice. 
They are distribution units in our econ- 
omy and their goal is control and reduc- 
tion of distribution cost. 

“The most recent development in the 
marketing revolution is the rapid growth 
of chain banks. Yes, bankers have real- 
ized over the past decade the necessity 
for hard selling and having adequate out- 
lets to do the job. Thus the growth of 
chain banks and the merger of banks in 
order to facilitate this operation. 

“For years now fire and casualty insur- 
ance companies have merged and formed 
insurance groups. My own company is 
a group of companies resulting from 
mergers of many years ago to reduce the 
cost of administrative and distributive 
expense. Over the past year we have 
witnessed the leading life insurance com- 
panies introducing with vigor through 
mass merchandising $5,000 and $10,000 
life policies, special type life policies that 
provide more flexible coverage at less 
cost. Yes, life insurance is now being 
sold at discounted prices. 


Growth of Direct Writers 


3ut the thing most apparent to all of 
us because it affects us more directly, 
as this marketing revolution continues, 
is the rapid and widespread growth of 
certain specialty and direct writing fire 
and casualty insurance companies who 
are attuned to mass merchandising. They 
seek to sell insurance at discounted prices 
without the facility of an independent 
local agent. 

“The notable success of these compa- 
nies as the instruments of providing 
mass merchandising to our business gives 
cause for consideration to their organi- 
zation and operation; and it behooves 
us to study their methods well and 
closely. 

“Already the marketing revolution is 
having its effect on the capital stock 
companies. The most obvious effect is 
the emergence of the many _ various 
forms and types of homeowners policies, 
such as the homeowners policies that 
are packaged A, B and now C soon to 
be, to fit the family budget with obvious 
savings up to 20% or more over the indi- 
vidual policies providing similar coverage. 

“We are witnessing increased individ- 
ual action among the agency companies 
for the desirable dwelling lines. There 
is a division among companies concern- 
ing the approach to this desirable busi- 
ness as evidenced in the formation of 
two organizations—MPIRO and _ Inter- 
bure: au—with each sponsoring organiza- 
tion having a definite form of home- 
owners policy and priced in a different 
manner. In addition to this we have 
witifessed the development of broad form 
and all physical loss endorsements for 
fire policies to provide more coverage 
for less money. 


Meeting Competition 

“The specialty automobile insurance 
companies have quickened the pace of 
the marketing revolution in our business 
as they aggressively seek more business 
in the mass market of 48 million passen- 
ger automobiles. Already several bold 
pioneering agency companies have made 
initial moves in the development of mer- 
chandising plans for private passenger 
car business to enable their agents to 
meet the specialty company streamlined 
low cost methods of handling automobile 
business. Their methods. are notable for 
the features of cash with application, 


Well Known Personalities Snapped at Pittsburgh I-Day 





Left to right: Joseph C. Donaldson, 
special agent, Hartford Fire Insurance 
Co. and President, Insurance Club of 
Pittsburgh; J. E. Hartmann, agent, Gen- 
eral I-Day Chairman. 


Left to right: Edward A. Logue, state 
agent, American Home Assurance Co.; 
E. A. Manton, president, American 
International Underwriters Corp.; David 
W. Stewart, II, special representative, 
American’ International Underwriters 
Corp. 





streamlined accounting, recording and re- 
newal with either a rate deviation or 
merit rating in order to pass the savings 
on to the insurance buying public. 

“The delivered price of a goods or 
service is the keystone to the marketing 
revolution. Price has always s been a fac- 
tor in our business and is only becoming 
more apparent because of the ageressive- 
ness of certain specialty companies for 
the mass market of dwelling and auto 
insurance. 

“Producers and agency companies have 








ASSURANCE 


NR a kek pages 


33 Lewis Street 











METROPOLITAN FIRE 





December 31, 1954 
veeeeeeees $9,069,346.64 
1,962,648.46 


Surplus as regards Treaty Companies. . 


Automatic Treaty Reinsurance 


FIRE 
AND ALLIED CLASSES 





Administrative Offices 


J. B. CARVALHO, President 


for years recognized price as a factor in 
the treatment of commercial and indus- 
trial risks. Fire rate engineering and 
sprinklered risk engineering are part and 
parcel in an agency company’s service 
with one objective—reducing the hazard 
in order that the cost of the insurance 
can be reduced. Experience and retro- 
spective plans have for years now been 
used to provide public liability and work- 
men’s compensation insurance at an ac- 
ceptable lower cost whenever feasible to 
the insured. The Factory Insurance As- 
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Hartford 3, Connecticut 
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sociation has operated with notable suc. 
cess for decades now in the handling of 
superior industrial risks—to provide 
more and better coverage for less money. 

“Just as the industrial revolution has 
continued endlessly since it was firs; 
recognized in the year of 1760, the mar. 
keting revolution will continue. And as 
certain enterprising specialty and direc 
writing companies increase the tempo oj 
competition it is quite timely and proper 
that we ask ourselves what measures 
should and can be taken by agency com- 
panies to retain for themselves and their 
agents the vast market of persona! lines 
for fire and automobile insurance. This 
is the new era for insurance producers, 


Company, Agent Partnership 


“Producers are the partners of their 
companies, and the marketing revolution 
problems that are now with us will re- 
quire a partnership of good faith and 
confidence by both the agents and their 
companies if a satisfactory solution is to 
be reached. 

“What is the recommendation of agents 
as to what the agency companies ‘should 
do to preserve their market? What are 
the definite positive steps that can be 
worked out and recommended first by a 
local board, second by a state association 
and third by the federation of state asso- 
ciations embodied in the National Asso- 
ciation of Insurance Agents? Now that 
the marketing revolution is upon us it 
is time for a thorough investigation of 
the matter. 

“To be specific what should our an- 
swer and action be to cope with the fire 
and automobile protection now being pro- 
vided by special and direct writers at 
20% and more discount on residence fire, 
and 20% to 35% discount on private pas- 


senger cars? The facilities of these 
carriers are not known just to us. They 
are exposing their facilities, policies, 


services and merchandising organization 
to all of our customers daily through the 
medium of television, radio programs, 
magazines, newspapers and door-to-door 
salesmen. 

“What is the best role for the pro- 
ducer to assume in this new era? Are 
the customary practices going to be ade- 
quate to stem the tide? What besides 
policywriting and billing service does 
your agency provide to all policyholders, 
especially in the personal lines? Re- 
member, not everyone has a loss within 
the term of their policy in order that you 
may demonstrate the value of agency 
service at such an important event. We 
cannot count on policywriting and bill- 
ing service as the mainstay of future 
agency service. We are living in the 
wonder world of electronics which are 
rapidly being applied to office machines. 
The day is not far off when record keep- 
ing, policywriting, accounting and all 
other matters, such a chore to us today, 
can be handled automatically electronic- 
ally. And why do we continue with the 
time-honored tradition of treating most 
residence fire and automobile renewals 
as though they were new business to 
the agency and to the company at an 
increased expense to ourselves and to 
the insured? The specialty companies 
aren’t doing it, because they consider it 
to be an expense factor that they can 
reduce and minimize by stre: intial 
methods of accounting and recording for 
the business. 


Some Self-Examination 


“How much face-to-face selling anil 
service is being rendered by your office 
to the personal accounts on your books: 
Remember, the direct writers and spe 
cialty company licensed representatives 
are making door-to-door solicitations 
every day. 

“What kind of a sales organization 
has your agency developed ? What 1s 
its sales program and is it being fol! wed 
in the day-to-day operations of your 
business? What provisions does it make 
for the development of new accounts 
and new lines? When I say a new line 
I mean an absolutely new type of insur- 
ance business, such ‘as Major Me lical 
Expense insurance where creative sell- 
ing is necessary to produce premium 
income where none ever existed beiore 
—and provide a deep-rooted necessary 
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type of coverage in order that family 
security may be maintained for the 


insured. 

“Finally in looking over your agency 
and those of your contemporaries, what 
bona fide salesmanship is being prac- 
ticed and recognized as being fundamen- 
tal to the preservation of the residence 
fre and private passenger automobile 
business? Agencies here today which 
have good sales programs and good 
salesmen we know are having little if 
any trouble with the new competition 
that has come into our business. Sales- 
manship is the difference for them, anil 
it can be for other agencies. 

“In this era of unparalleled prosperity 
for almost a full decade now when the 
American people (we ourselves) have 
never had it so good with money being 
in greater abundance than ever before, 
we find ourselves witnessing a market- 
ing revolution in our own_ business, 
wherein the new competition featuring 
price and reduced distribution cost has 
grown to its lustiest size and scope. 

“Today the largest automobile writer 
in the country is one that was unhear/ 
of 15 years ago. Last year it chalked 
up $209.6 million of premiums, a 21% 
increase over the year previous; and 
with a loss ratio of 59.6% and an expense 
ratio of 26.5%, it operated at a substan- 
tial profit. 

“T would like to conclude my remarks 
about a new era for insurance producers 
by repeating a little piece entitled 
‘The Oracle and the Bird’—‘and so | 
say to you in this new era for insurance 
producers, the successful perpetuation of 
your business and our business is in 
your hands.’” 





Bills in Congress Fix Govt. 
Liability in Texas City Losses 


Bills to fix Federal Government lia- 
bility for losses arising out of the 1947 
Texas City explosions and to pay sev- 
eral hundred claimants seeking damages 
running into hundreds of millions of 
dollars have been introduced by Rep- 
resentative Clark W. Thompson (D., 
Tex.), in whose district Texas City is 
located, and Senators Price Daniel and 
Lyndon Johnson, both of Texas. John- 
son is Senate majority leader. 
Legislation to provide for investiga- 
tion and payment of the claims passed 
both Houses last year, but a conference 
committee was unable to adjust differ- 
ences between the chambers before Con- 
gress adjourned. This year the sponsor- 
ing legislators are optimistic over pros- 
pects of enacting the bills. 

The new bills provide for an entirely 
different procedure, with a special three- 
man commission to be appointed by the 
President to adjudicate the claims. Un- 
der the bills passed last session, follow- 
ing a special investigation by a House 
Judiciary subcommittee, the Department 
of the Army would have been assigned 
the task of investigating and settling the 
claims. 

The legislative approach was an out- 
come of an adverse decision by the U. S. 
Supreme Court. The many claims had 
been consolidated into a_ single suit 
against the Government, and the Su- 
preme Court ruled that the Government 
was not liable under the provisions of 
the Torts Claims Act—basing its deci- 
sion primarily upon technical legal 
Points, while acknowledging, in effect, 
that the Government was largely respon- 
sible for the damages resulting from 
the explosion of fertilizer being loaded 
for shipment to France under the for- 
eign-aid program. 

_Under the new bills introduced by the 
Texas Congressmen, the special Com- 
mission would be required to determine 
anl fix damages in the case of each 
claim within one year from the date on 
which the claim was submitted. 

Claims to be examined by the Com- 
mission would be limited to those—with 
special exceptions—filed as part of the 
Civil action originally taken against the 
United States prior to April 25, 1950. 


See $4 Million Loss From 
Windstorm in Mid-West 


The National Board of Fire Under- 
writers has assigned catastrophe serial 
No. 58 to losses resulting from the wind- 
storm in eastern Michigan, Indiana, 
Kentucky, and Ohio. It estimates that 
losses may exceed $1 million in each 


state. 

The National Board also reported that 
the Western Adjustment & Inspection 
Co., and the Underwriters Adjusting Co., 
both with offices at 175 West Jackson 
Boulevard, Chicago, are sending addi- 
tional insurance adjusters into the af- 
fected areas to facilitate the handling 
of the large number of claims that are 
expected to result. Both companies are 
setting up special storm claims offices to 
facilitate service to the public on behalf 
of the capital stock fire insurance busi- 
ness. 

The National Board of Fire Under- 
writers explains that its procedure of 
assigning serial numbers to catastro- 
phes of $1 million damage or more was 
started in 1949 for statistical purvoses. 
These catastrophes now number 58 and 
include, in addition to windstorms, sev- 
eral hailstorms, an ammunition explosion 
and an earthquake. 


DEATH OF PAUL V. McNUTT 





General Counsel for Companies in C. V. 

Starr Organization and on Some 

of Its Boards 

Paul V. McNutt, 63, former Governor of 
Indiana and first American ambassador 
to the Philippines, died in New York on 
March 24 after being ill several months. 
He was general counsel for a number of 
companies in the C. V. Starr organiza- 
tion, including American International 
Underwriters, American International 
Marine Agency of New York. He was 
on board of American Home Assurance 
Co. and American International Insur- 
ance Co. Also, he was general counsel 
of the Albert Ullmann Marine Office, Inc. 

He was chairman of the Philippine- 
American Life Insurance Co., and had 
been general counsel of the United 
States Life, formerly owned by Starr 
interests and now owned by Continental 
Assurance. He was also on board of 
American International Reinsurance Co. 
(life insurance), and was on board of 
American Life of Delaware which oper- 
ates in foreign companies. 

Dr. Kirby Martin, his physician, at- 
tributed death to “malignancy” in the 
esophagus. Mr. McNutt left a wife and 
daughter. 


Recovery Men’s Forum 
Annual Dinner on May 5 


David Butterworth of Pacific Fire In 
steering 
Recovery Men’s 
that the fourth 


surance Co., chairman of the 
committee of the 

Forum, has announced 
annual dinner of the group will be held 
at the Downtown Athletic Club, New 
York, on Thursday, May 5. Arrange- 
ments are under the direction of a din- 
ner committee consisting of Floyd C 
Pickett of the Home Insurance Co., as 
by William M. 


chairman, assisted 


Whitesell, Jr., of the General Adjust- 
ment Bureau, and Joseph Balsamo of 
the Northern Insurance Co. of New 
York. 


The principal speaker will be R. M 
Ryan, assistant general manager of. the 
Western Adjustment & Inspection Co. 
of Chicago. 

The dinner is open only to officials 
and personnel of insurance companies 
and company owned organizations. Res 
ervations may be made through William 
M. Whitesell, Jr., manager, Recovery 
Division, General Adjustment Bureau, 99 
John Street, New York. 








THE INSURANCE COMPANY OF 
THE STATE OF PENNSYLVANIA 


FINANCIAL STATEMENT AS AT DECEMBER 31, 1954 


*Bonds—United States Government 


ADMITTED ASSETS 


$ 1,375,694.80 


SCS INLET (0 1 CoS ea Elo ea ae re Sern eae ra ear ear inh 1,528,916.37 
PNT AIH ee ee Nive fer k ThA Ee ETRE we ECR EEN OEE et Uwe Wels els 6,418,579.00 
CEN ERRAT ET EL TLGL LUNCH LT ES ETNA oa fe Soca oxo 0 ero. escorted wren oo) 4.cti u. ere, 6.604; 6 wi eneissee's Aone dersi@iak ces 1,053,222.16 
Premium Balances (Less Ceded Reinsurance Balances).............00 eee ee eee eees 802,830.14 
pera IReCOny aes Cemeerr LOPE PONMIUIIE io) «5:5: 5:0;010 oils e500 lei visleleretale ere gidleveielstaleld eiehed einelels 31,512.93 
RMA UER ECT PRO ROP ONL C 5 oo 5 5s aac arene tia eelc. @ cred ab Seo ole e ale bad elwicielain a 6 Maleate aise 26,569.93 
Pee MAIER CCCI EMME Go ote ccs ayelels ck cleba) 014. aivens Gh lace Caccsie bie Med RET SE Ohaeine geen 575,245.52 


Reserve for Losses and Loss Expenses 
Reserve for Unearned Premiums 
Reserve for Perpetual Policy Deposits 
Reserve for Expenses, Taxes (Including $656.01 Federal Income Taxes) 

and Contingent Commissions Due or Accrued 
Funds Held under Reinsurance Treaties 
Reserve for all other Liabilities and Items 


Capital Stock (100,000 shares $10.00 Par Value)...............045 


Surplus 


POLICYHOLDERS’ SURPLUS $6,253,537.20 


* Bonds and Stocks are carried on the basis prescribed by National Association of Insurance Commissioners. 
1954 market quotations had been used, the Policyholders’ Surplus would be 
Securities carried herein at $299,345.57 are deposited with State Departments as required 


If actual December 31, 
$6,307,661.09. 
by law. 


111 WILLIAM STREET, NEW YORK 38, N. Y. 


INLAND 
MARINE DEPARTMENT 
169 William Street 
New York 38, N. Y. 








EXECUTIVE OFFICE 


FOREIGN DEPARTMENTS 
102 Maiden Lane, New York 5, N. Y. 


206 Sansome Street, San Francisco 4, Calif. 


OCEAN 
MARINE DEPARTMENT 
84 William Street 
New York 38, N. Y. 


$11,812,570.85 


$ 886,385.27 
3,153,254.41 
190,667.86 


271,390.45 
943,655.38 
113,680.28 


$ 5,559.033.65 


$1,000,000.00 


5,253,537.20 6,253,537.20 
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Brokers Want Term Policies 
On All Classes of Business 


The Greater New York Insurance 
Brokers’ Association has asked the New 
York Fire Insurance Rating Organiza- 
tion to liberalize its rules so as to per- 
mit the writing of Term policies with 
appropriate discounts on all classes of 
fire business. Lawrence M. Goldstein, 
chairman of the brokers fire committee 
introduced a resolution at the last meet 
ing which adopted and sent to 
NYFIRO 

Mr. Goldstein pointed out that rating 
organizations in other states already 
have changed their rules to make Term 
discounts applicable to all classes of fire 
business. He said that the liberalization 
would in no way adversely affect the in- 
surance companies. As a matter of fact, 
he said, it would be an excellent public 
relations gesture completely in keeping 
with the popular Term rule principle. 
He said that his association would fol- 
low up its’ request to determine if the 
NYFIRO will act favorably on the sug- 
gestion. 


Was 


LARRY KANE HONORED 
Recognition Given by Frenkel & Co., Inc., 
for His 45 Years Service With That 
House; Prominent Legionnaire 

Lawrence M. Kane, well known in the 
downtown insurance district as assistant 
secretary of Frenkel & Co., Inc., New 
York brokerage house, was given a 
luncheon at Whytes Restaurant March 
25 in recognition of his 45 years with 
that organization. He is in charge of 
claims and handles some of the larger 
accounts as well. The luncheon was at- 
tended by 27 of his associates. 

Mr. Kane, a charter member of Insur- 


ance Post 1081, American Legion, is a 
past commander and long active in its 
affairs. 


Likewise he is one of the oldest in 
point of service with Frenkel & Co., Inc., 
which is 80 years old this year. Founded 
by Emil Frenkel in 1878, the concern was 
incorporated in 1906 and since then has 
been conducted under the guidance of 
Leo S. Frenkel, president, and George 
Frenkel, vice president. 

At the luncheon Mr. Kane was pre- 
sented with a desk set by George Frenkel 
who paid tribute to his loyalty and long 
service. Mr. Frenkel remarked that there 
were three times as many people at the 
luncheon as there were in the Frenkel 
office when Mr. Kane started in 1910. 


Norman Duffield Dead 


Norman Duffield, 63, president and 
founder of Norman Duffield & Co., Inc., 
a general insurance firm in the Crosby 
Building, died March 22. He est: iblished 
the business in 1919, shortly after he re- 
turned to Buffalo from service in World 
War I. He was graduated from Williams 
College in 1913 and then worked as an 
insurance broker in Buffalo. 

Mr. Duffield was for many years the 
squash champion of the Buffalo Athletic 
Club and was on the city squash team. 
He served as the first president of the 
City Squash Racquets Club. He was an 
active skier, figure skater and golfer un- 
til recently. He was a past president of 
the Buffalo Figure Skating Club and 
member of the Wanakah and Clarksburg 
Country Clubs and the Red Jacket Ski 
Club. 


H. T. Glover Made Chairman 


Southern Agents Conference 
Hayne T. Glover of Greenville, S. C., 


was elected chairman of the Southern 
Agents Conference which met at White 
Sulphur Springs, W. Va.,_ recently. 
Frank R. Bell, Jr., of Charleston, 
W. Va., was elected vice chairman and 
Richard Brantley of Raleigh, N. C., was 
reelected secretary-treasurer. 

The conference passed a resolution in- 
structing its officers to urge the National 
Association of Insurance Agents to take 
up with companies the need to develop 
a nationwide advertising and public re- 
lations program that will demonstrate 
the function and services of local agents 
in the insurance business. 


Lowe Named State Agent 
For Meserole Group in West 


William N. Lowe of ‘Chicago has been 
named state agent for the Meserole 
Group companies—Pacific Fire, Bankers 
& Shippers and Jersey—in the metro- 
politan areas of Chicago, St. Louis and 
Kansas City. He will make his head- 
quarters in Chicago. 

For the past four years Mr. Lowe has 
been field supervisor in Chicago for 
Travelers Fire. Prior to that he had six 
years of direct selling experience in that 
territory with the Hardware Mutuals. 
He served in World War IT as an army 
first lieutenant. His father-in-law is 
Charles J. Peck, vice president of Wag- 
ner & Glidden-Toplis & Harding, Chi- 
cago, in charge of fire losses. 





C. M. Comollo Appointed 


Charles M. Comollo has been appointed 
Long Island, special agent bv Hall 
Henshaw to succeed John B. Soule who 
has resigned to enter the local agency 
business. 

Mr. Comollo, with Hall & Henshaw 
many years, is experienced in handling 
production involving fire. casualty and 
marine lines in New York City. 


Examination for Licenses 

The New York Insurance Department 
has issued the schedule for examinations 
for licenses for agents, brokers, and ad- 
justers from April 1, 1955 to March 31 
1956, giving all pertinent information as 
to time and place. For a copy of the 
schedule write: State Insurance Depart- 
ment, 324 State Street, Albany 10, N. Y. 


J. H. Germain Now V. P. 
Of Johnson & Higgins 


25 YEARS WITH FACTORY ASSN. 





Former Asst. General Manager of FIA 
Has Also Had Broad Experience 
in the Field 





J. H. Germain has joined Johnson & 
Higgins, international insurance brokers, 
as a vice president. Mr. Germain 
formerly assistant general manager of 
the Factory Insurance Association, Hart- 
ford, a group of most of the large capital 
stock fire insurance companies specializ- 


Was 


MAIN 


J. Fo GH 


ing in the underwriting and servicing of 
the highest type commercial risks. 

Mr. Germain will make his headquar- 
ters in the New York office of Johnson 
& Higgins, where his wide knowledge 
and experience in insurance will bring 
added strength to the expanded Johnson 
& Higgins services. After graduating 
from Worcester Polytechnic Institute in 
1929 with a degree Bachelor of Science 
in Mechanical Engineering, Mr. Germain 
joined the Factory 
tion as an inspector. He was soon“ad- 
vanced to special agent in the Philadel- 
phia office and in 1939 was made field 
manager for the Middle Atlantic states 
in charge of the Philadelphia office. 

Mr. Germain was transferred to the 
New York office in 1940 as manager and 
Was made assistant mz unager of the east- 
ern regional office in 1945. Three years 
later he became manager of the eastern 
region and in 1952 took on the additional 
duties of assistant general manager of 


FIA. 


Insurance Associa- 


On July 1, 1954 Mr. Germain cele- 
brated his 25th anniversary with the 
Factory Insurance Association. He is a 


member of the Honorable Order of the 


Blue Goose, Inc., the Hartford Club, 
Wampanoag Country Club, Inc., and 
other associations, 
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DARGAN & CO., INC. 


110 William St., New York 38, N. Y. 
Telephone: DI 9-0670 Cables: NAGRAD 


WORLDWIDE FACILITIES 


ADJUSTERS—SURVEYORS 
INVESTIGATORS—SALVORS 


Offices or 
Dependable Representatives in 
every country throughout the World 
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NEW YORK « JAMAICA 


148-15 Archer Ave. 


INSURANCE COURSE 


Starts Tuesday, May 17, . 
| Brokers’ Examination on Sept. 1 


REAL ESTATE COURSE 


Starts Tuesday, May 24, for 
State Exams on Aug. 3 & Sept. 21 


AMERICA'S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
Pp) Fr, S INSURANCE 
132 peg Street 
New York N.Y. 
Near Cliy hall 
COrtlandt 7-7318 
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B. F. Thompson Elected Pres.; Minor, 
Ross, Graham and Russell Have 
Officer Posts 

Burtis F. Thompson was elected presi- 
dent of the Insurance Square Club oi 
New York, Inc., at its recent March 
meeting. Edward T. Minor was elected 
first vice president. and John T. Ross, 
second vice, president. George Graham 
and James S. Russell were reelected re- 
spectively to the posts of treasurer an 
secretary. 

Mr. Thompson is associated with the 
A. L. Carr Agency, New York, in their 
Hee oe department. He joined the 
Wis: & G. in 1930 as a member of 
their Sicdine production department 
specializing in bonding for financial in- 
stitutions. He resigned in 1939 to join 
the Maryland Casualty Co. in the same 
capacity. 

From 1943 to 1952 he was a special 
agent for the Employers’ Group. Mr. 
Thompson served as commander of the 
{nsurance Post 1081—American Legion 
from December, 1948 to June, 1950. 

Mr. Minor began his insurance career 
with the Home in New York in 1920 
and in 1929 was appointed special agent 
in West Virginia. In 1932 he returned 
to Brooklyn as a producer for Davis Mc- 
Kinnon Agency. In 1942 he became 
schedule rate engineer and special agent 
for Valentine, Illner, Poggenburg, nec. 
Mr. Minor is active in Boy Scout, 
Church, community and masonic work. 

Mr. Ross, second vice president, is as- 
sociated with the Mackay Agency, in 
Dumont, N. J. Mr. Graham is with the 

Hartford Fire and Mr. Russell is with 
the Whitehill Agency. 


SQUARE CLUB ELECTIONS 
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President Black Fetes 
Home Quarter Century Club 


The Quarter Century Club of the 
Home Insurance Co. were dinner guests 
of Kenneth E. Black, president of the 
company, at the Waldorf-Astoria, New 
York, Friday night last week, with 294 
club members present. 

Similar social events were held 
throughout the country the same eve- 
ning for club members serving in com- 
pany field offices. The membership con- 
sists of those Home employes who have 
served 25 or more years with the com- 
pany. 





Morton T. Jones Honored 
By Kansas City Group 


At a ceremony held at the University 
Club in Kansas City, Morton T. Jones, 
president of the Kansas City Fire & 
Marine Insurance Co., and managing di- 
rector of R. B. Jones & Sons Inc., was 
presented with the 1955 Honor Man 
Award of the Greater Kansas City 
Alumni Association of Sigma Alpha Ep- 
silon fraternity for outstanding public 
achievement. 

The award is presented annually to an 
alumnus who has distinguished himself 
in public life. Mr. Jones is the seventh 
man so noted. The presentation was 
made by Kearney Wornall, vice president 
of the City National Bank & Trust Com- 
pany of Kansas City, and a_ previous 
award winner. 

Mr. Jones, who attended the Uni- 
versity of Missouri, was cited for his 
achievements, which include: vice presi- 
dent and a governor of the Kansas City 
Art Institute from 1938 to 1941; a mem- 
ber of the Missouri State Council of 
Defense in 1941 and the State Social 
Security Commission in 1941; a role in 
changing the complexion of Kansas City 
from an agricultural and distribution cen- 
ter to an industrial community from 1940 
to 1941 when he served as president of 
the Kansas City Chamber of Commerce 
and worked to bring defense industries 
to this area; rise to managing director 
and chairman of the board of R. B. Jones 
& Sons. Inc.; president of the Kansas 
City Fire & Marine Insurance Company, 
which he organized with his brothers 
and local businessmen in 1929; presidency 
of the Missouri Insurance Council 1939- 
1940; chairman of the Flood Information 
Committee of the Chamber in 1951. 

He was also cited for current achieve- 
ments which include: chairman, Board 
of Advisory Trustees. of the Citizens 
Bond Committee; a director and member 
of the Trust Committee of the City Na- 
tional Bank and Trust Company; a 
director and member of the Finance 
Committee of Black, Sivalls & Bryson, 
Inc.; a director of Minnesota Avenue, 
Inc.; a member of the Downtown Com- 
mittee of Kansas City, and a founder and 
President (1955) of the River Club. Last 
month Mr. Jones was appointed General 
Chairman of a drive for $225,000 for the 
West Missouri Episcopal Diocese. 


L. A. Wins Allstate Award 


The Los Angeles branch of the All- 
state Insurance Co. was announced as 
the 1954 winner of the President’s 
Award, presented annually to the branch 
in the Allstate organization with the 
best over-all performance for the year. 

The announcement was made at a 
conference of the company’s officers and 
2% resident managers, with President 
Calvin Fentress, Jr., making the presen- 
tation. The award, the handsomely 
mounted steering wheel of the first au- 
tomobile insured by Allstate when it 
began business 24 years ago, was ac- 
cepted on behalf of the Los Angeles 
branch by Clarence J. Weiss, assistant 
Vice president and resident manager. 








Texas Cotton Rates Hearing 
Austin—The Texas Board of Insurance 
ommissioners has announced that it 
will hold its annual hearing on fire and 
EC rates, rules and forms in Austin, 
April 6, with relation to all types of 

Cotton risks, 


February Fire Losses 

Estimated fire losses in the United 
States during February amounted to 
$85,046,000, the National Board of Fire 
Underwriters has reported. 

According to Lewis A. Vincent, 
NBFU’s general manager, this $85,046.- 
000 loss represents an increase of 7.8% 
from losses of $78,928,000 reported for 
February, 1954, and an increase of 13% 
from losses of $75,265,000 for January, 
1955. 

These estimated insured losses include 
an allowance for uninsured and unre- 
ported losses. 


Henry Crosley Dead 

Henry Crosley, claims superintendent 
of the Glens Falls Group for the Central 
Department in Chicago, died suddenly at 
his home in Elmhurst, lll, on March 22. 
After entering the insurance business as 
an adjuster, he joined the Glens Falls 
Group in 1929 as superintendent of 
claims in ‘Chicago. As past president of 
the Casualty Adjusters Association and 
the Claims Managers Council, he was 
well known in claims circles in Chicago 
and throughout the middle west. He was 
born in Indianapolis 57 years ago and is 
survived by his wife and three daughters. 


Clyde G. Knoppe State 
Agent, Employers’ Cos. 

The Employers’ Group Insurance Com- 
panies has announced the appointment 
of Clyde G. Knoppe as fire state agent 
for Kentucky. 

Mr. Knoppe joins The Employers’ 
Group after being affiliated with another 
company as chief fire underwriter. He 
is a graduate of the University of Notre 
Dame, and during World War II, served 
in the United States Marine Corps: from 


1942-1945. 


Yinanctal Hlatement 


DECEMBER 31,1954 


AMERICAN AUTOMOBILE INSURANCE COMPANY 


ASSETS 
Cash in Banks and Offices 


U. S. Government Securities 


Canadian Government Securities .. 
State and Municipal Securities .... 


Preferred Stocks 
Common Stocks, except 
Subsidiaries 


(Valuations on basis prescribed by 
National Association of Insurance 


Commissioners) 
Stocks of Subsidiaries 
Real Estate 


Agents’ Balances (less than 90 


days old) 


Accrued Interest and Miscellaneous 


$ 3,912,131.64 
31,372,555.93 
1,520,522.27 
18,815,558.22 


Reserve for Taxes 
5,049,382.00 
Liabilities 


21,444,517.90 


256,648.60 Capital Stock 


6,732,413.66 Surplus 


Reserve for Expenses and Other 


Surplus as regards Policyholders ... 


LIABILITIES 
Reserve for Unearned Premiums 


. $26,377,347.22 


Reserve for Losses and Loss 
Adjustment Expenses 


wet 
Z 
Me 


27,817,720.10 
2,824,906.35 


YAEL 


1,595,324.12 


Fat EAGOE aise oom case ss $58,615,297.79 
...$ 3,000,000.00 
29.818,749.69 


32,818,749.69 
$91,434,047.48 


Securities carried at $3,878,206.75 in the above statement are deposited for purposes required by law. 


ASSOCIATED INDEMNITY CORPORATION 


(wHoLLy OWNED BY AMERICAN AUTOMOBILE INSURANCE CompPANy) 


ASSETS 


Cash in Banks and Offices 
U. S. Government Securities 


State and Municipal Securities .... 


Preferred Stocks ...... aelestys 


Common Stocks 


(Valuations on basis prescribed by 
National Association of Insurance 


Commissioners) 
Real Estate 


Agents’ Balances (Less than 90 


days old) 
Accrued Interest and 
Miscellaneous Assets 


LIABILITIES 


$ 1,048,866.02 
6,816,649.35 
5,036,747.45 
976,000.00 
4,778,398.00 


Liabilities 


Capital Stock 
Surplus 


Surplus as regards Policyhotders . . 


OM wae eesss: 


Reserve for Unearned Premiums 

Reserve for Losses and Loss 
Adjustment Expenses 

Reserve for Taxes .. 

Reserve for Policyholders’ 
Dividends Declared 

Reserve for Expenses and Other 


Total Liabilities 
.. $ 1,009,000.00 


.-$ 860,295.50 


6,297,778.09 
714,662.18 


704,902.48 


127,713.07 
....$ 8,705,351.32 


10,015,561.56 


11,015,561.56 


Or old 


Securities carried at $3,965,592.44 in the above statement are deposited for purposes required by law. 


AMERICAN AUTOMOBILE FIRE INSURANCE COMPANY 


(wHoLir OWNED BY AMERICAN AUTOMOBILE INSURANCE COMPANY) 


ASSETS 
Cash in Banks and Offices 
U. S. Government Securities 


Canadian Government Securities .. 
State and Municipal Securities ... 


Preferred Stocks 


Common Stocks ............ 
(Valuations on basis prescribed by 
National Association of Insurance 


Commissioners) 


Agents’ Balances (Less than 90 


days old) 
Accrued Interest and 
Miscellaneous Assets 


$ 989,511.30 
10,488,509.98 
110,273.10 
6,050,321.92 
2,078,000.00 
2,531,061.00 


Reserve for Taxes 
Liabilities 


Capital Stock 


3,104,391.04 Surplus 


380,562.93 
$25,732,631.27 


Total Liabilities 
...-$1,200,000.00 


Surplus as regards Policyholders .. 


LIABILITIES 
Reserve for Unearned Premiums 


. . -$12,389,670.73 


Reserve for Losses and Loss 
Adjustment Expenses 


1,167,556.00 
989,611.40 


Reserve for Expenses and Other 


756,836.80 
$15,303,674.93 


9,228,956.34 
10,428,956.34 
$25,732,631.27 


Securities carried at $609,595.61 in the above statement are deposited for purposes required by law. 


AMERICAN-ASSOCIATED INSURANCE COMPANIES « SAINT LOUIS 2, MISSOURI 
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Broaden Powers of Texas 


° . 
Insurance Commissioners 

Austin—As the Texas Legislature last 
week-end passed the midway mark in its 
1955 session, proponents of remedial in- 
surance legislation were optimistic over 
the eventual passage of the major por- 
tion of their program. Indications are 
that the so-called “strong” bills spon- 
sored by insurance organizations and 
approved by the Senate would be modi- 
fied in the House, where the “milder” 
measures advocated by the Board of In- 
surance Commissioners seem to be in 
line with insurance committee’s ideas. 

The Senate has passed the basic bills 
on financial requirements for both the 
fire-casualty and life business. The for- 
mer sets up minimum capital and surplus 
of $200,000 for fire companies, $300,000 
for casualty companies and $500,000 for 
multiple line carriers. The latter steps 
up life capitalization to $375,000 for new 
companies and limits the size of policies 
that existing smaller companies may sell. 
However, the House is expected to re- 
duce all of these figures, with the 
final compromise left up to conference 
committees. 

Legislation designed to broaden the 
powers of the Board of Insurance Com- 
missioners seems to be favored by both 
houses. Among these bills is one pro- 
viding for actions by the board rather 
than by independent action of the three 
commissioners. Another provision calls 
for more frequent examinations of new 
companies, and yet another gives the 
board authority to pass on manage- 
ment personnel of old as well as new 
companies. 

This broadening of authority has been 
given a shot in the arm by actions taken 
in appropriations for the board. The 
House has approved a total appropriation 
of $1,788,794 and the Senate finance com- 
mittee at $1,744,125, both well above the 
board’s current funds of $1,492,368. The 
board had asked for a_ grand _ total 
of $1,915,471, which the governor had 
trimmed to $1,749,006. 

The Senate, further carrying out its 
role of approving the proposals of insur- 
ance organizations, last week passed the 
agency licensing bill advocated by the 
Texas Association of Life Underwriters, 
which is applicable only to agents of 
legal reserve companies. 

Some new legislation, advocated by the 
attorney general’s department, was in- 
troduced last week, all of them designed 
to put strong penal teeth in the insurance 
laws. The bills provide from two to ten- 
year penitentiary terms for such offenses 
as making false valuations of real estate, 
or false statements in connection with 
annual reports, or for any officer or em- 
ployee of a company to convert any com- 
pany money or property to his own use. 





Albany Women Meet 


The monthly meeting of the Insur- 
ance Women of Albany, was held on 
March 24, in Jack’s Restaurant. Antici- 
pating the presence of State Federation 
president, Irene Dickinson, there was a 
large attendance. 

Several new members were inducted 
into the club by Miss Dickinson, who 
was assisted by State Vice President 
Charlotte Lozier. 

The club’s usual educational program 
also was adhered to. The guest speaker 
and instructor for the evening was Jo- 
seph Trask, special agent for Appleton 
& Cox. Mr. Trask’s subject was “The 
Personal Property Floater.” 

The Albany Club is planning to send 
several delegates to the State Federa- 
tion meeting which will be held in New- 
burgh, April 15-17. 





E. F. AVERILL DEAD 
Edgar F. Averill, well known general 
insurance man, 73, died at his home of 
a heart attack recently. He was a na- 
tive of Chetco, Ore. and was in the 
oo business in Portland since 


New York Women’s Clubs 
Newburgh Meeting Apr. 15 


The 12th annual convention of the 
Federation of New York Insurance 
Women’s Clubs, will take place in the 
Hotel Newburgh, Newburgh, April 15-17. 

The meetings will start Friday after- 
noon with a get-acquainted party held 
from four to six. After an informal din- 
ner officers and board ,members_ will 
meet in executive session. At this time 
club presidents will give a summary of 
activities during the preceding year. 

The main business on the program 
will occupy all of Saturday. Formal 
luncheon will feature an organ recital 
and a fashion show. Part of the after- 
noon will be taken over by an exposi- 
tion of the Federation’s theme, Educa- 
tion—the Gateway to Progress, to be 
portrayed by six member clubs. The 
afternoon sessions will close with the 
election of officers and board members 
for the coming year. 

The  Federation’s annual banquet 
which takes place Saturday evening, will 
have as guest speaker, Katherine St. 
George, of Tuxedo. Mrs. St. George 
represents New York’s 28th District in 
the House of Representatives where 
she has served since 1946. Following 
the banquet the newly elected officers 
and board members will be installed by 
Arthur L. Schwab, president, New York 
State Association of Insurance Agents. 

On Sunday morning there will be in- 
formal breakfast with a meeting of in- 
coming and outgoing officers and board 
members. 

The Federation which now has clubs 
in almost all the principal cities in New 
York State has increased its individual 
membership considerably during the 
past year. During this period it has 
been under the direction of Irene F. 
Dickinson, a veteran employe of Hart- 
ford Fire’s Syracuse office. 


ae INSPECTION APPOINT 

C. Monks, formerly manager of 
Ps Montreal Department of the com- 
pany, has been appointed to the newly 
created post of assistant to the vice 
president at the head office in Toronto 
of the Boiler Inspection and Insurance 
Co. of Canada. 
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Insurance Women Meet 


(Continued from Page 20) 
of New York; Ruth L. Pigeon, Fire- 
man’s Fund Indemnity; Anita O. Carl- 
son, Insurance Society of New York; 
Dorothy M. Hoyt, American Marine Hull 
Insurance Syndicate; Leone E. Martin, 
Royal-Liverpool; and Marie L. Duhig, 
F, K. Gaston, Inc. 

Former presidents of Insurance Women 
of New York include Julia D. Rus- 
sell and Florence McCaskie, National 
Board of Fire Underwriters; Viola C. 
Whaley, Northern Assurance; Agnes 
Lougheed, United States F. & G.; Helen 
F. Williams, Marsh & McLennan; 
Leone E. Martin, Ada P. MacGregor and 
Mary R. Regan, the latter being with 
Eastern Underwriters Association. 


Officers of National Association 


The National Association of Insur- 


ance Women is divided into eight 
regions. Region 1 is composed of 26 
clubs in the states of Connecticut, 


Maine, Massachusetts, New Hampshire, 
New Jersey, New York, Pennsylvania, 
Rhode Island and Vermont and has a 
membership of 3,000. The largest of 
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junior 


these clubs is the Insurance Women of 
New York which is 20 years old. This 
club has a membership of 100, all of 
whom hold responsible positions: in the 
fire, casualty, surety and marine insur- 
ance business. 

Kay Lavin, president of NAIW, had 
her first insurance experience in Chi- 
cago. From there she went to St. Louis 
where she is associated with the Charles 
L. Crane agency as secretary to J. 
Garneau Weld, president. In addition 
to her insurance activities she wa: 
active in World War II in Red Cross 
work teaching first aid classes and re- 
cruiting for the American Field Service 
in the St. Louis agency. For this work 
she received recognition from the Mili- 
tary Attache of the British Embassy. 

First vice president of NAIW is Eliz- 
beth F. DeCasari of Insurance Women 
of Southern New Jersey. She is with 
the Wilkens Agency, Woodbury, N. j. 
Among other activities she conducts a 
choir of 70 members of the 
Mantua Methodist Church. 

Ingrid Cowan, second vice president, 
has been in the insurance business near- 
ly a quarter of a century, 17 of which 
have been as office manager of Bowles, 
White & Co., Inc., Seattle. Currently, 
she is president of the Insurance Wom- 
en’s Association of that city. Phyllis 
Dragstrem is recording secretary. She 
has for some years been with Barton, 
Curle & McLaren. Indianapolis. She 
has served on the Speakers Bureau for 
Crossroads, a rehabilitation center for 
crippled children. Alice Anderson, treas- 
urer, was a teacher after graduating 
from a Kansas City High School. For 
14 years she was in charge of the 
claims department of Thomas McGee & 
Sons Insurance Agency. During the 
last World War she was secretary to 
the executive officer of the Lake City 
Ordnance plant. When the war ended 
she became secretary of Chas. N. Lotz 
& Sons (brokerage associates of the 
McGee agency) which position she now 
holds. She, has done considerable pub- 
iic speaking. 

.The business sessions consisted large- 
ly of reading of reports by Association 
chairmen. 





Syracuse Women’s Assn. 


The March meeting of the Syracuse 
Insurance Women’s Association was 
held recently in the Hotel Onondaga. 

A feature of the meeting was a talk 
on the activities of the Cerebral Palsy 
Clinic, given by Mrs. Theodore Klein- 
hans, director for the Syracuse district. 
Delegates, with their alternates were ap- 
pointed to attend the coming convention 
of the Federation of New York Insur- 
ance Women’s Clubs, to be held in New- 
burgh. After the close of the meeting 
the ways and means committee held @ 
Chinese auction. 





New Jersey CPCU Speaker 


John R. Blades, of the firm of Biades 
& McCauley, addressed the annual cati- 
didates meeting of the New Jersey Chap- 
ter of Chartered Property and Casualty 
Underwriters at the Military Park Hotel, 
Newark Thursday. 
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MANY an insurance man steers clear of the Time Element Coverages because he thinks they’re 
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Agreements of Guiding Principles 


How They Prevent Overlapping, Especially in Reference to 
Inland Marine Insurance 














A new edition has been printed of William C. 
which covers Fire, Inland Marine, 
” losses and adjustments are not covered in the volume. 


ments” 


procedure. “Net Marine’ 


Moore’s book, “A Primer on Adjust- 
Casualty and Automobile loss adjustment 
Among 


new material in the revised edition is information about catastrophe lbsses, Extended 


Coverage and Package Policies. 
One section of “A Primer on 


Adjustments” 
adopted by companies in order to prevent overlapping. 


discusses the Guiding Principles 
Some paragraphs from this 


section of the book with particular reference to Inland Marine are printed herewith. 
The book is published by Rough Notes of Indianapolis which has authorized The 


Eastern Underwriter to reprint the material from 


ing m this article. 

Son of L. A. 
Insurance Co., 
Moore ts a gi aduate of Princeton. 
reau of New York, 
of education and research. 


one of the top loss officials of the country 7 
For 25 years he 
starting as a field man and at the time he left GAB he was director 
While with the organization he had most of the responsi- 


“A Primer on Adjustments” 


appear- 


Moore, for many years general adjusters of New York Underwriters 


vho died in 1948, William C. 
was with General Adjustment Bu- 


bility for training the largest group of insurance adjusters in any one organisation. At 


the present time he is a secretary of 


of education for the five companies in the group. 
with particular reference to mter-company 


Adjustments” 
ciples affecting the Inland Marine follow: 








ce eeemant 


The many Inland Marine 
coverage fall into two major groups: 
personal and commercial. A high per- 
centage of losses under policies of the 


types of 


personal type are caused by theft, mys- 
terious disappearance and similar causes. 
The investigation and adjustment of 
such claims is quite different than when 
the article insured is directly destroyed 
or damaged by some physical force such 
as fire, windstorm or other violence. The 
commercial group of Inland Marine cov- 
erages is composed in large measure of 
Cargo and Transit coverages. In this 
group, both direct 
physical damage and also from theft, 
disappearance and other degrees of un- 
No matter the cause, the loss 
is no less real. When the entire article 
is lost or stolen, claim is total to what- 
ever the value may be, rather than lim- 
ited to a partial damage or a modest 


claims arise from 


certainty. 


Attractive goods of concen- 
trated values, such as liquor, cigarettes, 
silks or jewelry, are especially subject to 
armed robbery, hi-jacking and organized 
pilferage. 

The flexibility and broader scope of 
marine contracts has caused a wide use 
of them in recent years, both because of 
their “all risk” features (with certain 
justifiable exclusions), and their cover- 
age on either a world-wide basis or 
throughout the North American Conti- 
nent. 

From the loss point of view, Inland 
Marine policies produce a variety of 
claims. The Personal Effects and Per- 
sonal Property Floaters are appropriate 
examples. The Personal Effects Floater 
limits itself to the personal effects of 
the insured or his family but covers 
against a wide variety of perils at any 
location other than the insured’s per- 
manent domicile. Such a policy is de- 
sirable for persons who travel exten- 
sively, for whether it is suit cases stolen 
fron?.an automobile en route to Florida, 
a camera accidentally dropped overboard 
from a cruise ship in the West Indies 
or clothing destroyed in a hotel fire in 
Paris, the loss is covered. 


repair cost. 


Guiding Principles Agreements 


As with other forms of insurance, the 
broadening of coverage, particularly off- 
premises to a percentage of the basic 
coverage, and the writing of broader 
lines by different classes of insurers cre- 
ated some overlapping coverages within 
such groups as Fire, Inland Marine and 
Casualty writers, but, more particularly 
between the various groups. Inland 
Marine, Steam Boiler, Plate Glass, Bur- 
glary and other coverages are especially 
subject to such overlapping in whole or 
in part. 


America Fore Insurance Group and coordinator 


Some comments from “A Primer on 
Agreements of Guiding Prin- 





It is fundamental that when an in- 
sured in complete good faith buys insur- 
ance against numerous types of perils 
and risks he should not be penalized or 
delayed in a claim settlement because of 
a possible dispute among insurers as to 
who should pay for what, and how much. 

To avoid such situations, several 
Agreements of Guiding Principles were 
formulated and subscribed to by a large 
number of insurers. These so-called 
“Agreements” state exactly how such 
overlapping problems shall be resolved, 
so that many problems are automatically 
solved by an agreement when all inter- 
ested insurers are subscribers. Non- 
subscribing companies are not bound by 
an agreement which they have not 
signed, but the list of non-signers grows 
shorter with the passage of time. Nego- 
tiations on individual cases or, in rare 
instances, resort to courts, is the only 
other solution, and such methods were 
obviously so unsatisfactory that for- 
ward-thinking company executives gave 
full cooperation to working out the 
“Guiding Principles.” 

Agreements Described 


‘At the present time there are so- 
called, (1) “Inland-Inland,” (2) “Fire- 
Inland” and (3) = “Inland-Casualty” 
Agreements of Guiding Principles. The 
agreement to solve possible disputes or 
differences before they arise within the 
Inland Marine groups of writers is 
based on two major premises: (1) a 
bailee or carrier is responsible for goods 
or property placed in his custody, and 
(2) specific insurance is primary over 
various types of Floater policies. Such 
considerations for the apportionment 
and payment of claims does not affect 
the normal rights of subrogation. One 
of the main purposes of Guiding Prin- 
ciples is to overcome the situation when 
two different policies or groups of cov- 
erage have “other insurance” or “excess 
insurance” clauses, which, if interpreted 
literally, would make each coverage lia- 
ble only after the other one had paid or 
exhausted its limits. 

The “Fire-Inland Marine” i 
became almost a necessity when 10% 
off-premises coverage under Fire poli- 
cies became common and created over- 
lapping with Bailee policies carried by 
launderers, dry cleaners, furriers, etc. 
The agreement places the primary lia- 
bility on the Bailee’s policy; then on the 
off-premise coverage of individual bail- 
ors. A further complication arises when 
the bailee’s insurance may be exhausted 
without paying the full physical loss, and 
where some bailors carry insurance and 
others do not. The many rules for pro- 
cedure need not be recorded here but, 
in brief, they are designed to permit a 
maximum recovery by the insuring pub- 
lic under all policies which might apply 
in any way to an insurance claim. 

The agreement applicable to the Casu- 
alty and Inland Marine writers was de- 





Fabian Bachrach 


WILLIAM C. MOORE 


sirable because of overlapping on. so- 
called “Residence and Outside Theft,” 
and the inclusion of such coverage un- 
der Personal Property and Personal Ef- 
fects Floaters. The Casualty companies, 
and this also applies to those specialized 
companies writing only Steam Boiler, 
Pressure Container and Fly-Wheel in- 
surance, incorporate in their policies ap- 
portionment clauses which are incom- 
patible with the apportionment clauses 
in Fire and Inland Marine policies. For 
this reason, the provision for apportion- 
ment of losses is an important part of 
this latter agreement. 

As time goes on, it is possible that 
other agreements may be promulgated. 
The gradual overlapping of Fire and 
Casualty policies point to the desira- 

(Continued on Page 29) 
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Our 
Agency Relations 
(io Way Back — 


© ag 100 years ago, 
when the Hanover 


started business, the 
thought prevailed that the 
Insurance business could be 
conducted without agents. 


We, however, did not share 
this view for we were one 
of the first major Compa- 
nies to appoint agents. 


We are proud of our loyal 
support of the American 
Agency System and shall 
continue to encourage the 
perpetuity of that system, 
which has enabled us to 
achieve a leading position 
in the Insurance field. 


* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 


Organized 1852 


THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 


* 


HOME OFFICE 


111 JOHN ST., NEW YORK 38, N. Y. 


WESTERN DEPT. 


INSURANCE EXCHANGE BUILDING 
CHICAGO 90, ILLINOIS 


PACIFIC COAST DEPT. 


340 PINE STREET 
SAN FRANCISCO 4, CALIF. 
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T. Osborn, Veteran Chicago 
Marine Ins. Agent, Retiring 


T. L. Osborn of Chicago, who is retir- 
ing as board chairman of Osborn & 
Lange, Inc., Chicago agency, has an 
insurance span of 55 years with inter- 
esting linkage to Great Lakes marine 
business. The agency was formed in 
1808 primarily to handle this class of 
business, and during the flourishing days 
of the lake vessels 
Osborn & Co. and 
its successor agency 
placed insurance 
for the great lum- 
ber fleets, marine 
and ore. carriers, 
and for almost all 
passenger steamers 
on the lakes. 

In recent years 
the business has be- 
come diversified but 
veteran marine men, 
both here and in 
London, well  re- 
member Mr. Osborn and his two broth- 
ers for their specialized activity on 
Great Lakes risks. 

Mr. Osborn was born at Greenville, 
Mich., in 1881. An older brother, F. H. 
Osborn, who had been an average ad- 
juster, founded the firm of F. H. Osborn 
& Co. in 1898. T. L., who had been with 
a Chicago Board of Trade firm for two 
years, joined him in 1900, A younger 
brother, Clair, came into the firm shortly 
thereafter. The business was incor- 
porated in 1923 with T. L. Osborn as 
president and treasurer which post he 
occupied until 1948 when he became 
chairman, 

Mr. Osborn is a director of First Na- 
tional Bank of Highland Park, Ill, and 
trustee of Highland Park Presbyterian 
Church. He is a former regional vice 
president of the Propeller Club. He is 
fond of travel by water and enjoys ship 
launchings. He will go a long way to 
accept an invitation to such an event. 

His son, T. L. Osborn, Jr., is vice 
president of American Manufacturers 
Mutual of Chicago. 





T. L. Osborn 


Allstate Agents and Mgrs. 
To Receive Sales Awards 


Agents and sales management winners 
of Allstate Insurance company’s recent 
“4-Star” sales contest will attend a 
“Conference of Champions” at the Drake 
Hotel in Chicago, April 4 and 5. 

Awards. will be presented by Calvin 
Fentress, Jr., president, and J. B. Branch, 
senior vice president, at luncheons on 
both days of the meeting. James Mur- 
phy, Tuckahoe, N. Y., local agent will be 
honored as top selling agent for 1954. 
All winners will be honored at a dinner, 
Monday evening, April 4. 
| It is expected that the conference will 
ve the largest in the 24-year history of 
\llstate, in keeping with last year’s rec- 
ord $209,473,000 in sales. 


Marine Forum Meeting 

The March luncheon meeting of the 
\merican Marine Insurance Forum, of 
New York, an ocean marine underwrit- 
“S Organization, was held at De Palma’s 
Restaurant on Tuesday, March 22, at 
Which over 40 members were in at- 
tendance, according to Carroll W. Daw- 
“, acting secretary. 








C. E. Cornwell Reelected 
Pres., U. S. Salvage Assn. 


At the annual meeting of the United 
States Salvage Association, Inc., of New 
York, the board of directors reelected as 
president Clifford G. Cornwell, manager 
and chairman of the board of the Amer- 
ican Marine Hull Insurance Syndicate. 
Percy Chubb, Chubb & Son, was elected 
vice president succeeding Frank B. 
Zeller. J. Paul Thompson was reelected 
general manager. 

Other officers reelected by the board 
were: secretary—S. Donald Livingston, 
secretary and underwriter, treasurer— 
Romer F. Weyant, treasurer, both of the 
American Marine Hull Insurance Syndi- 
cate. 

Bernard V. Burns, also of American 
Marine Hull Syndicate, was elected to 
the post of assistant treasurer. 


E. L. Elder Made Secretary 


Edward L. Elder, of the Agricultural 
Fire, has been elected secretary of the 
Kentucky Fire Underwriters Associa- 
tion, succeeding Richard W. Moher, of 
the New Hampshire, a field agent who 
is being transferred to Vermont. 








SILAS R. FRANZ CO. 


Insurance I nspections and I, nvestigations 
wWw 


96 Fulton St., New York 38 - 








WoOrth 4-6141 











POSITION AVAILABLE—MALE 


AVERAGE ADJUSTER — Unusual opportunity for senior average adjuster with old estab- 
lished but rapidly expanding firm; must be a full member of U. S. Average Adjusters 
Association; location would be away from New York; right man will have position of 
chief adjuster with supervision of adjusting departments in branch offices; strictly confi- 
dential; state complete detailed business history, including age, married or single, etc. 
Apply Box 2304, The Eastern Underwriter, 93-99 Nassau Street, New York 38. 








Toronto Conference Group 

Toronto—The Toronto Insurance Con- 
ference announced the election of officers 
for 1955. T. L. Jones of Suckling and 
Garrett, was elected president and other 
officers are: vice presidents J. A. Smart, 
Mitchell and Ryerson; R. G. MeMurrich, 
Osler, Hammond and Nanton and C. H. 
Poole, Tuckett, Little and Firstbrook. 
Treasurer is V. W. Willoughby, Reed, 
Shaw and McNaught. 








What makes 


even more money. 


for three reasons... 


serving his community. 


CLEVELAND, 320 Bulkley Bldg. 
PHILADELPHIA, 330 Walnut Street 
SAN FRANCISCO, 369 Pine Street 





a man war lo 
te an gent ? 


It’s Hard Work ..... and the same amount of work that makes a 
successful Agent would make him a success in any field—perhaps at 


It Requires Study ..... An Agent must be the master of thousands 
of facts. His success demands a degree of professional knowledge 
comparable to that of a lawyer or doctor. 


We, at Pearl-American, believe that a man chooses to be an agent 


@ because he wants to be independent 


@ because he wants his financial rewards to depend 
directly on his own efforts 


@ because he gets a lot of personal satisfaction out of 


It is because we feel this way about our Agents that we strive to 
give them the closest possible support; fast, accurate, dependable 
service; and the kind of cooperation that enables the Agent to gain 
the full satisfactions he wants from his career. 


Every Pearl-American Agent and Broker has the facilities of one of 
the world’s greatest companies at his command, 


We Invite Your Inquiry. 


EARL ERICA 


PEARL ASSURANCE COMPANY, LTD. 
THE EUREKA SECURITY FIRE & MARINE INSURANCE CO, 
MONARCH FIRE INSURANCE COMPANY 


HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N. Y. a 







INSURANCE 
GROUP 


NEW YORK, 85 John Street 
CINCINNATI, 1423-24 Carew Tower 
CHICAGO, 175 W. Jackson Blvd. 
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Inland Marine Agreements 
(Continued from Page 28) 
bility of a Fire-Casualty Agreement of 
Guiding Principles, but this is perhaps 
best solved by the incluson of all de- 
sired coverages in a single “Package” or 
“Comprehensive” policy. An Agreement 
of Guiding Principles between the Fire 
and Steam Boiler companies, particu- 
larly on the question of apportionment, 
would solve both routine problems and 
a majority of unusual cases which arise 
between these two groups of carriers. 
Fire Agreements 
Not strictly Agreements of Guiding 
Principles, but along the same lines and 
equally helpful are agreements within 
the fire business as to the application 
of certain coverages. Several years ago 
a so-called “Fire-lire” Agreement came 
into effect to cover the question of such 
items as stoves, refrigerators and similar 
articles in owner-occupied premises. 
This agreement was recently extended 
to include the question of television an- 
tennae. There is also a “Temporary 
Agreement” applicable to Loss Dedue- 
tible Clauses for the perils of windstorm 
and hail only. Such a working arrange- 
ment is valuable in those states which 
have mandatory or optional deductible 
clauses on windstorm coverage, and par- 
ticularly where policies on the same risk 
may have deductible clauses of difterent 
amounts or deductibles on some policies 
with no deductibles on others. 
The thinking behind the creation of 
and adoption of Agreements of Guiding 
Principles is a credit to the insurance 
business, and eventually agreements may 
extend to the solution of practically 
every foreseeable problem within the 

business. 
Inter-Company Arbitration 
Another agreement has to do with 
inter-company arbitration. Many com- 
panies subscribe to this arbitration pro- 
gram providing for the local arbitration . 
of subrogation claims involving physi- 
cal Damage, Plate Glass and Liability 
up to $1,500. 


Chicago Inspection Agency 
Planning to Move May 1 


National Service & Appraisal Co., Inc., 
Chicago insurance inspection agency, and 
its wholly owned subsidiary, Hill’s Re- 
ports, Inc., will move to new offices on 
May 1 in the State-Madison building, 22 
West. Madison Street, occupying Rooms 
1051-52. This move will provide better 
facilities for servicing customers in the 
Chicago area. 

The National is over 25 years old and 
Hill’s Report has operated for 65 years 
in the mortgage, loan, credit, rental, club 
and personnel reporting field. 





° 
Pearl Group in Mass. 

The companies of the Pearl-American 
Group, the Pearl Assurance Co., Ltd., 
Monarch Fire Insurance Co. and The 
Eureka-Security Fire and Marine Insur- 
ance Co., have received their licenses to 
do a fire, automobile physical damage 
and inland marine business in Massa- 
chusetts. 
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Nat’l Bureau Broadens Coverage Under 
Standard Provisions Basic Auto Policy 


A broadening of the coverage under 
the standard provisions basic automo- 
hile liability polciy was made effective 
April 1 by the National Bureau of Casu- 
alty Underwriters on behalf of its mem- 
ber and subscriber companies. The new 
policy form is effective on that date in 
all states except Massachusetts and Vir- 
ginia, and in the District of Columbia, 
Alaska, Hawaii and Puerto Rico. 

“The broadened coverage results from 
the fifth revision of the standard pro- 








Brewster Tells Agents About 


Standard Provision Changes 

William Brewster, manager, automo- 
bile division, National Bureau of Casu- 
alty Underwriters, gave the mid-year 
gathering of the New Jersey Association 
of Insurance Agents on Tuesday at As- 
bury Park, N. J., a closeup view of the 
broadened coverage which will be avail- 
able April 1 under the standard provi- 
sions basic automobile liability policy. 
He spoke at the morning session follow- 
ing the panel discussion on “Package 
Policies for the Home Owner.” 


[SER ERS G1 YR ON ee Se ee la 
visions basic automobile liability policy 


form which first became effective Janu- 
ary 1, 1936,” the bureau stated. “Like 
previous revisions, this latest one has 
been made to adopt the coverage of the 
policy to meet changing conditions and 
changing needs of the insurance buy- 
ing public.” 


Other Policies Affected 


The bureau also announced the second 
revision of the standard provisions for 
the combination basic automobile _lia- 
bility and physical damage policy and 
the third revision of the standard pro- 
visions for the comprehensive automobile 
liability policy and for the schedule auto- 
mobile liability policy. These new forms 
are expected to be effective April 1 in 
all states and territories where the basic 
automobile liability policy is effective. 

In respect to accidents which occur 
on and after April 1, coverage under the 
new standard provisions for the four 
automobile liability policies and for the 
automobile liability portions of the com- 
bination automobile and general liability 
policies will be afforded by interpretation 
ot outstanding policies which continue 
in effect after April 1, the bureau said. 


Instances of Broadened Coverage 


_ Some of the more important changes 
in the basic automobile liability policy 
Provisions that result in broadened cov- 
frage are the following: 

1, (he bodily injury and_ property 
damage liability coverage has been 
broadened to include the spouse of the 
tamed insured, if a resident of the same 
pousehold, as an insured on the same 
mc as the named insured, thus giving 
usband and wife the same rights under 
the policy. 

- Coverage with respect to a newly 
acquired automobile has been broad- 
pan So as to afford coverage on replace- 
‘ent automobiles automatically without 
Notice to the company. 
she coverage for trailers has been 
Segal by affording automatic lia- 
wy Coverage for all trailers designed 
mobile. With a private passenger auto- 
a. if the insured desires medical 
he tents coverages have been broadened 

Will have to purchase it. 







4. The basic and the extended medical 

payments coverages have been broadened 
to provide for dental services and pros- 
thetic devices. 
5. The basic medical payments insur- 
ance has also been broadened to provide 
for use and permission by the spouse 
of the named insured, if a resident of the 
same household, as well as for use and 
permission by the named insured. 

The exclusion pertaining to the 
property damage liability coverage for 
injury to or destruction of property 
owned by, rented to, in charge of or 
transported by the insured, has been 
amended so that coverage is provided for 
residences or private garages, rented 
to or in charge of the insured, which 
are injured or destroyed by a private 
passenger automobile. 


Declaration Revisions 


Revisions have been made in the decla- 
rations, insuring agreements, exclusions 
and conditions of the policy form. 

The new form provides a declaration 
for designing the “insured” for pur- 
poses of extended medical payments cov- 
erage, as in the endorsement that has 
been used for that coverage. Extended 
medical payments coverage, which has 
been available by endorsement, is now 
provided for in the policy. 

In the description of the automobile, 
the manufacturers’ “identification num- 
ber” is included as an additional option. 
Since the policy, as revised, may be 
written on an “undescribed automobile” 
basis, a declaration calls for the total 
number of private passenger automobiles 
owned by the named insured or spouse 
on the policy’s effective date. In the 
declaration pertaining to ownership of 
the automobile by the named insured. 
“purchase agreement” has been included 
with encumbrances for purposes of clari- 
fication. 

A declaration is included to the effect 
that “during the past three years, no 
insurer has cancelled insurance, issued 
to the named insured, similar to that 
afforded hereunder unless otherwise 
stated herein.” This “cancellation of 
similar insurance” item was formerly 
included as optional underwriting data. 
Previous options as to “license revoca- 
tion” and “record of past accident ex- 
perience” have been deleted. 


Changes in Insuring Agreements 


The language of the defense insuring 
agreement has been clarified in the in- 
troductory paragraph and in the conclud- 
ing phrase to emphasize that the obliga- 
tion and right of defense is a part of the 
liability coverages and is subject to the 
applicable limits. The provision as to 
“the usual charges of surety companies” 
has been deleted; the only limitation on 
the cost of bail bonds is that they not 
exceed $100. 

The “definition of insured” insuring 
agreement has been broadened to include 
the spouse of the named insured, if a 
resident of the same household, as an 
insured on the same basis as_ the 
named insured. 

Under the “automobile defined” insur- 
ing agreement the “described automo- 
bile” definition has been revised to per- 
mit the policy to be written without a 
description of the automobile if the 
policy is to cover private passenger auto- 
mobiles only. This is an optional pro- 
vision that may be used when the policy 
affords only liability coverages. 


The “trailer” definition has been 


(Continued on Page 34) 


N. J. Agents Briefed on 
UCJ Fund Provisions 


BIG TOPIC AT MIDYEAR MEET 
Speakers at Asbury Park Include UCJ 


Supervisor Bambrick, Commissioners 
Howell and Gassert 


Asbury Park, N. J., March 28—Provi- 
sions of New Jersey’s unsatisfied claim 
and judgment fund law, which becomes 
operative April 1 and which will provide 
financial protection for insured motor- 
ists of the state involved in accidents 
with uninsured drivers, were outlined 
here today at the 62nd midyear meeting 
of the New Jersey Association of Insur- 
ance Agents by W. Lewis Bambrick, 
supervisor of the fund board. Attend- 
ance was close to 400. 

As the principal speaker at the first 
business session of this meeting, Mr 
Bambrick pointed out that New Jersey 
insurance agents can perform a valuable 
service for their policyholders by advis- 
ing them in properly filing UJF board 
claims following automobile accidents 
with uninsured or hit and run drivers. 
Today’s address was one of Mr. Bam- 
brick’s first appearances in his official 
capacity as head of the fund board. 


Will Not Pay for First $200 of Any Claim 


In reviewing the law’s provisions Mr. 
Bambrick emphasized that the fund will 
not pay the first $200 of any claim. 
Damages beyond that figure will be paid 
from the state fund up to a maximum 
of $5,000 for injury or death of any one 
person in any one accident, and $10,000 
for injury to or death of two or more 
persons in any one accident. For damage 
to property $1,000 will be paid in any 
one accident. These payments will be 
made, the speaker explained, to qualified 
insured motorists if they have been un- 
able to recover court-fixed judgments 
from the uninsured driver responsible 
for the accident. 

Mr. Bambrick said that claimants must 
file an official notice of intention and a 
physician’s certificate with the UJF 
board within 30 days after the accident, 
if the insured motorist is physically able 
to do so. The board may assign the case 
to an insurance company for investiga- 
tion if it appears that the claimant will 
be eligible to collect from the fund, he 
said, All claims of $1,000 or more must 
be approved by the court. Furthermore: 
The UCJ law in no way takes the place 
of automobile liability insurance. In addi- 
tion, if the fund pays a claim on behalf 
of an uninsured motorist, he will not be 
permitted to own or drive a motor ve- 
hicle until he has reimbursed the fund 
with interest at 4% per year. He must 
also furnish proof of future financial re- 
sponsibility before he will be licensed 
again. 

Insurance agents can be helpful, the 
speaker said, in instructing their policy- 
holders to fill out the approved claim 
form (UCJ 201) which will be available 
after April 1 at motor vehicle agencies 
and local police departments. If the 
insured was the owner or driver in the 
accident he must still file an SR 1 acci- 
dent report with the Security-Respon- 
sibility Section, Division of Motor Ve- 
hicles. The UCJ board’s offices are at 
222 West State Street, Trenton. 


Gassert and Howell Luncheon Speakers 


Asbury Park, N. J., March 29—At 
today’s luncheon which closed the agents’ 
midyear meeting the speakers were 
Charles R. Howell, Commissioner of 
3anking and Insurance who has_ been 
an insurance agent for many years, and 
Frederick J. Gassert, Jr., state Motor 
Vehicle director. President Mather pre: 
sided. Commissioner Howell was intro- 
duced by Assemblyman James C. Jamie- 
son of Blairstown, an old friend, who 
owns two insurance agencies and is 
supervising agent of the Excelsior of 
Syracuse. 

Commissioner Howell was completely 
at home. He has been a member of the 
New Jersey Association for some years. 
He promised that “your efforts in the 
public interest and for the welfare of 
your members will receive my coopera- 


(Continued on Page 34) 








Don Knowlton Questions 

Jurisdiction of FTC 
POINTS TO FIRM STAND BY NAIC 
Tells Phila. Audience That He Is Asking 


for New State Legislation; Counsel 
Preparing Brief 








In a- strong address aimed largely at 
Federal Trade Commission jurisdi¢tion, 
Donald Knowlton, New Hampshire In- 
ance Commissioner and president of the 
NAIC, told the Philadelphia Accident 
& Health Association at its recent 
March luncheon meeting that public 
confidence in A, & H. insurance is be- 
ing undermined by FTC complaint 
charges made against “only a handful 
of companies.” He felt that the question 
of FTC jurisdiction in this situation is 
paramount, and “if it is determined the 
commission has some jurisdiction, then 
it is important to know in what areas 
that jurisdiction exists.” 

Commissioner Knowlton said that he 
did not personally feel that the Com- 
missioners’ Association should be a party 
to any application to the FTC to set up 
fair trade practice rules and regulations 
applicable to advertising in the A. & H 
industry. The decision to concede juris- 
diction over the question of what is 
false and misleading advertising must 
be made by companies against whom 
complaints have been brought, he indi- 
cated. 


How Complaints Are Engendered 


Early in his address Mr. Knowlton 
explained that investigations, particu- 
larly those which are conducted by hold- 
ing public hearings, engender complaints. 
“Those members of the public who are 
dissatisfied for one reason or another 
with the treatment accorded them by 
their accident and health insurers be- 
come aware of the fact that there is a 
Federal body to which they may com- 
plain. Such complaints form the founda- 
tion for further investigation and often 
result in action such as has been re- 
cently taken by the Federal Trade Com- 
mission,” he said. 

Commissioner Knowlton declared that 
prior to the bringing of the FTC com- 
plaints, he as president of the NAIC, 
sought informatian from the Federal 
Trade Commission about the nature of 
the complaints and where they had 
originated geographically. “I offered the 
complete cooperation of the NAIC in 
setting up machinery to refer these com- 
plaints back to the states from which 
they originated, in the hope that the 
causes of the complaints could be re- 
moved on a state-by-state basis,” he de- 
clared. “This offer was made because, 
even though I was convinced that only 
a handful of companies are responsible 
for those complaints which are serious, 
I felt that the Insurance Commissioners 
had an obligation to correct the causes 
underlying these complaints. In_ this 
work the information in the hands of 
the Federal Trade Commission would be 
invaluable to the states. 

“At that time I felt that to prosecute 
publicly each complaint would do more 
harm than good by undermining public 
confidence in the business of insurance 
fairly and honorably carried on by all 
but a few of our companies. The nature 
of the insurance business is such that 
it must have the confidence of the 
public. 

“IT feel even more strongly about the 
matter since the complaints were issued. 
While the proceedings were brought 
within the commission and are not court 
proceedings to invoke penalties, they 
were initiated with a great deal of pub- 
licity which has had unfortunate reper- 
cussions. Such investigation as I have 
been able to make with the companies 
who have been complained against indi- 
cates that they are receiving a great 
deal of mail from their policyholders, 
and their agents are being questioned 
not only about misleading advertising 
but about the claim practices and finan- 
cial condition of the companies.” 

Mr. Knowlton noted that when the 
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Program Highspotsof AMA’s Insurance 
Conference Set for May 4-6 in N. Y. 


The major problems of the corporate 
insurance buyer—coverage, capacity, 
rates, regulation—will receive primary 
emphasis at the American Management 
Association’s spring insurance confer- 
ence May 4-6 at the Hotel Statler in 
New York City. Well over 1,000 insur- 
ance managers from all parts of the 
country are expected to attend the con- 
ference, one of more than 300 meetings 
in various fields of management to be 
conducted during 1955 by AMA which is 
a 20,000-member management education- 
al association. 

Presiding at the opening session of 
the conference will be Henry Anderson, 
manager, insurance department, Ameri- 
can Broadcasting-Paramount Theatres, 
Inc., New York. As AMA vice president 
in charge of the insurance division, he 
heads the association’s advisory Insur- 
ance Planning Council. 

Throughout the second day speakers 
will review developments in regulation, 
rates and multiple-line underwriting. 
They will also probe problems of cover- 
age and capacity. The final morning will 
be devoted to a question forum, at which 
the same speakers will answer audience 
inquries. 

Communication, considered by many 
to be the most pressing problem of all 
management, also will get special atten- 
tion. The entire opening day of the 
conference will be given over to aspects 
of this subject. At the concluding lunch- 
eon May 6 Stuart Chase, author and 
economist, will speak on the power of 
words. He will discuss the proper use 
of language as a communication tool, 
applying a semantic approach to some 
of the problems of insurance. 


Herndon and Bohlinger Headliners 


Insurance regulation will be the topic 
of Maurice Herndon, Washington repre- 
sentative, National Association of Insur- 
ance Agents. He will sumarize develop- 
ments in regulation over the past ten 
vears and outline possible changes in 
Federal policy in the light of state ac- 
tivities in this area. 

Alfred J. Bohlinger, former Superin- 
tendent of Insurance for New York 
State, will cover the theory of rate- 
making, how rating bureaus operate, and 
the states’ responsibility for seeing that 
rates are fair. He also will evaluate the 
probable effects of current competition 
on future rate patterns. 

Another speaker will tell what is hap- 
pening in multiple line underwriting. 
He will detail the progress that has been 
made toward filling coverage gaps by 
means ‘of all-risk property and liability 
policies and will offer a forecast of 
future trends. 

Problems of coverage and capacity will 


be discussed by a panel of executives 
from insurance companies that write 
various types of coverage. They will de- 
scribe what is happening in the fire, 
casualty and reinsurance fields and ex- 
plain what additional cooperation insur- 
ance companies would like from the as- 
sured. Finally, they will take up some 
of the questions most frequently asked 
by buyers, for example: Can insurance 
contracts be simplified? Do rating or- 
ganizations overlap? If so, what can be 
done about it? How can capacity be 
found to meet maximum coverage re- 
quirements of large industry? Is it 
feasible to renew all lines of coverage 
by certificate ? 

At the opening session of the con- 
ference William R. Kelly, manager, sales 
promotion, Sinclair Refining Co., New 
York, will offer some advice on how to 
present ideas. He will suggest how 


‘reports can be made clearer, more inter- 


esting, and more productive; how impor- 
tant items can be spotlighted; how charts 
and graphs can be used to best advan- 
tage; how to select the appropriate tools 
of expression for the different levels of 
management. 

Improving communication with sources 
of coverage will be discussed by a 
former insurance manager now with a 
brokerage firm. Herbert T. Blood of 
Boit, Dalton & Church, large Boston 
agency, will study communication be- 
tween buver and broker-agent from both 
points of view, suggesting how they 
can keep each other informed of needs 
and difficulties and how information can 
be transmitted without confusion. 


Panel on Employe Benefit Programs 


Another panel group will take up ways 
of getting maximum value from the em- 
ploye-benefit program. Frazier Wilson, 
manager-insurance division, United Air 
Lines, Chicago, and E. Sidney Willis, 
manager, emplove benefits planning. 
General Electric Co.. New York, will tell 
how their companies merchanise the 
benefit “package” to employes and how 
the results in employe understanding 
and appreciation justify the expenditure. 

C. Manton Eddy, vice president and 
secretary, Connecticut General Life, will 
show how the insurer can aid in stimu- 
lating employe recognition of benefits. 

On display throughout the conference 
will be an AMA conference exhibit of 
pertinent visual materials. Organization 
charts and manuals, job descriptions, 
form and records, policy and procedure 
manuals, and various types of reports 
to and from the insurance department 
will be borrowed from member compa- 
nies throughout the country and ar- 
ranged for leisurely browsing. 





Lubin Pledges State Aid 
To Cut N. Y. Comp. Costs 


Industrial Commissioner Isador Lubin 
on March 24 pledged the efforts of the 
State Labor Department to help New 
*York state industries cut workmen’s 
compensation costs, thereby aiding them 
in competing with those of other states, 
by reducing on-the-job accidents and 
occupational disease. 

The head of the State Labor Depart- 
ment, who was making his first upstate 
speech since taking that post, voiced 
his views at a Buffalo luncheon marking 
the opening by the Department of a new 
industrial hygiene laboratory in that 
city. 





REDUCE WOMEN DRIVER RATES 

Women drivers under 25 years of age 
will receive premium reductions averag- 
ing 35% on automobile liability insur- 
ance under new rates put into effect in 
New Jersey by Allstate Insurance Co., 
according to Henry M. Mereness, east- 
ern zone vice president. 


ELECT FOUR SENIOR V.P.s 





American Mutual Liability Ins. Co. At 
Annual Meet Advances Cromwell, 
Hemry, Ginsburgh and Batts 
Four senior vice presidents were elected 
by the American Mutual Liability Insur- 
ance Co. at its 68th annual meeting held 
in Boston recently. They were Richard 
P. (Cromwell, finance; Leslie P. Hemry, 
administration; Harold J. Ginsburgh, un- 
derwriting and H. T. Batts, operations. 
Mr. Cromwell joined the American 
Mutual in 1951 as investment vice presi- 
dent. He was formerly president of the 
Boston investment counsel firm, Crom- 

well & Co. 

Mr. Hemry became a member of the 
firm in 1935 as an attorney and was 
elected a vice president in 1943. 

Mr. Ginsburgh has been an executive 
in the company’s actuarial department 
since 1926 and has been manager of the 
underwriting department since 1950. He 
was named a vice president in 1943. 

Mr. Batts started his career with the 
American Mutual in 1937 as a salesman 
in its St. Louis office and was elected 
vice president and general sales manager 
in 1951. 


Says Accidents Not | 
Inherent in Industry 


BERK ADDRESSES AMA MEET 





Cites Value of Employe Accident Pre- 
vention Programs; Underlying Causes 
Are Crux of Problem 





Accidents are not a necessary by-prod- 
uct of industry, and their prevention 
pays, Thomas J. Berk, safety consultant, 
health and welfare division, Metropolitan 
Life, New York, told production execu- 
tives from all parts of the country at- 
tending the American Management As- 
sociation’s spring manufacturing confer- 
ence at the Palmer House March 28 in 
Chicago. This three-day meeting, is one 
of more than 300 national gatherings 
being held this year by the AMA. 

Since employe accident prevention was 
first undertaken on an organized basis in 
the United States, many satisfying re- 
sults have been obtained, Mr. Berk re- 
ported. Between 1935-39 and 1953 a 
reduction of more than 40% has been 
noted in the frequency rate of disabling 
injuries per million man hours of ex- 
posure and nearly 50% in the frequency 
rate based on days lost per one thousand 
man hours of exposure. 


91,000 Killed—9,200,000 Injured 


Each Year 


Still, he pointed out, 91,000 Americans 
are killed and 9,200,000 injured as a re- 
sult of accidents each year. Occupational 
accidents alone last year cost the busi- 
ness economy more than $3 billion. 

To do something about it “requires the 
will and the perseverance to determine 
and do away with the underlying causes 
of these accidents, be they human or 
mechanical and whether management or 
employes are at fault. What you must 
do,” he told the conference group, “is 
encourage management to support the 
fight against accidents. You must show 
them that they can benefit from effective 
safety work. 

“If your management is economically 
minded,” he suggested, “tell them a 10% 
reduction in the frequency of accidents 
represents an annual saving of about 
$1,250 for each 100 employes or a 6% 
return on $20,000. If you can sell them 
more readily on a humane approach, tell 
them the real dividends of safety are 
the lives saved, the limbs saved, the 
homes saved, and the human suffering 
saved.” 

A low accident rate, according to Mr. 
Berk, is the result of a well organized 
and carefully planned program; “it is not 
the result of spasmodic efforts. The 
safety program must be designed to fit 
in with the operating procedure of the 
organization. Safety factors must be in- 
tegrated in all working procedures, and, 
of most importance, the safety program 
must have the active support of manage- 
ment, supervisors, and employes.” 


Imposes a Direct Charge 


An accident involving an injury to an 
employe imposes a direct charge on the 
employer in payment of compensation, 
necessary medical expenses, or insurance 
premium. In addition to the direct 
charges, there are the indirect costs of 
time lost by other employes and super- 
visors, the economic loss because of the 
injured person’s absence, the employment 
and training of a replacement, curtail- 
ment of production, damage to tools and 
equipment, and spoilage of raw or fin- 
ished products. It has been estimated 
that the indirect costs incident to per- 
sonal injury accidents alone average ap- 
proximately four times as much as the 
direct cost of such accidents; they “rep- 
resent a serious financial drain,” Mr. 
Berk said. 

Off-the-job accidents are costly too. In 
some states the employer must recom- 
pense the employe for at least a portion 
of the income lost because of accidents 
resulting from nonoccupational causes. 
In any case there is an economic loss 
through absenteeism and delayed produc- 
tion. “The need of integrating off-the- 
job safety activities in occupational 
safety programs is becoming increasingly 
apparent.” 


17 Promotions Made in J} 
U.S.F. & G. Home Office 


H. D. COMBS ELECTED SR. yp. Is 








Messrs. Bibby, Dorsey, Jeffery, Pullen C: 
Advanced to Executive V.Ps.; Gamble 
Now V.P. and Agency Director 





Seventeen home office promotions | 
have been made by the United States tu 
Fidelity & Guaranty and they were an- pa 
nounced recently following the meet. tis 
ing of the board of directors as follows: the 

Hugh D. Combs, executive vice presi- me 
dent, was elected senior executive vice ] 
president. J. Harry Bibby, Frank F. ‘as 
Dorsey, Walter J. Jeffery and William én 
E. Pullen, all vice presidents, were use 
elected executive vice presidents. oth 

John D. Williams, vice president, was Au 
elected vice president-assistant secretary, mai 
In addition to his duties this year as ont 
head of the fidelity-judicial department, in 
he will take over some of the secretarial cha 
work of Clarke J. Fitzpatrick, vice presi- aig 
dent-secretary, who plans to retire in tim 
April, 1956. tak 

Three New Vice Presidents oy 
: : risk 

C. B. Gamble, vice president, was ry 
elected vice president-agency director, ces 
and Assistant Vice Presidents Sam G. 
Browning, Herbert R. Preston and 
Hugh E. Richeson were elected vice M 
presidents. Mr. Browning becomes di- Boil 
rector of fire and marine lines; Mr. tica 
Preston, casualty director, and Mr. sucl 
Richeson, claims director. _ “na 

H. Williford Gragg, assistant agency Rate 


director, was elected assistant vice presi- 
dent-associate agency director; and (. 
Brooks Holley, assistant superintendent, a he 
was elected assistant vice president and i 
superintendent of compensation and lia- 
bility. Edgar F. Muller, statistician, was fore 


promoted to assistant vice president. tical 
Richard H. Bland, Jr., who has been with 
in charge of educational activities, in- inspe 
cluding the company’s school of insur- this 
ance, was elected assistant secretary. othe 
Others promoted included George Mi 














Gross, assistant treasurer, Joseph P. tive 
Kircher, auditor and Harold S. Higgins, prem 
cashier. incur 
Background of Combs and Bibby re 
Mr. Combs had been in charge of bases 
claims and losses since 1932, when he quire 
was transferred from New York to Bil- econc 
timore and elected a vice president. He I tistic: 
got his law degree from St. Lawrence B® meth 
University and became a claims investi 9 suran 
gator in the New York office in 1916. In feren 
1923 he was promoted to New York get- count 
eral claims superintendent. He was Mi Harw 
elected an executive vice president i! of the 
1948 and is a member of the board of tion | 
directors. sive 1 
Mr. Bibby began his career as an wl BM the r¢ 
derwriter with the Maryland Casualty MM filed | 
and thereafter he joined the U. S. F. & Mand e 
G.’s burglary insurance department BM cover; 
From 1924 to 1926 he was a home office 
underwriter, later becoming casualty st- 
perintendent in Atlanta and then Ric Mi HUT, 
mond. He returned to Baltimore in 19% 
and was appointed assistant director 0 IMM Distri. 
casualty in 1936. In 1947 he was electel of | 
vice president and in 1952 given the add: 
tional title of casualty director. Leig 
Dorsey, Jeffery, Pullen and Williams five é 
Mr. Dorsey, graduate of the Univer demnit 
sity of Maryland Law School, started “HMM sary y 
an automobile insurance  underwt!!t HM accord 
with the Maryland Motor Car Insuran i awarde 
Co. On the organization of the Fidelil! MMM his se; 
& Guaranty Insurance Corp. he wé A n; 
elected assistant secretary and won Pt HM Hutche 
motion to secretary in 1931. He Weg versity 
elected vice president-secretary in 194 In mec] 
and in 1952 was elected a vice preside ied elec 


agemer 
ameg 
urgh, 
Society 
Pennsy 
gineers, 
Iratern; 
Served | 
Ing We 


of the U. S. F. & G,, in charge of fit 
and marine lines. 

Mr. Jeffery is a graduate of the Joli! 
Marshall Law School in Chicago. 
joined the U. S. F. & G. at Chicago ™ 
1929 where he was successively res! ent 
secretary and assistant manger. He We 
promoted to manager in 1950 and in 19. 
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‘in — Harwayne’s Talk to 
° 4 9 
ifice B N.Y. State Examiner’s 
t. VP. 1g CHIEF CASUALTY ACTUARY 
Pullen Calls Boiler and Machinery Insurance 
amble Statistical Most Complex of All 
tor Such Plans in Effect 
motions Frank Harwayne, chief casualty ac- 
States tuary, New York State Insurance De- 
rere a- partment, recently made a talk on “Sta- 
meet- tistical Plans and Rate-making” before 
follows: the insurance examiners of the Depart- 
€ presi- ment taking the educational course. 
ive vice He described the provisions of the 
ank F insurance law and Departmental regula- 
William tions as they affect the collection and 
5, Were use of experience statistics. Among 


other things he noted that the Official 


nt, was Automobile Statistical Plan calls for the 


-cretary, maintenance of separate statistics for 
year as each clssification that is assigned a dis- 
artment, tinct and separate rate, discount or sur- 
cretarial charge. This requirement necessitates 
"€ presi- a revision in statistical recording each 
etire in time a classification or territory change 

takes place and enables variations in 
” experience between different classes of 

risk to be reviewed. The introduction 
nt, was of the Preferred Risk Rating Plan ne- 
director, cessitated such a revision in recording. 


Sam (G. 


on and B. & M. Insurance Statistical Plan 


ed vice Mr. Harwayne_ characterized the 
mes di- J Boiler and Machinery Insurance Statis- 
es; Mr. tical Plan as “the most complex of all 
nd Mr. # such plans in effect.” He stated that 
“nasmuch as the Boiler and Machinery 

agency Rate manual contains literally thousands 

ce presi- of rates for kinds of boiler and ma- 
and C. chinery equipment by size, it would be 

itendent, a hopelessly impossible task, and mean- 


lent and 
and lia- 
ian, was 


ingless, to attempt to obtain statistics 
for each and every size of object; there- 
fore it is vitally necessary that statis- 


ident. tical records of experience be maintained 
1as_ beet with a greater degree of accuracy as to 
ties, in- inspection, premiums, and exposures for 
yf insur- this line of insurance than for most 
etary. other liens of insurance.” 

George Mr. Harwayne also discussed the rela- 
seph P. tive merits of written as against earned 
Higgins, premiums and paid as compared with 

incurred losses. The speaker then de- 

Bibby tailed the advantages and disadvantages 
of calendar, policy and accident year 

large ol bases, stressing the adjustments re- 
when he quired during period of rapidly changing 
< to Bal- economic conditions. Referring to sta- 
lent. He JM tistical coding practices, he cited the 
cawrence Mi methods employed under the Glass In- 
; investi surance Statistical Plan in handling dif- 

1916. In lerent rates, classes, coverages, dis- 
ork gen- counts, and territories. In addition, Mr. 
He was MM Harwayne presented a detailed analysis 
ident 1 MM of the New York Workmen’s Compensa- 
board 0! tion Statistical Plan. The comprehen- 


sive nature of the plan is evident from 
the requirement that “A report must be 
fled for every workmen’s compensation 


iS an Ul 
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_S. F. Sg and employers’ liability policy extending 
yartment. BM Coverage in New York State.” 

me office 

ualty st- 

my HUTCHESON MARKS 25 YEARS 
"€ be denies 

rector 4 District Engineer at Pittsburgh Branch 
\S ei of Hartford A. & I.; Awarded Gold 
the add: Watch for Service 













Leighton D. Hutcheson, district engi- 
heer at the Pittsburgh, Penn. branch 


J illiams fi ; 
omce of the Hartford Accident & In- 


Univer: emnity Co. celebrated his 25th anniver- 
started “Be ty with the company on April 1. In 
derwritt' BM eccordance with company custom, he was 
[nsuran BS warded a gold watch in recognition of 
> Fidelit! MBB his service. 

he wa A native of Dexter City, Ohio, Mr. 


won pt Hutcheson was graduated from the Uni- 


He ye ‘ersity of Pittsburgh with a B.S. degree 
y in | ‘fag | mechanical engineering. He also stud- 
president ied electrical engineering, industrial man- 
ve of itt'ement and industrial relations at 


‘mnegie Institute of Technology, Pitts- 


the Joli burgh, A member of the American 
cago. MUM ctety of Safety Engineers and the 
hicag? "HM 'ftnsylvania Society of Professional En- 
y reside Sneers, Mr, Hutcheson is active in 
He WS "ternal organizations in Pittsburgh. He 


* ois ,) Served ; . 
nd in MMR tved in the Army Engineer Corps dur- 
2) ™g World War I. 





NUCLEAR MATERIAL STUDY 





Liberty Mutual to Construct New Labora- 
tory for Study of Industrial Problems 
With Nuclear Energy 

A radiatien control laboratory to study 
new radiological problems posed by indus- 
trial use of radioactive material is now 
being constructed by Liberty Mutual In- 
surance Co. 

First of its kind to be built by an in- 
surance company, the new laboratory is 
being established at the Boston firm’s 
research center at Hopkinton, Mass. 
Chemical laboratories and other facilities 
for the study of industrial hazards will 
also be housed in the new structure, 
expected to be completed by November. 
These facts have just been disclosed in 
an announcement by S. Bruce Black, 
Liberty Mutual president. 

“Construction of the new laboratory 
reflects the wide extent to which nuclear 
materials are now being used by industry 
and the resultant concern of insurance 
companies,” Mr. Black noted. “This 
development has created a whole new 
category of problems for casualty com- 
panies,” he said. “In 1954, some 2,400 
organizations were using radio-isotopes 
as compared with only 86 such users nine 
years ago. Production of these materials 
and the equipment to handle them is 


Burglary and Plate Glass 
Assn. Honors W. S. Costello 


The Burglary & Plate Glass Associa- 
tion of New York, at a recent executive 
committee meeting, paid honor and 
wished Godspeed to Walter S. Costello, 
who is retiring from the business after 
44 years of service with the Royal In- 
demnity Co. 

The testimonial was conducted by 
Thomas G. Buckley of the Sun In- 
demnity Co., who presented Mr. Cos- 
tello with a U.S. savings bond on behalf 
of the association. With the presenta- 
tion went the best wishes and esteem 
in which he is held by his many friends 
and associates. 

Peter A. Laterza of the Springfield 
Fire & Marine, presided at the meeting. 





already a $60,000,000 annual business. In 
the field of electric power it is estimated 
that 50% of new plants will be of the 
atomic type within 20 years.” 

Liberty Mutual’s research center at 
Hopkinton is a part of an overall loss 
prevention operation. As the number one 
carrier of workman’s compensation in- 
surance; the company has pioneered in 
research to control hazards in industry. 


Pacific Indemnity Declares 
33 1/3 Capital Stock Share 


Directors of Pacific Indemnity Co., at 
a recent meeting declared a stock divi- 
dend of 3314% payable May 15, 1955, to 
stockholders of record April 20, subject 
to issuance of a permit by the Insurance 
Commissioner of California for the addi- 
tional capital stock. 

This stock dividend will have the ef- 
fect of increasing the capital of the com- 
pany from $1,800,000 to $2,400,000 and 
the number of shares of capital stock 
outstanding will be increased from 180,- 
000 to 240,000. 

It is anticipated that, subsequent to 
the issuance of the stock dividend, cash 
dividends of 65 cents per share will be 
paid quarterly on the increased number 
of shares. 





JOHN C. BURRIDGE PROMOTED 

John C. Burridge, associate editor of 
The National Underwriter, has been ad- 
vanced to managing editor of the news- 
paper. Mr. Burridge, who has been with 
the newspaper since 1945, will remain at 
the Chicago office. 
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"oO h I mad 4,000 !”’ 
ne mont MmMadae over 5 : 
Says Clarence E. Wormuth (left) of Detroit, Michigan... 
pictured here with Prudential Brokerage Manager Wayne H. McCarty. 
“Thanks to the cooperation of 
Prudential, I made over $4,000 in 
one month through sales of 
life insurance to my general 
insurance clients. Prudential’s 
Brokerage service is so 
diversified . . . Life policies, 
Group, Sickness & Accident, 
Group Creditors Insurance, etc. 
All pay liberal commissions, too. 
My association with Prudential 
is a big help in offering clients 
complete insurance service. 
Incidentally, even with all this 
help I still get the full 
commission.” 
| cuz | 
| TO: BROKERAGE SERVICE e THE PRUDENTIAL, NEWARK 1, N. J. 
| I want to know more about Prudential’s Life Department Plan and how it will make Life sales easier for me. | 
| ov” = THOSe My, | 
| NAME ee SO | 
“ one = % 
ADDRESS lie 3 . 
| > 2 | 
| PHONE ree —- ae a | 
| aft i 
2 oe PERU DEN LiAL a 1 
I FE insyRane | 
IN S U RA N . E Cc OMPANY OF A M ERs C A 1875 — Protecting the Family — 1955 
| LIFE INSURANCE @® ANNUITIES © SICKNESS & ACCIDENT PROTECTION © GROUP INSURANCE *® GROUP PENSIONS | 
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N.J. Agents’ Meeting 


(Continued from Page 31) 


tion at all times.” In his new office he 
“T find that the responsibilities are 
great and the opportunity for public 
service a welcome challenge.” 

Speaking of the Department of Bank- 
ing and Insurance he noted that it was 
established by the state legislature in 
1891, reorganized in 1926 when three 
separate bureaus were set up, each 
headed by a Deputy Commissioner. Then 
in 1948 the Department was constituted 
as a principal department in the execu- 
tive branch of the state’s government. 
“In 1952 the assets of insurance com- 
panies alone doing business in the state 
totaled over $80 billion and New Jersey 
premiums of over $750 million were re- 
ported by 653 companies,” he stated. 

Referring to the annual report of the 
N. J. Automobile Assigned Risk plan, 
the “Commissioner said it disclosed that 
from March 15, 1941 (effective date of 
the plan) to December 31, 1953, a total 
of 76,837 cars were assigned and written. 
During calendar year 1954 alone a total 
of 51,053 cars were assigned and written. 
Mr. Howell said: “This indicates to me 
that the market is still tight—tighter 
than it should be when it is realized 
that only a small percentage of these 
risks are financial responsibility risks. 

“My staff tells me they have plenty 
of evidence that some agents still do not 
interest themselves in observing the 
rules of the plan. As a consequence they 
are not furnishing to applicants ade- 
quate and efficient service. Our records 
indicate only too often that the agent 
did not read to the applicant the ques- 
tions as required by the application 
form. Because a few avents have been 
careless or indifferent, applicants have 
been inconvenienced and avoidable hear- 
ings have been forced upon the Depart- 
ment. This problem will become worse 
if heed is not taken now. 

Noting that April 1 marks the effective 
date of the UC] fund law, the Commis- 
sioner remarked: “As soon as its impact 
is felt a substantial increase in auto lia- 
bility business will eventuate. The 
opportunity to participé ate in this ‘addi- 
tional business is yours. At the same 
time you have a corresponding respon- 
sibility in doing your part in the proper 
servicing of risks in the Assigned Risk 
plan. It is one good way of avoiding a 
statutory assigned risk plan and com- 
pulsory automobile insurance.’ 

Motor Vehicle Director Gassert said 
that many car drivers in the state do 
not know what insurance they have or 
should properly carry. Some_ thought 
that by paying $3 into the UC] fund 
last year they were insured. He called 
upon the agents and the companies to 
do an educational job in this respect, 
saying “it is essential to any voluntary 
increase in the number of insured driv- 
ers in the state.” Mr. Gassert remarked 
that car owners were not required this 
year (as they were in 1954) to list the 
name of their car insurance company o1 
the back of their automobile registration 
application. 


said: 





Miller Cites Problems in 
» Curbing Reckless Drivers 


Ray Miller of Columbus, manager of 
the Ohio Automobile Assigned Risk Plan, 
addressed a recent luncheon meeting of 
the Greater Cincinnati Safety Council. 
He conveyed to the group an idea of the 
incompetence of a sizable segment of the 
driving population and the technical and 
political difficulties of keeping them 
off the road and thus correcting the 
situation. 

Arthur M. O’Connell, prominent Cin- 
cinnati agent who is a member of the 
NATA executive committee, is president 
of the GCSC. There was a large turn- 
out of insurance men at the luncheon. 

Mr. Miller was able to report that the 
lower house of the legislature had just 
passed a compulsory ‘automobile inspec- 
tion law. Presently the only compulsory 
inspection systems in the state are at 
Cincinnati and Norwood. 


D.W. Orr, New President of Peerless 
Casualty, Prominent Attorney of N.H. 


Dudley W. Orr, who was elected presi- 
dent of the Peerless Casualty of Keene, 
N. H., several weeks ago, is one of the 
state’s leading attorneys who holds di- 
rectorships in banking, railroad and gas 
companies in addition to serving on the 
board of three insurance companies. Re- 
siding in Concord, Mr. Orr is chairman 
of that city’s Planning Board. He was 
elected president of the Concord Natural 
Gas ‘Corp. in 1953 and is a member of 
its board. Since 1946 he has served as 
the Mechanicks 


a vice president of 
National Bank of which he is also a 
director. 


A graduate of Phillips Exeter Academy 
in 1925, Mr. Orr obtained his A.B. degree 
at Dartmouth College in 1929, took grad- 
uate work at University of Clermont- 
Ferrand in France, and in 1933 completed 
his law course at Harvard Law School. 
Thereafter he served for two years in 
the Manchester law firm of McLane, 
Davis & Carleton. 

For the next seven years he was in the 
state’s service. From 1935-37 he served 
as assistant attorney general of New 
Hampshire, then as acting attorney gen- 
eral and from 1937-42 was state tax 
commissioner. Before his World War II 
service in the U. S. Navy he was state 
attorney for OPA for a year. In he Navy 
he ranked as a lieutenant and did a cred- 
itable job as counsel to the Assistant 
Secretary of the Navy (material divi- 
sion) in the period 1945-46, Returned to 
civilian life, one of his posts was to serve 
the Northern Railroad as president. 


His Affiliations 


Mr. Orr, one of Dartmouth’s most ac- 
tive alumni, is a trustee for life of the 
college and holds an honorary M.A. de- 





DUDLEY W. ORR 


gree which was conferred upon him in 


1941. He is also a trustee of Phillips 
Exeter Academy, the Merrimack County 
Savings Bank, the Rolfe & Rumford 
Home, John H. Pearson Trust and the 
New Hampshire Historical Society. 

His directorships include Peerless Cas- 
ualty Co., United Life & Accident of Con- 
cord (owned by the Peerless), Merchants 
Mutual Casualty, Northern Railroad. 
Manchester Gas Co., Concord Natural 
Gas Corp., and the Mechanicks National 
Bank. His clubs include the Snowshoe, 
Concord, N. H., and the Century of New 
York. 





Basic Automobile Policy 


(Continued from Page 31) 


broadened so that the exclusion of 
“home, office, store, display or passenger 
trailers” now applies only to the basic 
medical payments coverage, and so that 
the undescribed trailer may be used with 
a non-private passenger automobile if 
not being used for business purposes. 

The “temporary substitute automo- 
biles” definition has been revised to in- 
clude a provision as to the named in- 
sured’s spouse. The “newly acquired 
automobiles” provision has been revised 
to apply to the named insured’s spouse 
as well as to the named insured. It also 
has been broadened so as to give auto- 
matic coverage without notice on re- 
placement automobiles. 

The present extended medical pay- 
ments endorsement provisions are car- 
ried out and coverage is excluded for 
vehicles and trailers parked for use per- 
manently or for a long period of time 
as living or business quarters. A defini- 
tion of “private passenger automobile” 
has been added because of extended use 
of the term elsewhere in the _ policy. 
The “two or more automobiles” protec- 
tion is limited to the liability coverages, 
thus clarifying the intent. 

The “use of other automobiles” insur- 
ing agreement has been redrafted as to 
form to effect a desirable clarification. 
This coverage has been broadened by 
removing from this agreement the ex- 
clusions to automobiles “hired as Dart 
of a frequent use of hired automobiles.” 

In the “policy period” insuring agree- 
ment “Newfoundland” has been deleted 
as it now is part of “Canada.” Also 
coverage is broadened by limiting the 
purpose of use statement to “described 
automobiles.” 

Revisions of Exclusion 

A war risk exclusion has been inserted 
and the language follows that for other 
standard provisions policies. Other 
changes in exclusions have been made 
chiefly to make editorial modifications, 
to delete what was no longer necessary 


or to reduce the scope of application of 
exclusions. 

In the “limits of liability” condition appli- 
cable to bodily injury liability the words 
“as the result of any one accident” have 
been substituted for “in any one acci- 
dent” to clarify the intent. A “limit of 
liability” condition applicable to prop- 
erty damage liability has been inserted 
to clarify the intent. 

The “limits of liability” condition per- 
taining to the basic and the extended 
medical payments coverages combines 
the policy condition and the condition 
of the extended medical payments en- 
dorsement, with slight editorial modifica- 
tion. 

A “severability of interests” provision 
pertaining to the bodily injury and prop- 
erty damage liability coverages has been 
inserted to clarify the intent. Thus, 
for example, where the term “the in- 
sured” is used in the exclusion, it is to 
be applied as meaning only the in- 
sured against whom claim is made or 
suit is brought. 

The provision with respect to “financial 
responsibility laws” has been modified 
to apply prospectively in accordance with 
intent. 

In the “other insurance” provision 
pertaining to the bodily injury and prop- 
erty damage liability cov erages the lan- 
guage at the end reading “available to 
the insured, either as an insured under 
a policv applicable with respect to said 
automobile or otherwise” has been de- 
leted as unnecessary. The “other insur- 
ance” condition applicable to the basic 
and the extended medical payments cov- 
erages has been modified editorially and 
made applicable under the basic medical 
payments coverage to ‘ ‘temporary substi- 
tute automobiles” to obtain uniformity 
with the liability coverages in this re- 
spect. 

The “assignment” condition provides 
for coverage without notice in the case 
of the named insured’s death. The provi- 
sion as to bankruptcy and insolvency has 
been deleted. Editorial changes have 
been made in the “assignment” condition 
to conform to latest language in other 
standard provisions policies. 


— 


Knowlton Questions FTC 


(Continued from Page 31) 


government starts proceedings of this 
nature, the public is not too careful to 
analyze the exact nature of the proceed- 
ings. He declared that the result is 4 
definite reflection of the business, even 
with respect to matters not included jn 
the scope of the complaints. He pointed 
out that people who are giving up valu- 
able policy rights because of a misunder- 
standing of the nature of the proceed- 
ings should be reassured, not only by the 
State Insurance Commissioners but by 
the Federal Trade Commission. 


Questions FTC Jurisdiction 


“My attempt to get an opportunity to 
review the nature of the complaints 
filed wih the Commission and arrange 
for a cooperative effort by the Commis- 


sioners met with no success,” Mr. 
Knowlton continued. “The Federal 
Trade Commission took the position 


that as to matters which they feel are 
wtihin their jurisdiction, they cannot 
surrender that jurisdiction to the states, 
They consider the evidence on which 
they are basing their complaints as con- 
fidential in nature. They feel that they 
have an obligation to Congress to pro- 
ceed to the full extent authorized under 
Federal law. They furnish their own 
interpretation of that authorization, 
“From what I have said, you can see 
that the question of the jurisdiction of 
the Federal Trade Commission is para- 
mount. It is very important to know 
whether in the present state of the law, 
and by this I mean both the state and 
Federal law, the FTC has any jurisdic- 
tion. If if is determined the Commission 
has some jurisdiction, then it is impor- 
tant to know in what areas that juris- 
diction exists. In addition to determin- 
ing what the situation is today, this in- 
formation is important in order to de- 
termine what if any action the states 
can take in order to preempt the field. 
If it is found that Federal jurisdiction 
exists in some areas, then it is impor- 
tant to know what legislation should be 
recommended to the states in order to 
preserve complete regulation and _ oust 
the Federal Trade Commission of any 
jurisdiction over the insurance business. 


NAIC Special Committee at Work 
on Problem 


“Realizing the importance of this 
question,” continued Mr. Knowlton, “the 
NAIC at its meeting last December au- 
thorized the appointment of a commit- 
tee on the question of FTC jurisdiction. 
This committee has already had one 
meeting and proposes to have another 
before this month is out. The first meet- 
ing was devoted to a discussion of the 
issues involved in determining the ques- 
tion of jurisdiction. You can _ readily 
see that the issues vary depending 
upon the tircumstances under which the 
company involved is doing business. 
You have the situation of a company 
which is licensed in all 48 states, some 
of which do and others do not regulate 
advertising. At the other extreme you 
have the situation of a company who }s 
licensed in only one state, which state 
does not have adequate regulatory laws, 
but the company does business in al 
states through the use of the maiis. A 
variation of this situation is where you 
have a company which is licensed ot) 
in one state but that state does have 
adequate laws for the regulation of ad- 
vertising. Other variations of these situs 
tions must be considered.” 


Asking for New Legislation 


The speaker said the committee ha 
tentatively outlined the issues involved 
and is now having counsel draft a brief 
covering these issues. While it is [0 
early to forecast what the conclusions 

may be, “it seems obvious from the work 
done so far that all states will have t 
enact the Unfair Trade Practice Act at! 
the Unauthorized Insurers Service” 
Process Act or laws which have similat 
provisions.” Mr. Knowlton has write! 
to each Insurance Commissioner, asking 


(Continued on Page 38) 
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Rasterih Cas. Had 23% 
Premium Rise in 1954 


ASSETS SHOW 61% INCREASE 





Announces New Line of Poli- 
spews A. & H. and All Pur- 
pose Hospital Indemnity Plan 





Eastern Casualty Co., New York, re- 
ports that its written premiums during 
1954 were 23% higher than the previous 
year. Written premiums last year were 
$1,680,968 as against $1,386,749 in 1953. 
“"\dmitted assets also showed a_ sub- 
stantial increase with the figure at the 
end of 1954 standing at $776,161, a gain 
of 61% over the $481,195 figure at the 
end of 1953. ‘ 

The company has just announced a 
new line of policies, including accident, 
accident and health, and an all-purpose 
hospital indemnity plan. The sales poten- 
tial of the new contracts is being dis- 
cussed in a series of conferences between 
agents, Vice President David 
Schultz and Wendell Buck, who was 
recently retained by the company to 
assist. in its expanded public relations 
and sales promotion program. 

The reaction of field men to the ex- 
panded sales campaign is reported as 
excellent. The first issue of “The Sales 
Jox,”. a company-sponsored publication 
for the agency organization, brought an 
enthusiastic response, and the second 
issue is in production. The initial mail- 
ing piece for the brokerage market, a 
policy directory, was so well received 
that it had to be put back on the presses 
to meet the heavy demand. The second 
brokers’ bulletin with a press run sub- 
stantially larger than for the first, will 
soon reach agency offices. 

Window displays, advertisements fot 
local use by agencies and a number of 
other sales aids are also nearing com- 
pletion. 


SET ASIDE FORMER JUDGMENT 


general 








U. S. Court of Appeals Grants Hearing 
for Reconsideration of Suit of St. Paul- 
Mercury Indemnity v. Rutland 
The United States Court of Appeals 
for the Fifth Circuit has set aside its 
judgment in the case of Saint Paul- 
Mercury Indemnity Co. v. Rutland and 
a hearing has been granted to reconsider 
the suit, Ray Murphy, general counsel 
of the Association of Casualty & Surety 

Companies, has announced. 

The case involved a collision between 

a freight train made up of cars belong- 
ing to several owners and a truck in- 
sured by the Saint Paul-Mercury Indem- 
nity Co, Mr. Murphy said. The court 
in its earlier decision had found that 
the phrase “each accident,” limiting the 
amount of coverage for property damage 
liability, was to be interpreted in light 
of the persons whose property was in- 
jured. For this reason, it was held that 
the single collision in which 16 freight 
cars were damaged constituted a series 
ot separate accidents, and the court con- 
cluded that the $5,000 limitation on each 
accident was to be applied to each owner 
whose property was damaged. 
_ The new order setting side the earlier 
judgment was issued after the Saint 
Paul-Mercury Indemnity Co. filed a pe- 
tition for rehearing and the Association 
ot Casualty & Surety Companies filed 
brief as amicus curiae. The association 
Was represented by James B. Donovan, 
ot the firm of Watters & Donovan. 
















Fireman’s Fund Inaugurates 
Calif. Excess Liab. Service 


To enable agents and brokers to place 
excess lability insurance business with 
an acmitted market, rather than deal 
oe non-admitted carriers, the Fireman's 
rund has inaugurated an excess liability 
rh ‘ice service in California. 

. he new facility, first of its kind, will 
Primarily handle automobile or miscel- 
liability risks on which the pri- 
lary carrier limits liability to $10/20,000 

more bodily injury and $5,000 or more 
Property damage. 
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Holdup 
Jewelry—Furs 


Accident Endowments 
Health 
Hospital Expense 


Automobile—all forms 


Personal Liability 
Check Forgery 
Personal Effects 


Aviation & Foreign 
Travel Personal 





Life Juvenile Educational Accident 

Annuities Trusts Other forms of coverage 

Fire and Other Mortgage C lati Miscell Property 
Related Perils Cameras Damage 


Burglary, Theft & Robbery Employer's Liability 


Fine Arts 


Personal Property Floater 


(where permissible) Workmen’s Compensation 


Comprehensive Liability Explosion Other forms of coverage 


GG ror THE BUSINESS 


Fire and Other Burglary, Theft & Robbery 


Related Perils 


Employers, Side Track, 
Contractors, Product, 


Business Life (Key Men, Contingent) 


Automobile—all forms Partnership) 


Aviation & Travel 
Accident, World-wide 


Workmen’s Compensation 


Plate Glass 


Bonds (Fidelity, Surety, 


Court) Property Damage 


Group (Life, Accident, 
Sickness, Hospital, 
Pensions) 


Liability (General Public, 
Owners, Landlords and 


Tenants, Elevator, Other forms of coverage 






Get this FREE book! Big 36-page book, “Growth 
Through Leadership;’ explains in detail the many facili- 
ties that Continental has to offer the alert, progressive 
producer. Write today! Address Dept. 313. 


Con tlinental 


CASUALTY COMPANY 


310 S. MICHIGAN AVE. « CHICAGO 4, ILL. 


ASSOCIATED COMPANIES: 
Continental Assurance Company « Transportation Insurance Company 
United States Life Insurance Company 


‘America’s Department Store of Insurance” 
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Kemper Group Issues 
“New Look” Auto Policy 


IN MOVE TO ASSIST AGENTS 


Contains Standard Provisions and Recent 
Revisions Which Broaden Cover- 
ages; Helpful for Sales 





The Kemper Group of insurance com- 
panies has made another move in its 
drive to improve the competitive posi- 
tion of its agents. Chairman James 
Scott Kemper has announced that begin- 
ning April 1 the companies will intro 
duce an auto insurance policy with a 
“new look.” It is in booklet form in 
two colors and is illustrated and indexed 
to make it easy to read and understand. 

This is the third major step that com- 
panies in the Kemper Group have taken 
within a year to help agents. Last 
spring, the Kemper organization intro 
duced its Kemper-Matic policy—the first 
machine-processed policy for independ- 
ent agents. Last fall, the companies 
launched the Kemper Approved Insur- 
ance Advisor program backed by a rec- 
ord nationwide advertising budget to 
highlight local agents and to point up 
the benefits of local agency service. 

Include Recent Revisions 
_ Mr. Kemper said that although dif- 
ferent in format, the new streamlined 
policy will contain the standard provi- 
sions used heretofore and will include 
the recent revisions which broaden the 
coverages. Because the new provisions 
won't be effective in Virginia until 
July 6, the new booklet policy will not 
be available there until after that date. 

For the first time, agents will have a 
policy with these innovations: (1) a con- 
venient and easy to handle booklet 
which eliminates the complicated folding 
and unfolding required by the present 
bulky forms; (2) a picture guide to ma- 
jor coverages; (3) a simple index of 
provisions to enable the policyholder to 
find information quickly without wading 
through the entire policy; (4) two-color 
treatment to make the policies attractive 
to policyholders and to add eye-appeal 
for buy-appeal; (5) special typographic 
design for easy reading. 

_ Mr. Kemper said the new policy form 
is available to agents of Lumbermens 
Mutual Casualty Co., American Motor- 
ists Insurance Co., American Manufac- 
turers Mutual Insurance Co. and Federal 
Mutual Insurance Co. In Massachusetts 
the booklet policy will be available with- 
out pictures. 

Can Be Used as Point of Sales 

Agents can use the new form as a 
point of sales piece, pointing out that 
they represent a company which has 
made it easy as possible for the policy- 
holder to read and understand what he 
has purchased. 

To activate the policy, all the agent 
has to do is prepare a declarations page 
that states who and what is insured 
and for how much, which is then at- 
tached to the inside back cover of the 
booklet. All the necessary policy provi 
sions are contained in the booklet. 

The only typing done by the agent is 
on the declarations page which, with the 
daily report copies, come in pre 
carboned and pre-numbered sets. These 
are convenient snap-out assemblies 
which eliminate the messy separation of 
policies from daily reports. No addi- 
tional typing is required to produce iden- 
— card and company cards rec- 
ords. 


Maryland’s $1,500,000 Bond 


Maryland Casualty Co. signed a 
$1,500,000 performance and payment bond 
March 29 on behalf of the country’s 
oldest contracting firm, the William L. 
Crow Construction Co., New York. Writ- 
ten through the New York office, the 
bond covers construction of St. Luke’s 
Memorial Hospital Center, Utica. 

The Crow company has been managed 
by the same family since organization 
115 years ago. President William L. 
Crow is the great grandson of Founder 
Langstaff N. Crow. 
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Nevonen Cites Methods 
For Gaining Members 


MEMBERSHIP MONDAY, APRIL 18 





International Pres. Releases Membership 
Sales Presentation Developed by C. 
E. McDonald, P.R. Vice Pres. 





Howard Nevonen, Washington Na- 
tional in Los Angeles, vice president in 
charge of membership for the Interna- 
tional Association of Accident & Health 
Underwriters, has announced that a 
membership sales presentation, devel- 
oped by C. E. McDonald, public rela- 
tions vice president of the International, 
will be used by members throughout 
U. S. A. and Canada on Membership 
Monday, April 18. In Mr. Nevonen’s 
opinion the sales presentation includes 
pertinent points which should induce any 
A. & H. underwriter to join forces with 
the Association. 

Plans are now complete in all of the 
Association’s 105 locals for participation 
in the membership campaign. Activity 


will begin with a breakfast, continue 

with solicitation by teams, and con- 

clude with a late afternoon lunch and 

tally period. The membership — sales 
presentation says in part: 
Code of Ethics 

“Let’s talk about our Code of Ethics. 


It is a ten-point code and the first point 
is indicative of the general meaning— 
‘To hold the selling of A. & H. insur- 
ance as a profession and a public trust, 
and to do all in my power to maintain 
its prestige. The entire code stresses 
the need for honesty in presentation, 
loyalty to public and company, and a 
placing of the client’s needs first. 

“In order to qualify for membership, 
a man must sign this code, and in order 
to stay a member he must abide by it. 
We are all keenly conscious of the ne- 
cessity of keeping our business on a 
high level at all times and even more es- 
pecially in these troublesome days. We 
have discovered the best way to elimi- 
nate the wrong men from our ranks is 
to have the right men organized in one 
body. 

“Perhaps there is no more outstand- 
ing achievement than our DISC course. 
To date it has been taught in 28 uni- 
versities in the United States. It is now 
being expanded. A new textbook has 
been written and a full-time manager 
and staff have been retained. Soon it 
will be a ‘must’ for every newcomer in 
our work. 

“As you know, there are very few 
businesses in this country which con- 
tribute as much intrinsic good to the 
public welfare as does our voluntary 
prepaid medical and surgical care. But 
we also know that disability insurance 
has suffered from very poor public rela- 
tions both within and without the in- 
surance world. We have the feeling 
that no one is so important to insur- 
ance public relations as the agents who 
sell the business. It is he who meets the 
public face to face day in and day out. 
To the public it is what he says and does 
that is insurance. It becomes readily 
apparent that we agents must band to- 
gether and cooperate on public relations 
activities which will build our prestige 
and assure us of our proper place in the 
community—a place of dignity and re- 
spect. 

Work Together on Legislative Matters 

“We owe it to ourselves to work to- 
gether on legislative matters. Each year 
we see more and more legislation intro- 
duced effecting our business. The fre- 
quent legislative’ bulletins sent from the 

(Continued on Page 38) 
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BBB Says Ins. Complaints 


Lead Financial Inquiries 
The Association of Better Business 
Bureaus, Inc., has reported that the 
number of inquiries and complaints 
handled by Better Business Bureaus 
in the United States and Canada 
reached a new high of 2,005,288 in 
1954 and the number of advertise- 
ments requiring investigation and ac- 
tion reached a new post-World War 
II low. 

The report states that “in the three 
major categories (financial, commer- 
cial and merchandise) insurance, with 
126,542, caused the most inquiries and 
complaints in the financial field. Ques- 
tions about accident and health insur- 
ance created the greatest volume, re- 
flecting primarily public confusion 
over advertising and selling claims 
and policy provisions offered by a 
number of companies. 

“Additionally, a sharp rise in in- 
quries was noted resulting from na- 
tional publicity and from the Federal 
Trade Commission’s investigations of 
a number of A. & H. companies. In- 
quiries reflected public uneasiness 
over the soundness of its insurance 
purchases.” 











All Conference Members 
Adopt Ethical Code 


USING IT AS ADVERTISING GUIDE 





Effects of Code Have Been Far-Reach- 
ing; Editorial Comment Favorable; 
Watt Directing Adv. Coordination 





All member companies of the Health 
& Accident Underwriters Conference 
have now agreed to comply with “Ethi- 
cal Standards for Advertising Individu- 
ally Underwritten A. & H. Insurance,” 
adopted at the Conference annual meet- 
ing last May. 

The companies are continuing to re- 
view their A. & H. advertising, using the 
ethical standards code as guide. The 
Conference staff continues to offer ad- 
vice and interpretation to companies that 
submit sample material for review. 

Highlights of the code include basic 
standards as follows: (1) Advertising 
must be truthful in fact and implica- 
tion; (2) Advertising should not have 
the capacity and the tendency to mis- 
lead those to whom the appeal is being 
made. 

There are 14 special standards that, 
among other things, bar discrediting of 
competitors, special or introductory of- 
fers on insurance already in existence, 
use of non-typical benefit inducements. 
The spirit of the code should prevail in 
situations not specifically covered. 

The Conference states that the effects 
of the code have been far-reaching. A 
total of 15,000 copies have been dis- 
tributed through member companies and 
to other interested parties. 

Editorial comment has been favorable. 
The American Medical Association and 
other health groups have publicized it. 
The insurance trade press, “Medical 
Economics” magazine, and the Scripps- 
Howard newspapers have remarked en- 
covragingly about it. 

Furthermore, the Georgia Insurance 
Department has adopted practicallv all 
of the code along with parts of the 
1950 National Association of Insurance 
Commissioners’ Statement of Principles. 

The business practices committee, 
headed by Paul W. Watt, president of 
Washington National, has coordinated 
the advertising phase of Conference ac- 
tivities. 


—=. 


James F. Crafts Answers FTC Charge; 


James F. Crafts, president of Fireman’s 
Fund Insurance Group, has issued the 
following statement in connection with 
the recent complaint received from the 
Federal Trade Commission with respect 
to the accident and health advertising 
material of one of the Group’s subsidiary 
companies: 

“For over a year the Commission has 
been conducting an industry-wide inves- 
tigation of the accident and health insur- 
ance business. We cooperated with them 
some months ago by supplying them with 
copies of our policies and advertising 
material. We were assured that if they 
had any reason to question the data we 
had given them, we would be permitted 
to discuss the matter with them. We 
were therefore surprised that the Com- 
mission had taken action without afford- 
ing us an opportunity to review their 
criticisms. 

“The complaint contains some objec- 


tions to our advertising material whic) 
we believe to be of a technical nature, Jy 
addition, the material upon which the 
complaint is. based is no longer in use 
and the Commission was advised of this 
fact. 

“All accident and health policies issue; 
by our companies have been approve) 
by the California Insurance Departmen; 
and by the insurance officials of ever, 
other state in which we do business, (j 
our annual writings, less than 1% jis jy 
the accident and health field. We do no; 
advertise by direct mail, or throzigh the 
radio or television. All our business js 
transacted through licensed agents anj 
brokers.” 

In indicating that a formal answer to 
the complaint would be made shortly 
Mr. Crafts further said, “We would not 
intentionally jeopardize our reputation of 
92 years’ standing by engaging in the 
kind of activity now alleged by F. T,¢” 


“Health Insurance Story” To Be Told 
By Health Ins. Council Visual Display 


2 HEALY INSURANCE story] 





erm 


POLICY 





Health Insurance Council information and publications committee members Alice M. 

Chellberg, American Mutual Alliance and Paul H. Rinker, Continental Assurance, 

discuss highlights of new exhibit for medical care professions. Just completed, 

display will be shown to an estimated 25,000 at four hospital and medical conven- 
tions in the next three months. 


The information and publications com- 
mittee of the Health Insurance Council 
has announced a new project—a visual 
display to show at meetings of health 
care professions. The display, measur- 
ing 16 feet in length and eight feet in 
height, will graphically portray the 
“Health Insurance Story.” 

It will be available for viewing by an 
estimated 25,000 during appearances 
scheduled for the next three months. 
The display is the third major project 
of the information and publications com- 
mittee. Material from the other two 
projects, the Annual Survey and the 
“Health Insurance Story,” provided the 
factual data used in the exhibit. 


Graphs Show Extent of Coverage 


Four lighted graphs show extent of 
coverage and benefits paid by voluntary 
insurers, A TV-like screen flashes slides 
telling the relationship of health insur- 
ance to health care professions. 

The exhibit was shown at the Ameri- 
can Academy of General Practice meet- 
ing in Los Angeles, March 28-31. It is 
also scheduled for the Student Ameri- 
can Medical Association meeting in Chi- 
cago, May 618; Catholic Hospital As- 
sociation meeting in St. Louis, May 16- 
19; American Medical Association an- 











nual meeting in Atlantic City, June 6-ll 
Plans are underway for additional show: 


. ings in the fall. 


Committee Members 

Information and publication commt- 
tee personnel active in the six-montl 
planning and building of the exhibit 
include: Arthur G. Weaver, chairmat, 
John Hancock Mutual Life; C. 
Bishop, Lumbermens Mutual Casualty; 
Alice M. Chellberg, American Mutu 
Alliance; Benjamin B. Kendrick, Lit 
Insurance Association of America; Wi 
son Miller, Commercial Travelers Mu- 
tual Accident Association; Clifford B. 
Reeves, Mutual Life Insurance Co. @ 
New York. 

Also, Paul H. Rinker, Continental As 
surance; J. W. Scherr, Jr., Inter-Ocea® 
Insurance; Lambert G. Schulze, Prov 
dent Life & Accident; W. H. Scott 
M.D., Lincoln National Life; |. Hen" 
Smith, Equitable Life Assurance > 
ciety; Robert W. Waldron, Bureau" 
A. & H. Underwriters; James R. Wt 
liams, Health & Accident Underwriter 
Conference. 

Design and construction were under- 
taken by Olson Designers, Chicago, * 
firm that has constructed displays ™ 
many leading national institutions @™ 
manufacturers, 
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Hanna Sees Competition and State 


Legislation Reasons for A.QH. Growth 


Conference Managing Director John P. 
Hanna on March 29 told the Florida Bar 
annual convention in Miami Beach that 
competition is the basic reason for rapid 
progress in the accident and health field. 
This coupled with state legislation allow- 
ing maximum experimentation by compa- 
nies has brought better and more health 
insurance to the public, he asserted. 

“The Insurance Departments of the 
various states generally have done an 
outstanding job of regulating the busi- 
ness without interfering with experiments 
toward greater progress. Many experi- 
ments, considered fool-hardy by the in- 
dustry generally, have provided the basis 
for sound advances. ; 

“Strangely enough,” he said, “regula- 
tion in the public interest almost always 
turns out to be regulation in the best 
interest of insurance companies them- 
selves.” 


Calls FTC Probe Detrimental 


He cited as “unfortunate” legislation 
and not in the public interest, the com- 
pulsory disability programs in four states 
and the California Minimum Benefits 
Law. The Federal Trade Commission’s 
current probe of accident and health ad- 
vertising is also detrimental to the broad 
public interests, in ‘his opinion. 

“I am convinced current accident and 
health advertising is conducted on a more 
accurate and ethical plane than any other 
industry,” he declared. “The nature of 
the product requires this. Efforts toward 
further improvement should be continued. 

“A responsible Federal agency, such as 
the Federal Trade Commission, should 
make every effort not to undermine pub- 
lic confidence in financial institutions 
which live by. their promises of future 
performances,” Mr. Hanna emphasized. 

“The evil which the generally misun- 
derstood publicity does to the policyhold- 
ers may well outweigh the evil which the 
Federal Trade Commission is trying to 
correct. 

“Strangely enough, individual compa- 
nies complained against have not experi- 
enced an unusual number of policy lapsés 
or any unusual difficulty in obtaining 
new policyholders. It would seem that 
policyholders have not lost faith in their 
own companies as much as they have in 
the industry as a whole.” 

Mr. Hanna remarked that every com- 
pany complained against would willingly 
have made changes in their advertising 
regardless of merit. There was no op- 





. troducing —_—— 


TESTED COVERAGES - 








EQUITABLE COMMISSIONS - 


portunity to consult with the FTC before 
the charges were made. 
Points to Great Progress in 
Writing Policies 

Outlining the historical development of 
the business, Mr. Hanna called attention 
to the 1912 Standard Provisions Law 
that took the “small print” out of dis- 
ability policies. 

“Accident and health policies are not 
difficult to understand compared with 
other types of policies,” he said. “Com- 
panies have made great progress in writ- 
ing policies with the minimum amount 
of legal sounding phraseology necessary 
to protect the rights of the parties to 
the contract. 

“Other milestones of sound legislation 
were the ‘Official Guide for the Filing 
and Approval of Accident & Health Con- 
tracts’ of the National Association of 
Insurance Commissioners and the Con- 
ference Model Accident & Health Bill, 
developed in the post-World War II era. 
Culmination of these efforts to promote 
good state disability legislation was the 
Uniform Individual Accident & Sickness 
Policy Provisions Law, adopted by the 
NAIC in 1950. 

“It has now become law in 35 states, 
the District of Columbia and Hawaii. Its 
more liberal provisions can be used 
in all the other states,” Mr. Hanna 
declared. 

Other Sound Laws 

He pointed to two other sound laws: 
The Uniform Fair Trade Practices Act, 
now law in 31 states and being consid- 
ered currently in at least seven others, 
and the unauthorized insurers process 
act, on the books in 32 states, with at 
least five more considering it. 

“The insurance industry has _ unani- 
mously supported the system of state 
regulation as opposed to Federal regula- 
tion as being in the best interest of the 
public and the insurance business. 

“Greatest threat to the progress of the 
A. & H. business came as the result of 
the SEUA decision in 1944, which estab- 
lished the legal principle for Public Law 
15 that insurance is subject to Federal 
regulation to the extent not regulated 
by state law.” 

Growth Statistics Encouraging 

Turning his attention to A. & H. 
growth statistics, Mr. Hanna gave three 
reasons why they are encouraging, say- 
ing: “The increase in number of persons 
covered appears to be continuing at an 
undiminished pace and I am confident 


TWO LIFE COS. JOIN BUREAU 


Addition of Midland Mutual Life and 
Sun Life of Canada Bring Bureau 
Membership Total to 97 

Two life insurance companies 
newly associated with the Bureau of 
Accident & Health Underwriters accord- 
ing to J. F. Follmann, Jr., its general 
manager. The two companies are the 
Midland Mutual Life of Columbus, Ohio 
and the Sun Life Assurance Co. of 
Canada. 

This brings membership of the Bureau 
up to a total of 97 companies presently. 
These companies write over half the to- 
tal of A. & H. insurance in force in the 
United States. Continuance of member- 
ship in the Bureau is contingent upon 
compliance with its Code of Practices, 
unanimously adopted by member compa- 
nies at their 1954 annual meeting last 
September. 

Since that time, and in addition to the 
above mentioned companies, four others 
have recently joined the Bureau: Farm 
Bureau Mutual Automobile of Columbus, 
Ohio, Massachusetts Mutual Life, North 
American Casualty & Surety Reinsur- 
ance Corp. of New York, and Union 
Labor Life of New York. 

Seventy companies have associated 
with the bureau since 1947 of which 32 
are life companies, 16 stock casualty 
companies, three mutual casualty com- 
panies, 15 fire companies, two mono-line 
A. H. companies, and two reinsur- 
ance carriers. 








several millions more (than the 104,000,- 
000 currently estimated) will be protected 
by the time another year has passed. 
The amounts of benefits provided under 
these policies have been increasing stead- 
ily and at a greater rate than the cost 
of medical and hospital services. The 
duration of benefits payable under these 
policies in increasing steadily as the 
companies gain additional experience.’ 

Mr. Hanna challenged statements made 
by the Government experts that volun- 
tary health insurance wasn’t developing 
fast enough. “The $10-billion national 
medical bill contains many uninsurable 
items, or items which might better be 
budgeted,” he declared. 

“It is not in the public interest for 
health insurance to cover all medical- 
care costs from the trivial expenditures 
to the luxury services. A substantial por- 
tion of the ten billions is not necessarily 
appropriately covered by insurance; such 
as routine preventative care, dentistry, 
hadacol and aspirin.” 

Other insurance speakers at the meet- 
ing were John M. Breen, vice president 
of Lumbermens Mutual Casualty Co. and 
Joseph A. Navarre, Insurance Commis- 
sioner of Michigan. 
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Manager of the New EASTERN BRANCH 


OFFICE OF 


The HoosiER CASUALTY Co. 


Located in the 


Public Ledger Building, Independence Square 


Philadelphia, Pa. 


A cordial invitation is extended to agents and brokers to visit us and get 
acquainted with Hoosier’s A. & H., Hospitalization and Polio Expense Policies. 
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A Great Company 





Home Office Omaha, Nebraska 


General Agencies in 43 states, District 
of Columbia and Alaska serve our 
438,250 policyholders. 

World ranks 12th in individual acci- 
dent and sickness premium income in 
the U.S. 


q in the insurance world 
It's World Insurance 











ROBBINS JOINS BUREAU STAFF 





Appointed Statistician by Decision of 
Governing Committee; Several Sur- 
veys Planned for Future 

J. F. Follmann, Jr., general manager 
of the Bureau of Accident & Health 
Underwriters has announced the appoint- 
ment of David Robbins to the executive 
staff of the bureau. Mr. Robbins will 
hold the title of statistician. His appoint- 
ment followed the decision of the gov- 
erning committee of the Bureau on 
February 2, 1955 to create this additional 
position at staff level. 

Mr. Robbins has since 1950 been con- 
nected with the U. S. Department of the 
Army, office of the Surgeon General as 
analytical statistician. Prior to that he 
was associated with the Bureau of Vital 
Statistics and the Bureau of Cancer 
Control of the New York State Depart- 
ment of Health. He holds degrees from 
John Hopkins University and from the 
City College of New York. 

Creation of this new position on the 
bureau staff, according to Mr. Follmann, 
has been necessitated by -the efforts 
which the bureau contributes to the 
figures released by the Health Insur- 
ance Council yearly, by several surveys 
contemplated by the bureau in the im- 
mediate future, and by a general need 
for factual and statistical information to 
be used in the development of a broader 
and deeper knowledge of the A. & H. 
insurance business. This, in turn, will be 
of value not only to the business ‘itself 
but to others directly interested in the 
business such as the medical profession, 
legislators and government officials, as 
well as the public at large, Mr. Follmann 
said. 





Leslie and Alexander at 


Blue Cross-Shield Meet 


The annual conference of Plans of Blue 
Cross-Blue Shield at Chicago brought 
together under a new roof the former 
Pennsylvania Commissioner and his for- 
mer first deputy who will be remembered 
as sitting alongside each other for the 
past several years at NAIC meetings. 

Artemas C. Leslie, the ex-Commis- 
sioner, is now associate director of the 
Blue Cross Commission in charge of its 
newly formed Washington office. The 
former chief deputy is Ralph Alexander, 
who is now associate director of Medical 
Service of Pennsylvania, with headquar- 
ters at Harrisburg. This is the Blue 
Shield. 
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U.S.F.& G. Promotions 


(Continued from Page 32) 


was transferred to New York as vice 
president and manager. He will leave 
New York now for the Baltimore home 
office to take up his new duties. 

Mr. Pullen, an alumnus of William 
and Mary College, received his law de- 
gree from the University of Indiana. In 
1926 he joined the Indianapolis office of 
the U. S. F. & G. After various assign- 
ments he went to Baltimore in 1934 as 
assistant to the vice president in charge 
of claims, being given leave in 1942 to 
enter the U. S. Army. In 1946 when 
chief of the Contract Finance Division, 
with the rank of lieutenant colonel, Mr. 
Pullen went*on inactive duty and re- 
turned to the U. S. F. & G. He was 
elected vice president and agency di- 
rector in 1947, 

Mr. Williams has been vice president 
in charge of the fidelity-judicial depart- 
ment since 1941. He is a graduate in 
law of the University of Maryland. His 
career with the company started in 1925. 


Browning, Gamble and Preston 


Mr. Browning studied at Louisiana 
State University, became a special agent 
for the Fidelity & Guaranty Insurance 
Corp. in 1936 and was successively state 
agent, manager, assistant secretary, and 
secretary in charge of the southern de- 
partment. After the merger of the F. & 
G. he became assistant agency director. 

Vice President-Agency Director Gam- 
ble was the first employe of the Fidelity 
& Guaranty, having been elected as- 
sistant secretary in 1928. Later he be- 
came vice president. After the merger 
he was elected vice president-associate 
director in the agency department. 

Vice President-Casualty Director Pres- 
ton is a graduate of Princeton Univer- 


sity, and entered the employ of the 
U. S. F. & G. as an underwriter in 1930. 
He was elected assistant secretary in 


1949 and assistant vice president in 1951. 
Richeson, Gragg and Holley 

Vice President-Claim Director Riche- 
son was graduated from the St. Louis 
City College of Law. He was employed 
as a claim adjuster at St. Louis, there- 
after serving in Cincinnati, Philadelphia 
and New York. In 1949 he became De- 
troit claim superintendent and in 1950 
was transferred to the home office and 
in 1951 elected assistant vice president. 

Mr. Gragg was graduated in law from 
the University of Tennessee. He was 
employed in 1937 as a claim adjuster at 
Memphis, and later was assigned to 
Tulsa, Okla. He was appointed special 
agent at Tulsa in 1949, and in 1951 went 
to Oklahoma City as assistant manager. 
He ‘was transferred to Baltimore in 
1953. 

Mr. Holley studied civil engineering 
at Purdue University. He started in the 
safety engineering department in 1935 
and was promoted to casualty superin- 
tendent at Kansas City in 1946. He was 
transferred to Baltimore as compensa- 
tion-liability assistant superintendent in 
1950. 


Muller, Bland, Gross, Kircher, Higgins 


Assistant Vice President Muller was 
employed in 1911, promoted to supervisor 
in 1915, assistant superintendent of the 
statistical department in 1936, and has 
been statistician since 1948. 

Assistant Secretary Bland was em- 
ployed in 1930, performing underwriting 
and agency work for the Fidelity & 
Guaranty. After its merger he entered 
the agency-development department and 
since 1954 has been in charge of educa- 
tional activities. 

Mr. Gross was employed as_ book- 
keeper in 1919, and thereafter was suc- 
cessively supervisor, assistant cashier 
and cashier. 

Mr. Kircher was employed in 1950 as 
an internal auditor. 

Mr. Higgins was employed in 1951 as 
a field accountant. He was auditor in 
the Portland, Me., office. from 1951 to 
1954, and then transferred to Baltimore. 


New Eastern Branch in 
Phila. Opened by Hoosier 


ALLISON C. FULLER ITS MANAGER 


Indianapolis Co. Enjoyed Biggest Year’s 
Gains in 1954; To Celebrate Golden 
Anniversary in 1957 


The Hoosier Casualty of Indianapolis 
has opened its new eastern branch office 
Public Ledger Building, Inde- 
pendence Square, Philadelphia, Pa., with 
Allison C, Fuller as its manager. The 
new office is equipped to serve metro- 
politan Philadelphia agents and brokers 


in the 


with the company’s complete line of 
disability policies, hospital, medical and 
surgical expense policies for families 


and individuals; also special types of 
coverages including its specified disease 
contract, covering ten “dread diseases” 
including poliomyelitis. Under this policy 
polio coverage has been increased to 
$10,000 while each of the other nine dis- 
eases is covered up to $5,000 maximum. 

Mr. Fuller comes to his new post with 
a background of ten years with Hoosier 
Casualty. A native Philadelphian, his 
career began in that city with the Fire 
Association, and continued later with the 
Constitution Indemnity. During World 
War II he temporarily left the insur- 
with General 
His con- 


ance business to work 
Motors as a Diesel engineer. 
tribution to the war effort also included 
an instructorship in radar at Sandy 
Hook. following which assignment he 
worked at Camp Evans as a_ power 
equipment engineer and at Fort Mon- 
mouth as a development engineer. 

In August, 1945, Mr. Fuller resumed 
his place in the insurance world as a 
Pennsylvania field man with the Hoosier 
Casualty, and in 1946 became the as- 
sistant manager of the company’s east- 
ern division office at Harrisburg. He 
was promoted to the managership of 
that division in 1953, 

His experience in 
sickness insurance business includes 
work as office manager, underwriter, 
field man and claims supervisor. 

Hoosier Casualty’s record in the A. & 
S. business is one of continuous growth 
in premium volume from $553,000 in 
1944 to $4,114,365 in 1954. 

Last year was the best in the com- 
pany’s history, the latest financial state- 
ment reflecting $7,271,198 in assets with 
a policyholders’ surplus of $2,723,812. 

Accident and sickness business is car- 
ried on in 11 eastern and mid-western 
states. The golden anniversary of the 
company will be celebrated in 1957. 

Hoosier is headed by V. M. Ray with 
M. H. Doerfler as vice president, and 
C. Norman Green as secretary-treasurer 
and manager of the accident and _ sick- 
ness department. Harold A. Moore is 
assistant manager. 

The company’s benefit payment divi- 
sion is managed by F. E. Taylor, and 
Rk. E. Eppich is supervisor of accident 
and sickness underwriting. 


the accident and 





Willford New President of 
Ohio A. & H. Underwriters 


The Ohio Association of Accident & 
Health Underwriters at its recent an- 
nual meeting elected James B. Willford, 
Toledo, as president for the coming year. 
The following vice presidents were 
chosen: John Forrest, Akron; William L. 
Allebach, Cleveland; Melvin C. Mielke, 
Columbus. 

Parker B. Arnett of Youngstown, now 
past president, becomes chairman of the 
executive board. Other new members 
of the board are Robert Kelly, Cleve- 
land; Herman Harrison, Cincinnati; 
Warren Schowchow, Columbus. Homer 
Tranthem of Columbus is executive sec- 
retary and counsel for the association. 


Commissioner Knowlton Questions FIC Jurisdiction 


(Continued from Page 34) 


him to present such bills to his legisla- 
ture and he has been assured of industry 
cooperation in getting them passed. 

“In the meantime,” Mr. Knowlton con 
tinued, “the insurance industry, particu- 
larly that segment which is interested in 
A. & H. business, has not been idle. An 
industry committee known as the Joint 
Committee on Health Insurance has been 
formed. This committee consists of out- 
standing men representing the seven im- 
portant trade associations in the acci- 
dent and health field. This is the first 
time to my knowledge that these trade 
associations have formally set up a body 
to coordinate their efforts. In my opin- 
ion it is one of the most progressive 
steps ever taken by industry. 

“The Joint Committee on Health In- 
surance is divided into several task 
forces each of which is assigned some 
phase of the A. & H. problem. The 
Committee recognizes that if the causes 
for the complaints about the A. & H. 
business could be removed, then any 
further action by the FTC or any other 
Federal agency will be unnecessary. It 
is dedicated to exploring all possible 
means of eliminating the causes of dis- 
satisfaction. I am confident that in a 
large measure it will be successful.” 


Emergency Felt to Exist 


He continued: “Many in the A. & H. 
industry feel that an emergency exists. 
The FTC has under investigation the 
advertising of perhaps as many as 200 
more companies writing A. & H. busi- 
ness. It is common knowledge that more 
complaints may be expected.” 

Mr. Knowlton declared that if such 
complaints are brought with the attend- 
ant publicity, “It is feared that public 
confidence in the industry, already shaken, 
will become completely shattered.” He 
brought out that those who fear this re- 
sult suggest that the trade associations 
representing the A. & H. companies pe- 
tition the FTC for the establishment of 
Fair Trade Practice Rules and Regula- 
tions, the idea being to set up machinery 
within the FTC whereby a company 
may have its advertising tested without 
being subjected to formal complaint. 

“The difficulty with this procedure in- 
sofar as those interested in the fate of 
state supervision are concerned is that 
it concedes an area of jurisdiction in 
the FTC. It gives the Government a 
foothold with which to open the door 
wide to Federal supervision,” Mr. Knowl- 
ton warned. 


Fearful of McCarran Act Amendment 


He continued: “Another reason ad- 
vanced for the establishment of Fair 
Trade Practice Rules and Regulations by 
the FTC is that by doing so any attempt 
by Congress to amend or appeal the 
McCarran Act will be forestalled. The 
fear of an amendment to the McCarran 
Act broadening Federal jurisdiction stems 
from remarks recently made by some 
members of Congress and from portions 
of the record of the Subcommittee on 
Anti-Trust and Monopoly Legislation of 
the Senate Judiciary Committee of which 
Senator Langer of North Dakota is 
chairman. 

“The hint that legislation might be 
considered to give the FTC broader au- 
thority came from Congressman Wolver- 
ton of the House Committee on Com- 
merce at a Congressional hearing at 
which the chairman of the FTC was ex- 
plaining the Commission’s activities. The 
thought behind the hint was that the 
question of jurisdiction might better be 
settled by legislative action rather than 
by time-consuming and expensive appeals 
to the courts involving complicated ques- 
tions of law.” 

Commissioner Knowlton also said that, 
the threat of more Federal legislation 


appeared in the report of Senator 
Langer’s subcommittee on the tie-in 
sale of credit insurance in connection 


with small loans and other transactions. 
This report under the title “A Final Ad- 


monition” contains the following: 
“To those individuals who abhore the thought 


of Federal interference with the business of in- 





DONALD KNOWLTON 


surance, who desire the continued regulation of 
the industry by the several states, the subcom- 
mittee has this final admonition: This subcom- 
mittee will not allow itself to be blinded by 
subterfuge, neither will it turn a deaf ear to 
those of our citizenry oppressed by the coercive 
this report. * * * While 
these here related continue, this com- 
mittee will not forever accept attempts at regula- 
tion as a substitute for regulation of the business 
of insurance by the states. The patience of the 
Federal with those who abuse the 
good name of insurance someday may come to 


practcies related in 


abuses 


government 


an end.” 
Says NAIC Must Preserve State 
Regulation 

Firm in his conviction that NAIC must 
take every possible step to preserve state 
regulation, Mr. Knowlton said he did not 
personally feel that the Commissioners 
Association should be a party to any ap- 
plication to FTC to set up fair trade 
practice rules and regulations applicable 
to advertising in the A. & H. industry. 

If the companies against whom com- 
plaints have been made feel that “it is 
in their best interest to concede juris- 
diction over what is false and misleading 
advertising, they have a right to deter- 
mine this question in the light of all the 
circumstances which affect them.” 

On state regulation the speaker de- 
clared in closing: “In Public Law 15 
Congress has affirmatively expressed the 
opinion that state regulation is in the 
public interest. It is generally conceded 
that this is a sound position. On _ that 
assumption it is then the duty of the 
state supervjsory authorities to sponsor 
all legislation which may be found neces- 
sary to preserve state regulation and to 
concentrate their efforts to provide ade- 
quate regulation throughout the nation. 
These efforts I am confident will pre- 
serve voluntary insurance and free enter- 
prise and guarantee to the people that 
continued protection against the hazards 
of disability will be fairly and honestly 
furnished by a conscientious industry. 





Nevonen on Members 


(Continued from Page 36) 


International office will keep you alert, 
not only to the problems in your state, 
but will let you know what happens else- 
where on a state and Federal level. For 
instance, during the past month seven 
states have considered bills which would 
make all A. & H. non-cancellable. You 
need to know and be ready to act on 
these dangerpus trends. Working with 
legislative representatives of other 1m 
surance trade associations and their le- 
gal departments, your association stands 
as-a bulwark between our business today 
and those who would infringe upon 1ts 
operation.” 
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FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1954 








ASSETS 

Cash —$ 6,504,482.72 
Mortgage Loans on Real Estate 965,857.92 
*Bonds and Stocks. _ 147,618,784.78 
Interest due and accrued 171,504.67 
Agents and Departmental 

Balances 3,799,979.91 
Real Estate 3,213,500.00 


Equity in Marine and Foreign 
Insurance Pools 9,022,449.11 


All other Assets. 1,455,742.29 
Total admitted assets__$172,752,301.40 


LIABILITIES 


Reserve for Losses. $ 18,869,733.29 








Reserve for Loss Expenses_ 1,641,500.00 
Reserve for Unearned Prem'ums 54,939,364.59 
Reserve for Taxes and Expenscs  2,459,097.50 
Funds held under Reinsurance 
TON ec 7 836,740.08 
All other Liabi ities... = ——-1,104,179.18 
Capital __.. + = = ~==—=—S——s— 10,000,000.00 
Net Surplus __  ——s—- 75,901,686.76 
160: 2 RTE FSR SOTO 


SURPLUS TO POLICYHOLDERS $85,901,686.76 


Securities carried at $3,290,509.33 in the above stat t are 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


DECEMBER 31, 1954 














ASSETS LIABILITIES 
ion of Cash . 598,124.35 Reserve for Lesses _______-_ $  1,971,464.67 
ubcom- Mortgage Loans on Real Estate 1,841.96 Reserve for Loss Exp-:nses___ 171,500.00 
rc *3ends and Stocks. 13,083,787.60 Reserve for Unearned Premiums 6,113,108.65 
“ar to Interest due and accrued 34,661.45 Reserve for Taxes and Expenses 284,672.50 
aa, ee ees eae ii amen 
com- Rec! Estate 160,000.00 Capital _. -_ --__ 1,000,000.00 
egula- All other Assets. 400,669.59 Net Surplus 5,647,931.91 
et To:al admitted assets__$15,214,976.81 Total $15,214,976.81 
e the SURPLUS TO POLICYHOLDERS pungdiairini 
me to Securities carried at $795,921,11 in the above stat t are d ited as required by law. 
: 
Be MILWAUKEE INSURANCE COMPANY 
fhe OF MILWAUKEE, WIS. 
ies DECEMBER 31, 1954 
| ap- ASSETS LIABILITIES 
ae Cash 704,674.28 Reserve for Losses $ 5,351,118.39 
stry. Mortgage Loans on Real Estate 349,567.43 Reserve for Loss Expenses —_ 465,500.00 
“om- ‘Bonds and Stocks... 36, 221,447.38 Reserve for Unearned Premiums 15,579,819.80 
it is Interest due and accrued __ 66,711.94 Reserve for Taxes and Expenses 803,582.50 
a Agents and Departmental All other Liabilities a 51,729.61 
erg Balances 2,824,359.57 Capital __..  =~=~=~—~——3,000,000.00 
the All other Assets. 206,228.78 Net Surplus 15,121,239.08 
Total admitted Assets__$40,372,989.38 Total $40,372,989.38 


de- 

















15 SURPLUS TO POLICYHOLDERS $18,121,299. 08 














deposited as required by law. 








ios CGaour- 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 


ASSETS 
ER et omen ee le alten @ 701,306.98 
“Bonds and Stocks___s—_ 12,961 ,657.05 
Interest due and accrved_ _ 31,762.10 
Agents and Departmenta! 
Boles 2 1,584,124.81 
Real Estate tial 70,500.00 


All other Assets. 
Total admitted Assets__$15,619,063.99 


269,713.05 








1954 
LIABILITIES 
Rescrve for Losses_.t...._$ 1,971,464.67 
Reserve for Loss Expenses___ 171,500.00 
Reserve for Unearned Premiums  5,739,933.61 
Reserve for Taxes and Expenses 293,472.50 
All other Liabilities. eatannsiiiets 22,734.98 
Capital _....-- _-=—_—S_ 1,000,000.00 
Net Surplus —_. 6,419,958.23 
Total __.$15,619,063.99 


SURPLUS TO POLICYHOLDERS $7,419,958.23 
Securities carried at $1,822,477.09 in the above statement are deposited as required by law. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1954 








ASSETS 
Cash $ 34,471.83 
Bonds and Stocks 399,903.86 
Interest Due and Accrued a 2,904.58 
Agents and Department Balances 15,526.81 
All other Assets —_ «13,400.00 





Total admitted Assets____$466,207.08 


LIABILITIES 
Reserve for Taxes and Expenses_$ 3,863.32 
Capita) —_.__._._........__: OG SOR 
Net Surplus _._._ ~=———=———SSssé<H2., 343.76 
THE oc ee _$466,207.08 


SURPLUS TO POLICYHOLDERS $462,343.76 


Securities carried at $55,801.87 in the above 


tat t are 


deposited as required by law. 





COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1954 


ASSETS 
-$ 2,038,580.99 
450,709.87 


Cash 
Mortgage Loans on Real Estate 








*Bonds and Stocks ___  50,889,280.64 
Interest due and accrued - 119,254.06 
Agents and Departmental 
a ee 3,701 ,677.51 
Equity in Marine and Foreign 
Insurance Pools — 147,212.23 
All other Assets 141,118.75 


Total admitted Assets___$57 487,834.05 


SURPLUS TO POLICYHOLDERS $15,500,276.92 


Securities carried at $1,692,140.80 in the above statement are deposited as required by law. 


*Valuations on basis prescribed by National Association of Insurance Commissioners 


OFFICE 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Foreign Department 


the Securities carried at $2,754,310.37 in the above stat t are d ited as required by law. 

the 

“ded 

that 

the THE METROPOLITAN CASUALTY INSURANCE 

sor COMPANY OF NEW YORK 

ces- 

1 to DECEMBER 31, 1954 

ide- ASSETS LIABILITIES 

wr4 Cash $ 2,158,645.87 Reserve for Losses — $ 18,433,961.00 

yre- 

on Mortgage Loans on Real Estate 53,792.36 Reserve for Loss Expenses ____—_1,779,775.00 

that “Bonds and Stocks ________._. 43, 576,089.40 Reserve for Unearned Premiums 13,366,920.06 

irds Interest due and accrued _ _ 121,764.91 Reserve for Taxes and Expenses _1,513,059.00 

stly Agents and Departmental Funds held under Reinsurance 

ry. Bulcnces ate! 3,594,144.55 i ee ee 189,825.78 
Equity in Marine and Foreign All other Liabilities ae 280,587.95 

Insurance Pools 141,845.57 Capital... .  ..ss-« 2000,000.00 
All other Assets _________——243,951.19 Net Surplus ___________ 12,326, 105.06 
Total admitted Assets___$49,890,233.85 Total $49,890,233.85 

ert, SURPLUS TO POLICYHOLDERS $14,326,105.06 

ate, Securities carried at $4,440,750.05 in the above statement are deposited as required by law. 

lse- 

For 

ven 

uld 

vou HOME 

on Western Department 

‘ith 120 So. LaSalle St., Chicago 3, Illinois 

in- 

le- h 

ads Southwestern Department 


912 Commerce St., 














Dallas 22, Texas 


102 Maiden Lane, New York 5, New York 


220 Bush St., 


535 Homer St., 


LIABILITIES 


Reserve for Losses ____ 


S$ 22,082,945.00 





Reserve for Loss Expenses __._—-_: 2, 100,947.00 
Reserve for Unearned Premiums 15,495,847.68 
Reserve for Taxes and Expenses 1,534,026.45 
Funds held under Reinsurance 
wets 616,139.04 
All other Liabilities — 157,651.96 
Capital os =s——s« 22, 000,000.00 
Net Surplus —_._ > 13,500,276.92 
Tetel __________$57,487,834.05 


Pacific Department 
San Francisco 6, Calif. 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
Vancouver 3, B. C. 

























































Back TO HIS OLD READING HABITS AGAIN .. . 
looking for a job with a long-range future. And this 
time, he’s checking job stability first, bypassing com- 
panies that seem to be plagued with periodic wage 
cuts and layoffs. 

Good idea. And good reason to look into the 
87-year record of growth and expansion behind The 
Union Central Life Insurance Company. 

Operating in 46 states, the District of Columbia and 
Hawaii, The Union Central enjoys a national reputation 
for sound, progressive business practice. The Company 
has successfully weathered four major wars and seven 
depressions—has never cancelled an underwriter’s con- 
tract because of market failures or shortage of mer- 
chandise to sell. In addition, The Union Central repre- 
sentative is never affected by hectic labor disputes or 
slack seasons. There is always a market for life insur- 


WANTED 
=a futere 





ance, regardless of business conditions. And to effec- 
tively serve that market, The Union Central provides 
a complete line of policies to suit every life insurance 
need from birth to age 70. 


Yes, The Union Central offers real stability plus all” 


these other major job factors. Choice of your own job 
location. Thorough, effective training. Wide variety of 
research-tested training aids. Unlimited opportunities 
for steady advancement. Sound earnings plus liberal 
retirement and pension plans. And scientific aptitude 
testing to help you determine if the job is best for you. 

From the very beginning, you'll find every indication 
of a long-range future with The Union Central. So 
drop us a line and we'll be glad to arrange an interview 
at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


One of a series of advertisements designed to be of service to men contemplating a life insurance career, appearing in 
magazines and life insurance trade press where men are likely to look for information about companies and job opportunities. 
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